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There ar© a lot of words that can b© used to describe the engineering and design. To begin with< Concorde s new g^^ 
alkiew Chrysler Concorde. "Pedestrian" is definitely not one ©ration. Itghter-weight all-alumjnum engine not only provid^^ 
of them. Indeed, the new Concorde stands as an exhilarating nearly 25 percent more horsepower but it also manages to ^ 



testament of our ervgineers' relentless commitment to inspired 10 percent more fuel efficient"' What's more, combine this sO^ 



advanced lechnoiogv with Concorde's unique 
©sign and you have an automobiie that's as far 
from pedestrian as an automobile can be. Contact 
us at vvvvw,chfvsf0rcars.com or 1.800.CHRYSLER. 



N : i 1 ii I T r> ]im\ nei>s He pie m r M K 



NationsBusiness 



PuNiahvff % 
UJ& Chnmlwr of Comttmre 



I© 




Based on hfe deafings uritti OSHA, l-jniH^^iu Mdkmhi, pn'mknl (fa BuUinmr manm-ami^m' 
liuft vomiHifiif, ^tijs emifitif^i t^ .^iioniif lenm all thje^/mtt akmt Owjkleivi imiicplace'hvfefff 
agency to be prepami m tme they find their finm under ibt micrmcope. Caver Stof^ Page /i 



COVER STORY 



14 When OSHA Calls 

A sufpiise safety' inspection could put you 
out of business. Are you prepared? Having 
a Eieasonably safe workplace isn't a] ways 
®3ough to satisfy the Occupational Safety 
and Health Administration, say business 
people. Many find the agency coercive, 

16— Tips For Dealing With An 

OSHA Impedim 
m—Cmtfff^m Gftfi Into The Act 



FINANCE 



24 Small Business 
Financial Adviser 

Betirement plans' high-impact fees: salary 
Wl distributions in S corporations; small 
firms' pension gap; lawyers on call, 

40 Keeping Money Local 
With A 504 Loan 

Finding Capital: An SB A program helps 
small fbms work with an area bank to ob- 
tain fiinding and keeps dollars drculating 
thnju^hout the community. 



MANAGING 



32 Reviewing The Annual Review 

Many people think a scheduled em- 
ployee evaluation is a poor measure- 
ment tool and even a legal time bomb. 
But there are ways to make an ap- 
praisal work well 



35 Software For Worker Reviews 

Two comi ' . - f J f J [ iigrams can help 
bring consistenc>^ and legal peace of mind 
to the evaluation process, 

47 Postal Service 
Not Backino Down 

Postmaster General Wlliam J. Henderson 
says small business^ can expect ^'pack- 
and-i^nd" competition to resume. 



PUBLIC POLICY 



37 Business' Stake In Park Plans 

Federal efTtjrts to rtfduct! tniJfic and polki- 
tion at national parks could alter prospectn 
for companfes serving the sita*' visitors. 



SMALL BUSINESS TECHNOLOGY 



48 Personal Computers: 
Buy New Or Modify? 

Many smaJl-business people are opting 
upgrade their existing machines, but that 
path isn't for evei^one, 

.r2—A LfM^ M The Cmt})onentH 



TECHNOLOGY SPECIAL REPORT 



53 Doing The Job On The Go 

Here are some of the newest computing, 
organizing, and communicating tools 
engineered to meet the needs of mobile 
entrepreneurs. 



JUding Soutliwestemy//f^T;r tn Etust Cm^it din- 
iny ^-s KvrtN Rtnk't^ nrifK^Jhrer^mmling hisi 
Desert. Mmm Cafes, Fmnchimng, Puge (tl. 



FRANCHISING SPECIAL GUIDE 



61 Firms m Their 
Eyes On The Prize 

A look at companies that ttmld become 
franchising's next "Magnificent Seven" re- 
veals insi^ti^ that could prove helpful to 
any business. 



FAMILY BUSINESS 



68 Resohring Conflicts 
Of Interest 

How to find experts and resources; avoid- 
ing the appearance of favoritism; anoint- 
ing a leader for the finn. 



POLL RESULTS 



73 Heatth fnsurance 

Higher heiiillMn.'^ui'ana^ cmia could forct* 
many small bui^inej?ses Ui dnip medical 
coverJige for their emplfjyt^es, according to j 
the results of the WTiere I Stand poll in 
the July issue. 



WHERE I STAND 



73 On Workplace 
Safety 

Exptt's.^ y< iio' \'iews im the 
Mt^nU ckinipiitional Safety 
and n ^ 
an ill! 

peciaJiy small oih.'s in indusun:?^ Uiat an? 
Ito worker injuries. 




' < can 

-.ses. 




VOL 86. NO. 9 



Editor's Note 




wcrro 'JO** M riji ion ja 



Bom as markeling props and prrxiueed by Ann 
Vitthon, kjl, ami Fiimitn Somet's, Sotlm now 
Ui fHiiiit'K Xfakim/ It, f\nj' Til 



DEPARTMENTS 



Uetteis 

G EMreareneur's Histebook 

8 Dateline: Washington 
10 Managing Your Small Business 
71 Free-Spirited Enterprise 
7k Classtfied Aits 
76 Making It 
86 Direct Une 
88 Edtlorial 



Cover Design: Hms A. BiLm 



Mwtwi iH itM Am nv 10017 M i7M[ m-wfuimiti 




-1 10 tfii CCC - ^ 



Primed In tfie U S A 



Workplace 
Safety And 
Health 



DANGER 



HARD HAT 
AREA 



My &T>t exi>erience uith workplace safety 
came hehre 1 reacheii school age. It ws^ the 
clay my mother i^eceh^ed a cdl that my father* uus in 
the hospital having lii^ ear sewTi. He had lieen too close to a machine at 
work when ttie machine came on unexj>eetedly I had visions of h^ eai- 
fkngling from lus head— and those visions marie a lasting impimsion* 

Most employers, too, know that their employees may not arrive for 
wo)*k the ne^xt flay if safety and health are not chief concerns* Employ- 
ers' attention to tLese mattei's is reflectefl in the decline in job-relatKl 
iryuiies and fatalities. Yet just the Uiought of OSHA, the Occupatkwial 
Safety and Health Administration, gives heartbui*n to many hisiness 
oviTCJii and managers — even those vv*ho are models of safety awarenesa* 

This month's cover stor^; by Senior Associate Editor Steve Bates, ex- 
plains why And it [>nnidas aseftil tij^s to help employen? be prepared 
when OSHA odLs. Don't mks this timely ve\m% beginning on Page 14. 

Two of our longthne colleagues at Natimi*s BmimsH retired i-e- 
cently, and we uiJl miss them greatly Janet Foard, administrative 

assistant to the vice president/ 
imblLshing, was a wonderful 
voice of common sense and a 
sujjerb administrative asset to 
this organization for IS years. 

Art Director Hans Baum, at 
left, worked on the design of 
;J25 Issues ofNafkms BmimM, 
not to mention thfjiisands of 
other projects, dming his 28- 
year tenure. His d^mendous 
dedication to quality his initia- 
tive in meeting graj ihic and workload challenges, and his design fmesse 
will be sorely nmsed- 

We wish lx)th of our former colleagues ail the best 
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Stakes Are High In Setting 
U.S. Heaitli-Care Poiicy 



tN>» Lnna, tratm 



I recently have heard a number of 
horror stories from people regarding 
their experiences with managed health 
care, so 1 found The Backlash Against 
Managed Care,'' ICover Story, July] to be 
quite timely. 

However, I believe that the article failed 
to convey the rage of many victims of the 
managed-care system. 
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Tlie Managed-Care 



Backlash I 
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I am fijrious that while our government 
provides millions of dollars to scientists to 
develop state-of-the-art medicine, citizens 
are increasingly denied access to this blue- 
chip level of expertise and instead are 
shunted into minimal <^re for the sake of 
cost savings. 

I am furious that bright, ambitious peo- 
ple are refusing to become doctors or other 
health-care workers in a medical system 
in which they would not be given the au- 
thority to provide the kind of care they 
want to provide, and that others already 
in the system are leaving in droves. 

These are just two of my concerns. I call 
on insurance companies, employers^ and 
politicians to do everything in their power 
to attack this issue as one of the moBt fun- 
damental of our age and to bring to their 
efforts thoughtful ness, compassion, cre- 
ativity, generosity, vision, and moral 
courage. The stakes are beyond measure. 
Karen S. Palkm 
Vhike, Calif 

A Backer Of Relofm 

pc-pq A difference of opinion is one 
Lil^^J thing. But the U.S. Chamber of 



Commerce does a great disservice when 
it misleads its members and readers of 

"The Backlash Against Managed Care" 
falsely says that the Patient Access to Re- 
sponsible Care Act — sponsored by Rep, 
Charles Norwood, U-Ga^ — and other man- 
aged-care reform legislation *Nvould expose 
employers to medical-malpractice lawsuits 
for coverage decisions they or their health 
plans make," 

No reform legislation in Congress 
would expose employers to such liabil- 
ity, and most, such as PARC A and the 
Patients' Bill of Rights, specifically ex- 
clude it. 

Indeed, the t)p position of the Chamber 
to managed-care reform, and the Cham- 
ber s phony arguments, are contrary to 
the interests of its member businesses. 
For the few pennies a month that reform 
might cost , 85 percent of American fam i- 
lies could receive the health care they 
need and deserve when they require it. 

Employees whose health or that of fiamily 
members is jeopai'dimi by the delay or de* 
nial of proper care will be unhappy not only 
with their health-care insurer/provider but 
also with the employer's choice of in- 
surer/provider. 

In addition, medical conditions aggra- 
vated by insurer/providers* inadequate 
medical care result in more costs to the em- 
ployer in sick days and disabilil^ payments. 

It is a false economy to support in- 
surer/provider profits over employee 
health. 

Rkhatrl D. Haiiey 
PiTskietit 

AnHfjcktlkm ofTrixtl Unv^m af America 
WaHhm0mk D£. 

{Editor's Note: We Maud by ourMarif} 



Helping Businesses 
And Oider Worl(ers 

In response to **Help In Hiring Older 
Workers** UuneL which talked about 



older workers and the value of their expe- 
rience and work ethics> I could not agree 
more. 

This has long been the case in our work 
environment, and many companies that 
believe they can downsize and hire 
younger workers for less end up sacrific- 
ing some quality in their work force. 

I felt so strongly about the need for em- 
ploying older workers that a partner and I 
started an employment agency that spe* 
cializea in the placement of petiple 50 and 
over. 1 had one goal in mind: finding em- 



ployment for older workers who had been 
downsized and who were having a hard 
time finding employment hecause they 



Older employees vtw bring eriM'neuce and a 
Htivfty imti^ iihic to tiie job. 



were deemed "overqualified"— another 
word for *^oo old.** 

We have had success in plating workers 
over 50 and in hc> doing have forged gocx) 
relationships with area businesses. 
Bafbam Daim 
Gemral PaHner 
ProTempi< 
WoodhwUk, Wask 



Millennium Bug Not Likely 
To Affect Older Sprinklers 

It 15 aniazijig huw sumething as 
simple as a fire-sprinkler system 
can be endowed with mystical powers. 
After watching some action mov-ies, many 
people might believe that the opening of 
one sprinkler will magically cause all the 
other Mprinklers in a building to open. 

Now, after reading "Counting Down To 
The Year 2000" I August], we learn of the 
peril caused by embedded chips that are 
going to cause every building with a sprin- 
kler svstem to be soaked starting just after 
midnight on Dec. 31. 1999. 

Your readers need to be advised that a 
typical sprinkler system is a piping net- 
work that is pressurized with water and 
that has a sprinkler head for every 100 to 
220 square ft*et. The sprinkler heads are 
designed to open at a predetermined tem- 
perature either when a metal alloy is 
melted or a gbiss bulb ij^ ruptured- We are 
talking about 1895 ttH.'hnaloK>'— and there 
wea^ no computer chips^ in 1^95. 

Granted, there are some fire-alarm or 
fire*pump panels that could be affected, 
Jjit not your typical sprinkler system. 

Omni if w Fhr Pmfedhm Ok 

lEdUor\s Note: We receimi a irn mher of 
ktiem mnilar ki IJcnz k Sim[)ter ami (Mer 



^prinMBr ifyHiems are not likely to be md- 
tieroble tn ije(ir-MX) pmfde'fn.s, extTpt fier- 
hapa when a water pnmp in mmputer- 
cofdnJkd At rhk am mow complex fire- 
mfetif HijstemH that nmy be Iriggervd by 
Henmm ndher than hmt and nmy inmlve 
the dhckarge of chemical h rather than 
water. Mont mich systemic wdl enter the 
ftrfir J(if)f) With mi u kiiclu bni us the atiivie 
sfufyrsfed in com of doubt ijoa nhonld talk 
fit ijifitf i\*tidorJ 



Putting Ttie Person 
Before Tfie Disability 

r<ry\ Hegardmj. ' • Attitudes And 

The Disable . . K Sationn Bmh 
nmn should be commended for a fine arti- 
cle about entrepreneurs with disabilities. 
Such an article in a magazine that is 
prominent in tfie business community can 
do much to improve attitudes about people 
with disabilities and help create equal op* 
portunities for them. 

I would like to sugge^, however, that 
instead of using the phrases ^'the dis- 
abled'* or **disabled people,'* you substi- 
tute the phrase ''people with disabili- 
ties." 

It's important that all of us put the 
person first and the disability second. It 
may seem trivial, but such language is 
important in fostering positive attitudes 
about people who have many skills and 
abilities and happen to also have a dis- 
ability. 

Ptnd Coqwuedo 
Exeadii^' Lhreetor 

Erie Honwji fo/r Ch ildren and Adults, Ina 
Erie, Pa. 

Correction 

In the August issue, an item in the Date- 
line; Washington section, "IKS Raises The 
Threshold For Monthly Payroll Tax De- 
posits,'' should have stated that the total 
number of employers — rather than com- 
panies — not required tii make monthly 
payments under new Internal Revenue 
Service rules will reach about 2.1 million, 
or one-third of all employers in the 
United States. 

Yoit can communimte mth Nation's 
Business via: 

^2 Mad: !A!ttery to the Editor, 
Nation s Business 
imliSt^Td^NM 
Woidmi^fHu D C mm-MM^ 

fit Ek*ctnmk mail: fdiioria nhynaf^.eom 

Please 'u ■•ir teleplu * ■ ' ^ r 

mtd ffour /ji ■ - -s^t /^mJ7- 

lhnitatloth\ vitfutot print oU ietia-H n - 
ceimi and thmr seteetfd for pnNiadian 
ma If hi' mndenaed. 
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A Total Solution 
To Improve Sales 



I 



Successful turnaround strategists, 
like stuntmen who avoid injurieSi 
take only carefiiUy calculated risks. 
In 1994, Media Cybernetics, LP. in 
Silver Spring. Md.. was lagging finan- 
cially and seemed to be a candidate for 
such a risk, I bought the 
company that year, believ- 
ing that if it were reposi- 
tioned^ it could ^ a lot more 
business. 

Media Cybernetics pro- 
duces image-analysis soft- 
ware products for product 
de ve ] oper s , q ual i ty -a ssu r- 
ance inspectors, and re- 
search-and-developoient 
specialists. Our customers 
tal^ a picture of what they 
are working on, put that 
image into their personal 
computers, and use our soft- 
ware to count, measure, 
compare, filter^ or enhance 
details of the image. 

For example, clients such 
as General Motors Corp., 
IBM Corp., Bristol-Meyers 
Squibb Co., and various ho^ 
pitals use our software to cut 
tile costs and cycle times of product de- 
sign, materials analysis, and inspections. 
Users can store and retrieve image analy- 
ses for use in compliance with ISO QOOO 
quality standards or govermnent regida- 
tions, or for prot^on against product lia- 
bility 

The weakness 1 saw in Media Cybernet- 
ics was its narrow sales model, which ig- 
nored customers' need to obtain the hard- 
ware necessaiy to use our software. 

I was intent on broadening the com- 
pany's scope and expanding sales, so I 
began creating a "solution" asim model, in 
which you market your product along with 
the components and services — obtained 

Mkhml B Gatmi k dminmn tmd CEO Gf 
Media C^berttdks, LR hi Silver Sprmg, 
Md He pnepared thhi mmmd mih Cm- 
trAtdiftg Edtti»r Simjn Biddk Jaffe. Rmd- 
' ' ' ' ^ J di ng or ni n nivg a 
trmtrihtite tn this ad- 
Uf '^t, tutiUri* \'fitebaok, 

Nai isiness, /6j V,U;, 
Wm^mgton, D C 2(Mm-mMi 



from other firms^ — needed to use that 
product. This enables a firm to provide an 
integrated solution for the oastomer. 

Our conversion to the solution sales 
model is the main rea.son Media Cybernet- 
ics has achieved top miirket position, sig- 




By oflering integrated solutions jar mtstomers* needs. Michael B Golmi took 
Media Cybemetm, a sojiimre promdm to the tap of its market 



nificant pmfitability, and annual growth of 
30-plus percent. Plere are the steps we fol- 
lowied— steps that might help you, too: 

Form distribution alliances to eoor^ 
dinate delivery of the whole product 
aoliition to the market We intnxliiced a 
marketing strategy that includes not only 
our software but also the high-speed cam- 
eras, image-capture cards, and cables — all 
produced by others — that our customers 
need for our software to work. Sudi a oon< 
solidation of distribution can establish 
your product as the easiest and fastest to 
acquire, install, and use. 

Increase your dealer and user 
training. We trained dealers in how to 
sell the solution to customers bmad on 
their needs. Tbgether with our dealers, we 
trained clients in how to make better use 
of our products. All this boosted dealer 
productivity and demand for our pnKiucts. 

Partner with original-equipment 
manufocturersk Let OEMs usf* their own 



private labels or ways of distributing your 
product with their own. By doing this, 
Media Cybernetics helped OEMs inte- 
grate their components into solution sales. 
This strategy enables you to leverage 
your products into markets and distribu- 
tion channels not covered 
by your dealers. Then the 
OEMs can leverage their 
products into new markets. 

Make sure your part* 
ners commit to leader- 
ship in price and perfor- 
mance. They should agree 
to improve and upgrade 
their offerings continually. 
The result is summed up in 
this adage: Beat products 
beget best solutions. 

By marketing whole-prod- 
uct solutions in addition to 
our sUmd-alone software, we 
have helped make our prod- 
ucts easier for dealers and 
OEMs to sell — and for our 
customers to use. Dealers 
and OEMs now spend more 
time selling and less time 
with hassles such as hardware-procure- 
ment delays. Chents find it easier to use 
our products to boost productivity and 
quality. 

All this has contributed to accelerated 
sales growth and a financial turnaround 
for M^a Cybernetics. Ml 

iiiiiiiiiiiiiii 

pRTILEflDNED 

A mmi<ding strategy that 
bUegrates ymirptvdvct 
with otiwrfirfm' compo- 
twnta or seiDVces can 
boost your sales. 



A COMPUTER SO PERFECT 

FOR YOUR BUSINESS, 
YOU MAY NOT EVEN BUY IT. 




DELL DIMENSION XPS R4a0 
PEMTIUM tl P80Cf SSOR AT 400MHi 



" 1SJGB Ultra ATA Haid Drive {S.^sj 

• TOOQHS ir (16 r vis. Mdp) Trinitron* 
Monitor 

• ,VW ATI mBJ m 8MB 3D 2X AGP 

• m mx'-^MMs CD-ROM Oriv« 

• Microsoft* Office 97 Small Business 
Edition v2.Q plus Bookshelf 38; McAfee 
VmisScaf) 

• Mitfosofi Wmdows* 98 

• Oeir QuiBtKey' Keyiioard 

• MS* InteElfMouse* 

• 3 Year Umrttij Wgrrantv' 

• !-Year On-site* Service 

• Upgrade m I23M8 fOOMHiSOmM, add \ 
$12? pBf Month 

' UpQfmktoa urns ir079'vis, 
26dp! Monim mid$l8Sper Mortth. 



$89 



Mou Business lofts« 



36 M#s« 

or buy today forS2379 



LEASEATOP-OF-THE-LtNE 
DELL DIMENSION XPS R400 DESKTOP FOR JUST $89 A MONTH. 



BE DIRECT 



D0LI. 



If yoy think you can't afford to outfit yoitf business with brand new PCs, ttiink again. Because 
the Oefr Small Business Lease^ allows you to transition to the latest technology wiihoyt major 
capital outlays, With lease terms of 24 to 48 months ar^d no payments for 30 days, you can 
take advantage of the most current Dell Dimension* desktops as well as Latitude* and Inspiron'' 
notebooks, Dell Precision)" Workstations and Power Edge* servers The over- 
the-phone lease decision process typically takes mere minutes. And since 
your leased PCs come with the same award-wmning service, support and 
reliability you get when you buy a Dell your life will t>e practically hassle-free 
Call now or visit our website and get an edge on technology - wrthout cutting 
pentlurri'll deep into your budget. 

Reference the appropriate order code to receive featyred configuration and pricing. 
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TO ORDER TOU-FREE 



800-624-6139 

TO ORDER ONLINE 24 HRS7DAY ] 

www.delLcom/buydell 

Mon-Ff i ,'arT. 9pm C? - Sal IDam-fipm CT - Siik i ^.u- Sj^jn^ r.r 
"In Canada' uli tfflO-a39-OI4fi Hn MmcoT call W'l m /Mi mJ J 
GSA ContracilGS*35f=-407BD 
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TAX POLICY 



IRS Overtiaul Is Gooil Hews 
For Smalt-Business Owners 

Small businesses gained some leverage 
with the Internal Revenue Service when 
l^pslation to overhaul the agency was en- 
acted. 

The measure, signed into law by Presi- 
dent Clinton on Ji5y 22, gives individuals 
and small firms expanded rights in deal- 
ing with the tax agency, especially during 
audits and U,S, Tax Court cases. The 
meast^ also restricts somewhat the IRS's 
ability to take action against taxpayers. 

The final IRS reform measure was a 
oompnjmise between the House bill paiii^d 
last November and the much-stronger 
Senate bill approved in the spring. 

*With this legislation, we have sought to 
create an agency^ that has a reputation for 
service, civility, and fairness in the treat- 
ment of taxpayers, said Sen, William V. 
Roth Jr., R-Del, chairman of the Senate 
Finance Committee, at a recent rally in 
Washington. 

Martin Rt^alia, vice president and chief 
economist of the U.S. Chamber of Com- 
ment, said, This bill will help to inject 
some balance into business people s deal- 
ings with the IRS, which should foster im- 
proved relations and enhanced efficiency.*' 

The new law establishes an indepen- 
dent oversight board for the IRS, made up 
mostly of private-sector representatives. 



TRANSPORTATION 



Taketner Could Malte Railroads 
More Competitive Carriers 

Conrail Inc/s Northeast rail -freight sys- 
tem will be acquired and divided between 
Norfolk Southern Corp. and CSX Corp. 
under a plan approved recently by the 
U.S. Surface TVansportation Board, an in- 
dependent panel that regulates intenitate 
transportation, primarily railroads. 

The move, likely to take plact* this year, 
is expected to make Norfolk Southern and 
CSX more competitive with the trucking 
industry^ which carries more than 80 per- 
cent of the freight in the Northeast 

Trucking firms traditionally have 
charged more than railroad^J for moving 
glQods in the Northeast airridfir It is not yet 
clear, however, how the change will affect 
costs for shippers and prices for omsumerB 




Sea Wbm U Rrth Jl K-IJet nhomt .^pi^dcing 
a! a Wimh iftfftan mlb^ Imilmi IRS mfoiiu for 



and allows the commissioner, Charles 0. 
RosBotti, to reorganize the agency. 

Rossotti has said he wants to abandon 
the regional structure in favor of market 
segment.^ by type of taxpayer individuals, 
small businesses, large companies, and 
nonprofit t)rganb.ations. 

AiTiong olirer provisions, l^e legislation: 



Conrail, with about 11,000 miles of 
track, has hiid a near-monopoly on North- 
eastern rait freight for many years. It was 
created after the bankruptcy of the Penn 
Central sjrstem nearly three decade ago. 

Federal regulators, in approving the di- 



■ Extends the attomeyHcltent privilege 
to the relationship between the taxpayer 
and his or her certified public accountant 
or enrolled agent or actuariea 

m Shifts the burden of proof to the IRS 
in noncriminal tajc cases before the U.S. 
Teix Court m long as the taxpayer has co- 
fiperated in giving the IRS access t^j docu- 
ments and witnesses over which he has 
.some control. This rule also applies to 
small businesses whose net worth does 
not exceed $7 miUion. 

■ Requires the IRS to provide the tax- 
payer notice of additional taxes due within 
18 months of the filing of the return or the 
due date; if notice is given after 18 months, 
interest and certain penalties are sus- 
pended until 21 days after a notice is re- 
ceived. The 18-month period is reduced to 
12 months beginning in 2(K)4, 

T^e legislation makes several changes in 
the tax code, some of which did not appear 
in either the House or the Senate bill. They 
include shtjrtening the holding period to 12 
months from 18 months for property to 
qualily for lower cvipital*gains tax rates en- 
acted in 1997. Thc)6e lower rates are 20 per- 
cent for upper-income taxpayers and 10 
percent for those in the lower brackets. The 
provision, effective Jan. 1, 1998. was in- 
cluded at the insistt^nce of Rep. Bill Archer, 
R-Ttxas, chairman of the House Ways and 
Means Committee. 



vision of Conrail, said they want to ensure 
that Norfolk Southern and CSX do not 
have the kind of cvng^tion problems that 
causi>d Union Pacific Corp. s recent near- 
breakdfmTi in rail-freight service in West* 
em states. — Siawe Baiss 



INTERNATIONAL TRADE 


_ ■ 


A Change In Terminology 
But Not InTarift Status 

During the recent debate over granting 
most-favored-nation trading status to 
China, some people might have thou^t it 
was about giving China some special 
trade consideration. Not m. 

Now, Congress h;is cleared thingB up by 
changing the term "^mfjst favored nittion** to 
what it actually mean»— "normal trade* re- 
lationB."n*M0 change was made in the Inter- 


nal Revenue Service reform legislation 
signed by President Clititon on July 22, 

When'a country hm MFN— now NTR— 
status, the goods it exports to the United 
States are subject to the lowest permissi- 
ble U.S. tariffs, Alt but six nations now 
have NTR status. 

China was first granted MFN status in 
1979, shortly after the United States es- 
tablished diplomatic relations with the 
aimmunist a^me in Ikijing. 




The greatest riches 



□ UR CHILDREN CAN INHERIT ARE 
IR THAT'S CLEAN TO BREATHE AND 
WATER THAT'S SAFE TO DRINK. 




The 500.000 men and women of America's Electnc Utility Companies take great pride 
in generating electricity more cleanly and efficiently than ever before. And we're furtherini 
partnerships and projects that promote the use of renewable energy. To learn more about ol 

environmental programs, and new ways you can use electricity wisely, visit our website 
(www.eei.org/enviro/). Together, we can make our children's future that much richer, 

America's Electric Utility Companies 

et&9e, by the Ecbson Elacthc tostiuita. All r^hts rasarv«d. 
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Managing Your Small Business 



Succeeding in the ivake of,mccess; going to tlie dogs; providing 
service ivhetv it*s needed 




Boat Ewhton Mkhael Hmmrtk kfi. ojid Hmry Mohrmhiadt ka m demlaped a gkM maM 
for the Americmhd^/le .^pofirfiHhmg craft made by their Califnniia finn, Cuba Yachts. 



By Thomas Lore 



EXPORTING 



Making Waves Overseas 
WithWell-Made Products 

Quality not only in the United States 
but worldwide, ^ys Henry Mohrschladt, 
founder— aJong with his partner, Michne] 
Howarth— of Cabo Yachts, a company th:H 
builds sport-fishing boats in Adelanto, Caiiil 

Although their boats are powered, the 
partners have experience with sail. They 
used to own Pacific Seacraft, a firm that 
produced sailboats — one of which 'Ap- 
peared on a nationaJ magazine's list of the 
top 100 U.S. products in 1987, The follow- 
ing they sold the tiompany to a Singa- 
pore-based conglomerate. 

Under their agreement with Pacific 
Seacraft's new owTiers, Mohrschladt and 
Howarth oould not build competing sailing 
craft, so they founded Cabo Yachts. Their 
first sport-fisher, the Cabo 35, was 
launched in 1991 and won rave re\iews. 

Initially they sold their boat's in Cali* 
fornia, but sales lagged because of the 
state's then-weakened economy, so they 
explored more-promising markets, first 
on the East Coast and then overseas, 
Mohrschladt says. "^In 1993, we made a 
decision to export"* 

The company placed a costly advertise- 
ment in a Japanese boating magazine 
ever>^ month for a year and eventually al- 
lied with a strong Japanese dealer for 
Cabo Yachts* products. In 1994 the com- 
pany introduced its second model and 
started selling in Japan, 

**We were doing a lot of business with 
Japan when the 1 Japanese) stock market 
crashed, and then we looked to Europe" in 
a major way, Mohrschladt says. "We had a 
dealer in Italy and one in Greece who 
[werel doing very well We moved sort of 
bit by bit" 

Of Cabo Yachts' $19 million in sales last 
year, $3.8 million came from abroad. The 
company is expanding its plant by 30 per- 
cent and its production capacify by 25 per- 
cent, and it now sells in 15 countries and 
has dealers in more than a half-dozen. 

Cabo Yachts has succeeded in exporting, 
Mohrschladt nays, because it turns out 
quality products— "quality is the main 
thing, particularly in Japan"— and be- 
cause it delivers on customers' expecta- 
tions. **When someone thinks about a 
sport-fishing boat,'* he says, ^'they picture 



an American boat. That's the image they 
have. There aren't many countries that 
are successful in exporting boats, ... Sport 
fishing is pretty much of an image thing. 
You want to Ifxjk good w^hen you're fishing. 



THE WORKPLACE 



I Making A Pet Project 
Of Worker Retention 

With quahfU'd ^uji kiTS in short supply, 
' some companies are adopting innovative 
I hiring and retention inducements — such a^s 
I letting employees hrin^i ptHs to work. John 
A. Challenger executive vice president of 
* Challenger, Gray & Christmas, a Chicago- 
based outplacement firm, says, "If enough 
I people like the concept, it could become a 
major factor in employment decisions,** 

Netscape Communications Corp. of 
Mountain View, Calif, says its three- 
year^ld "dogs at work"* policy has been 
cited by several employees as their rea- 
son for joining the company. Other pet- 
i friendly workplaces in Silicon Valley in- 
I elude Internet company Excite! Inc. and 
j software developer Autodesk Inc. Both 
companies report that their policies on 



so we cater to that sort of fantasy " 

For its success in foreign markets, Cabo 
Yachts was named 1998 Small Bu,siness 
Exporter of the Year by the U.S. Small 
Business Administration. B 



pets have been well-received. 

At lams Co., a pet-food maker in Day- 
ton, Ohio, workers often bring in their 
dogs and cats for a day, usually in amnee- 
tion with an app<)intment elsewhere with 
a veterinarian. (At lams, visitors are 
greeted in the reception area by the yice 
president of canine communications," a 
giotden retriever named Ken?eeJ 

Ice-cream maker Ben and Jenys» based 
in South Burlington, Vt,, holds an annual 
Dog Days of Summer party; employees 
bring their dogB. and the company offers a 
free flea dip. 

Moreover, it's not just at work that pets 
are showing up these days. It's also at 
worship. St. Clement's Episcfjpal Church 
in New York City, for example, allows 
parishioners to bring pets, which are wel- 
come to join in the singing— if the spirit 
moveii them, ■ 



Give the magic 
of entertainment. 




The Blockbuster Giftcard® can be redeemed for movie rentals, music, games 
and more at over 4,000 Blockbuster Video^ and Blockbuster Music® locations 
nationwide. Available in denominations from $5 to $50, it's a great idea for all 
your premium and incentive needs. 



Call now. Toll-free: 1-888-313-2^ 



MMmum tmfer avcitafale ki LimnMnla el Ifl mil or BbdibuHer OlflQiml bMsikliir to lioilwt ^taifirnkft ol |ivlki|wi)i^ i/umm. Pii^pn mmf vary 
Cntlftb) rttffktkirM apply Biockbutier rwm*, ^Miyn snl nktod nMrh» «iv tradcmarU of BlocUNMlar BhKrtaiiuiwfii tnc «199i BlodibiwlCT Bnterta4nivicnr tnc Ait tigbli 
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BUSINESS PRACTICES 



Taking Tlie Ethical Temperature 
Of Entrepreneurs And Managers 

In a iL'tent .suj vey ol 165 enlmpmneurs 
and 128 large-company business man- 
agers, the entrepreneurs proved more apt 
to regard certain actions as unethical. 
That's the finding of R*:>t)ert D. Hirsch, a 
professor of entrepreneurial studies at 
Case Western Reserve University in 
Cleveland, who carried out the study 

Hie factors influencing ethical business 
conduct ane important Ibr the future of the 
U.S. economic .system, says Hirsch. He 
notes that 74 percent of the entrepreneurs 



MARKETING 



Targeting Customer Needs 
Unveils New Opportunities 

After C\nrk Griffith pur- 
cha ' enter Phar- 

mai\ -luff, Neb., in 

ldS5, he saw that his commu- 
nity needed an efficient sup- 
plier of home medical equip- 
ment such as wheelchairs and 
hospital beds. 

At that time, wheelchairs 
came from an equipment- rental 
business; oxygen—another need 
of some in frail health — was 
available only from welding 
companies; and none of the 
firms delivered or set up equip- 
ment 

To provide those services, 
Griffith formed Medical 
Equipment Specialties in 
1988. But soon he saw a fur* 
ther need — for on-site equip- 
ment repair and custom 
building of wheelchairs and 
scooters, so that patients 
wouldn't have to travel as far as Den- 
ver, Rapid City, or Omaha, Neb., 
for such services, 

Griffith s expanded operation allowed pa- 
tients to receive customized senicKs within 
their community, typically with the help of 
a physician, a physical therapist, and a 
technician finom Griffith's oi^nization. 

In 1991 he opened a second full-service 
facility in Torrington, Wyo., and two years 
later he expanded his Scott^bluff facility. 

Griffith then turned to patients in 
rural areas and those who could not get 
to his stores easily. In the spring of | 
1996, he designed a 40-foot mobile 
showroom and shop. He stocked it with 
manual and powered wheelchairs^ seat* 
ing systems* a drill press, welding ! 
equipment, and a full range of tools— 
everything needed to build custom seat- 
ing and chairs off-site. 

"This was a dream IVe had for a long 
time, ever since back in the early '90s. 
when 1 got the idea/ he says. "With this 



and 71 percent of the managers said a 
prescribed code of ethics would help them 
in making decisions. 

Here are actions described to the survey 
participants, with the percentage of entre- 
preneurs who said such action is unethi- 
cal, followed by the percentage of busijiess 
managers who made the same judgment 

■ Using company services for personal 
purposes; 82 percent of the entrepreneurs, 
72 pea-ent of the business managers, 

■ Using company supplies for personal 
purposes: 93 peroent and 86 percent, 

■ Overstating an expense account by 
more than 10 percent: 99 percent and 95 



percent. Overstating by less than 10 per- 
cent: 93 perci^nt and 87 percent, 

■ Using company time for personal hen- 
efit: 81 percent and 70 percent 

■ Taking longer than necessary to do a 
job: 91 percent and 78 percent. 

■ Committing an illegal act: 53 percent 
and 39 percent 

Hirsch*s report, Ethm of BmineHH Man^ 
ag(Tii m. Eutwpreneurfi, is available for 
$20 from the Research Institute for 
Small & Emerging Business iRISEbusi- 
nessl, an independent, nonpartisan pol- 
icy-research group in Washington, D.C.; 
call 1202) 628-8382. ■ 




Medcal !qui^ 




Talciig mediCSl seivices i>i IJmr fmtttes ami luftnetfuvm hm 

Im i-h the pivsa'i^^fotijftrmiw^sji prClmi' GriffiHf 's Nebni.ska fm)i> 



rig, we can basically build a custom wheel* 
chair on the spot,** 

During an early excursion, Griffith says, 
the mxjhile crew had parkt'd thi* tnick and 



NB TIPS 



Business Heip Via CD-ROM 

The National Tt^chnolof^ Tmnsfer Center 
at Wheeling Jesuit University in West Vir- 
ginia now offers a CD-ROM listing more 
5ian 2.300 national, state, and km] orgaiu- 
zattons that prttjvide businesses with a wide 
range of services and prpgrams, Tbpics artd 
a[reaB covered include business*plan prepa- 
ratkm, marketing, sales planning, identify- 
ing BOurceB (}f fundi!ig for nmall businesses, 
and solving technical or manufacturing 
problems, 

Infonnation on the Businea*^ rmd Tk!hni- 
cal Assistance Ppognims CD-ROM is avail- 
able from the Natitinal TBchnokigy TVunsfer 
Center. 316 Wa.shington Ave.. Wheeling, 
WVa. 26003, or at its World Wide Web sAt*i, 



was about to begin an appoint- 
ment ''when a lady in a handi* 
capped-accessible van pulled 
in front of them, jumped out, 
and— all excited— asked, *Do 
you guys work on private indi- 
\iduHls' wheelchaiiis? 

The crew said yes, he contin- 
ues, and before long the crew's 
cellular phones **were ringing 
with people wanting to know 
when they could the truck. 
We knew right then it was a 
sucreiss,'* 

Now the truck, based in 
Casper, Wyo., is on the road 
four weeks out of every five. 

Griffith's success in identi- 
fying a new niche for his 
business resulted in his 
being named a 1998 state 
honoree in the Blue Chip En- 
terprise Initiative, an annual 
program that recognizes 
small firms that have met 
challenges. It is sponsored by 
Massachusetts Mutual Life 
Insurance Co. (known as MassMutual— 
The Blue Chip Company), the U.S. 
Chamber of Commerce, and Xaf lQn's 



fvmv.tfttvj'dn. The CD can be ordered for 
$m by Killing 1*800-678^2. 

Career Channels 

Tired of your present busines.^ and think- 
ing of moving to something completely dif- 
ferent? You may find mtm guidimce in the 
!9m CVnw Rejityum' Dimiorff It lists mm 
than 200 associations and organ i^sat ions 
that can pnivide career and i)UMint*Ks iwsis- 
tance In diverse areas such m pel ceTnet<'r* 
ies, beekeeping, interior design. landst^ip 
ing, and lockmaking. The publication is 
availabk^ for $7.95 plus $3.50 for shipping 
and handling fnini MCjC Publications, 1208 
E, Hermitage Road, Milwaukee, Wis. 
53217^ 1-800-53 1'9874- W 



Push 



a 



Direct Mail can satisfy tnost any craving you have — big or iimall. 
Looking to pump up local 4ak%? Well, a pi?7.a chain addrensed that need 
W blanketing their neighborhood with a maihng ol" t.-ustomizcd rt*tngcr- 
ator magnetSv Now» when siomachi surt growling, their delivery number 
ts nght there. All this for a Iractmn of the cost for mim media vehiclci^ 
r>o you compete in a bigger arena? Great. National marlLcters 



pizza through this. ..f"">.H...*™."".ocio,M,„ » 

JL O to consulting rely on Direci Mail Din^ci y 

Or just about 

anything else. 



to deliver relevant* one-t<i-one 

messages^ Which helps them to make ?,ale\. nurture customer loyalty 
,ind even build brand equity. 

When you think about it. Direct Mail is a lot like pizxa. You can 
have it any way you like 

f^ra free kil filled wtih itrfannatum, ideas md exampla cfkm' Direa 
Mail tan help hutid yt)Mr kisitms, (alt i SOQ -THE- USPS, ext 2t1(l 



IrUEpectari see the slory of the US Postal Servtct Impectors on Stmtm Sunday. Saptemtwr 20 O Spin ET/PT m di SrK?iiiiTimels Free 9mm WeskM (wtiare mMM] 
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When OSHA Calls 



By Steve Bates 



One morning nearly fijur yeSTB ag|D» a 
welder at Martin G. Imbach Inc,, a 
marine- and heavy-constrtiction 
firm in Baltimore, grabbed several 
respirator filters from a box in a construe* 
tion trailer and walked about 75 feet to 
start welding a galvanized cap on a piling. 

The same day the family-run firm was 
visited by an inspector for the federal Oc- 
cupational Safetj' and Health Administra- 
tion. While perusing the site, which ad- 
joins the city s historic harbor, the 
inspector asked the company's president, 
Eamorm McG^ady where to find the box 
that listed the instructions for using the 
respirator filters. 

"It's right here in the trailen** McGeady 
recalls telling the inspector as he pointed 
to the nearby structure. 

A federal safety r^ulation requires that 
the instructions be "available" to the 
worker, notes McGeady, but the inspector 
decided that a short walk didn't meet tliat 
definition. OSHA fined the company more 
than $1,000. McGeady was stunnt?d. 

The inspection wasn't the first — and it 
probably won*t be the last — that led to 
OSHA's citing the Imbach firm for what 
most people would say is a minor infrac- 
tiim of safety rules. 

The company once was written up for 
not having exactly the right kind of skiff 
to act as a wscuq boat alongside a floating 
derrick where an employee was working. 
The firm got slapped on the wrist for inad- 
vertently painting over a label on a boat's 
fuel tank. And it was cited for having on 
one of its boats a warning bell that was 1 
inch sntaller than the required diameter 

The fines ranged fi^jm less than $I0() to 
a few thousand dollars each. But the 
money wasn't the greatest issue that con- 
cerned McGeady It seemed to him that 
OSHA, with a sort of '*gotcha" mind-set, 
was investing too much time and energy 



OSHA puts tm 

nif. 

Baiiimore^ 
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A surprise safety inspection 
could put yoii out of btisiness. 
Are you prepared? 




looking for little ways to trip up honest, 
safety-conscious employers and not 
enough going after companieB that might 
knowingly be exposing their workers to 
great danger 

Rather than hi ting hi*i tongue and writ- 
ing a check for the respirat^ir-filttT infrac- 
tion, **we went to the mat " Si^ys McGeady 
He appealed the citation at the 
OSHA dinlnct office, terming the 
fine "ridiculous." 

The welder knew how to use 
the filters, the instructions were 
close by and, McCJeady noted, the 
problem cited was corrected be- 
fore the inspector left the work 
site. At the meeting. OSHA offi- 
cials tossed out the citation and 
the fine, but McGeady and his^ 
brother, R Xavier McGeady the 
company vice pri^sidcnt, left feel- 
ing frustrated with the entire 
pmcese. 

It's because of incidents such as 
this that a small sign on the ft-ont 
door of the ctjmpany s basiness of - 
fice mads, **Waming: If you think 
OSI^ 13 a small town in Wlscon- 
Mn, you're in trouble."* 

It's a reminder to the Mc- 
Gteadys and their 50 employees 
that they have to keep ^iafety in 
mind constantly But having a 
reasonably safe workplace isn't 
always enough^ say Mc<ieady and many 
other business people. They say that em- 
ployers should learn everything they can 
about OSHA so theyll be prepared when 
their businesses are placed under the 
agencys micn^xxpe. 

On any day, an OSHA inspector can 
show up without warning and issue cita* 
tions that have the potential to put a com- 
pany out of business. So it s not surprising 
that many business people fear the 
agency. 

"For a small business, OSHA is an in- 
timidating entity You feel like youVe 
Rot the sword of DamtHrlen hanging over 
your head all the time,"* says 0. John 
Tysie, senior vice president of the Labc»r 



Policy Association, a business-backed 
public'poticy organir^ation in Washing- 
ton, ac. 

Says Arthur G. Sapper of the Washing- 
ton-based law firm of McDermott, Will & 
Emory: "Tfou must understand: OSHA is 
not your friend. It's not then* to help you. 
Its there to bcjiss you ground." 



U,S. Workplace Injuries 
And Illnesses Decline 

Number Of Incidents Per 100 Full-Time Workers 

Goods-Producing Industries 

11.9 11J m 

Service Industries 



Average For Private Imi . .!'■. 

■ II 



SOURCE U S BUREAU Of LABOR STAHSTICS 



An Agency's Many Faces 

Fur imiMv iv!nall lni>nti j>eop!e, knowing 
how to live with OSHA is more easily said 
than done. For starters, there are many 
different OSHAs. 

The agenc>' enforces federal safety regu- 
lations directly in only about half the 
states; state ofTidals enforce the rules in 

' the otJieni, (See the map on Page 18. i 
Business people and organizations say 
that, in addition, they have seen marked 
dtflferences in how the rules are enforced 
from region If* rei^ion and even within a 
single workplace. One inspector may find 
no problems at a work site while another 
from the same ofTice might write up a 

' dmen citations at the same location. 



The hug^e volume of rol^ appUcabte to 
various businesses can be intimidating 
and confusing. 'You have so many things 
you're trying to comply with, you're scared 
to death you're not complying with some- 
thing you don't know about,** says Jamie 
McAdam, president of F.J. Dahill Co,, a 
115-yearK>ld structural-restoration firm in 

New Haven, Conn. 

But there are some relatively 
basic steps that employers can 
take to prepare for an OSHA in- 
spection, to respond appmpriately 
during an inspection, and to seek 
redress if they believe they have 
been punished unfairly after an 
inspection. fSee the checklist on 
Page 16j 

Since OSHA's creation 2fi years 
ago, the average number of work- 
place deaths per year has been 
cut in half, and the numbers of 
deaths and serious iryuries con* 
tinue to fall. <See the charts on 
this page and Pa^ 22. j 

OSHA inspectors and officials 
"are doing a pretty gorxl job," says 
Stephen D. Cooper. extHrutive di- 
rector for safety and health of the 
Ironworkers International Union 
in Washington, He and other 
OSHA supporters note that de- 
T'lTi^ improvements by business 
'•■u - the years, an avtfrage of 17 
deaths per day occur at U.S. job sites. 

Some business people say the statistics 
would have dropped even without OSHA, 
Because of the high cost of workers' com- 
pensation and other insurance expenses, 
they note, there are strong economic incen- 
tivt-K for cc^mpanies to emphasize safety— in 
addition to the moral factors that have al- 
ways motivated most, busmess people. 

TS^'o of the leading causes of work^re- 
lated deaths today are highway aoddeits 
and people using weapons at woric attes^ 
iKjth of which an^ difficult for an employer 
to prt^vent 

Sf»me business people question whether 
OSHA ne<Kls to prey on their fears to mfpt- 
imize compliance ^^ith safety and health 
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standards. "We all want 
people to go home at 
the end of the da\;" says 
Carl HeinleiJi, safety di- 
rector of Associated 
General Contractors of 
America, a trade group 
based in ^lashington. 

For several years the 
Clinton administration 
has been attemptrng to 
'^reinvent'' OSHA by 
making it more em- 
ployer-friendly. The 
agency often has re- 
duced fines for viola- 
tions by companies with 
fewer than 250 workers* 
and it funds on-site 
safety consultations for 
small and medium- 
sized buaisess^. 

However, many busi- 
ness people and organi- -'m 

nations say OSHA is 

still ending mixed sig- 
nals. It continues to wield a big stick as a 
deterrent for firms that don't make legiti- 
mate efforts to avoid accidents — which 
even OSHA beUeves is a smaB percentage 
of U.S, businesses. 




Olsson Roofing Co. Immght in mfety ejtj)efiit und ugmd to meet k'tgh 
f^mtrptkm ftrrm regular OSHA hmpejdkm.% but tfw 



In an eight-day span this past May, the 
agency proposed fines totaling more than 
$900,000 against a New Hampshire 
bridge-construction firm and a Kansas 
electric utility, both of which had accidents 



3> Uusin*^ Septemliei' liJ^J8 



in which workers were 
killed. In each case, 
OSHA sent out news 
releases touting its 
stem sanctions. 

Over the years, the 
numbers of inspections 
and the volume of 
fineii? have been used 
at times by members 
of Congress to mea- 
sure the performance 
of Inspectors and the 
rit^ency as a whole. 
In a 1995 speech, 
'resident Clinton 
Irove home his point 
that OSHA needs to be 
changed to make it 
friendlier toward em- 
ployers, **If the ^vem- 
ment rewards inspec- 
tors for writing 
citations and levying 

— — fines more than [fori 

ensuring safety/ he 
said, "^heres a chance you could get more 
citations, more fines, more hassle, and no 
more safefy," 

Moving toward cooperative programs 
with businesHi — nod potentially reducing 



coopemtm pro* 



Tips For Dealing Witli An OSHA Inspection 



The following tips for dealing with the Oc- 
cupational Safety and Health AdminLstra- 
tion were compiled by Edwin G. Foulke, 
an attorney in Greenville. S C., wath the 
firm of Jackson, Lewis, Schnitzler & 
Krupman. 

Foulke is a former chairman of the 
Occupational Safety and Health Review 
Commission, which handles appeals of 
OSHA citations that are not settled by 
OSHA and the cited businesses. 

Before An InspectiOD 

■ Display the official OSHA poster 
where notices to employees are usually 
posted 

■ Determine which OSHA standards 
and regLdations apply to your work site; 
make suane that all required wri tten pro- 
grams and dootments are up-to-date. 

B Conduct a survey of your work Bit€* to 
find and correct possible safety or health 
vkslatioiis. 

Assign nesponsibili^ for safety and 
health compliance to a managiBment 
official. 

■ Establish a crisis team to deal with 
catastrophic occurrences, fatalities, and 
08HA*related publicity. 




Tliere are nghi und imvng mif/a to deai iviih 
OSHA sa^s attorney Edmn G. Foulke. 



■ Ensure that you are in compliance 
with all record-keeping requirements 
and that records are kept in an accessi- 
ble area. 

Durinf An hispectlofi 

The fulltiwin^ su^T^'entions cover the three 
bmk iMii^s of an oflidnl OSHA . 

1. Initial Contact And Opening Con- 
ference, 

■ Refer the inMpector— immediately 



upcm arrival— to your de^gnated safety 
officer 

■ "^rhe safety officer should review the 
inspector's credentials and request a 
buBineBS card with an address and 
phone number to ensure that the visit 
is an oificial OSHA innpection. 

■ Ask the inspector to i^tate the pur- 
pose, scope, and circumstances of the 
visit, and determine if the inspector has 
a warrant, 

■ Notify your OSHActmnsel of the vimt 

■ Have an opening conference with 
the inspector and establish the focus 
and scx)pe of the planned walk-anmnd in- 
spection; any d^ignated trade-secret 
areas; the procedures for amducting em- 
ployee interviews and pnxlucing ckMru- 
ments: the schedule of interviews; the dcjc* 
umenUi that OSHA mil n*\iew; and the 
rules and procedures OSHA will be ex- 
pected to follow, 

2. Walk-Around Inspection* 

■ Your siifety ufTirer sfuitiUj i^tay with 
the insf)(x1rf>r at all i ' notes on 
things mch t^i^ item.- , . 1 and names 
of em plcjy et*s in lerviewed. 

■ Take photos of areas inspected 



OsHA's Cooperative Compliance 
Program, designed to target the 
most dangerous workplaces but 
put on hold by a federal appeals 
court in Washington, carries "no 
penalty for employers who elect 
not to join." 

ChatesMbess 




the numbers of inspection.^ and citations — 
would be a paradigm shift for OSHA, *1t's 
hard to teach an old dog new tricks," says 
Craig Brightup, a spokesman for the Na* 
tional Roofing Contractorn Association, a 
Wa^hington-baiiied trade group, "But thifs 
agency is always going to be here. The 
question is: How can we make it better?" 

Tlie Nature 01 ' CooperatiYe" 

Last November, OSHA unveiled its Co- 
operative Compliance Program (CCP), a 
I nationwide initiative aimed at about 
12,000 employers in relatively danger- 
ous industries. OSHA informed the 
companies that they would be less 
likely to face safety inspections if they 
entered the program. 

In exchange, the firms would pledge 
to go beyond what OSHA regulations 
typically require of them by involving 
employees in identifying workplace 
hazards and by establishing formal 
safety programs. 

The COP initiative marked "a water* 
shed change in approach" to enforcement 
by the agency— but a fi a wed one, says 
Baruch A. Fellner, an attorney with Gib- 
son, Dunn & Crutcher in Washington. 

Fetlner s firm filed a lawsui t on behalf of 
the U.S. Chamber of Commerce and other 



and/or photographed by the inspector, 
and use a video camera if the inspector 
is using one. 

■ Tf) the extent possible, correct im- 
mediately any violation identified by 
the inspector. 

■ No management ofiicial should give 
information to the OSHA inspecU>r be- 
fore receiving approval from your safety 
officer, 

■ Your OSHA counsel should review 
all request^s fram the inspector for docu- 
nients and inftjrmation as well as the 
documenbt and information you provide 
to the ioKpector. 

■ Ask the inspector for aipies i)f all pho- 
^ and videa*? retxjrded by OSHA, 

■ Ask the inspector for duplicates of all 
physical samples taken by the inspector, 

3. Closing Conference, 
• Request copies of all sample reports 
from the inspector. 

■ Provide any additional information 
Relevant to and supportive of your 
position. 

■ Ask the inspector for a receipt ac- 
knowledging the documents that you 
have provided, 

■ Take notes on problem areas indi* 
^ted by the in^pc^ctor* along with the 
applicable standards and suggested 



busmess groups, claiming that the program 
was coercive and that it was established 
without adheriBnce to federal procedures for 
promuIgBting relations. 

Companies that did not join the pro- 
gram could receive earlier— and more 
thorough— inspections, the suit says. It 
claims that the program represents an 
attempt to enforce safety rules that 
have not been subject to required public 
comment and hearings. 



abatement procedures. 

■ Give the inspector the name, title, 
address, and phone number of the em- 
ployee who should receive correspon- 
dence. 

After Alt Inspedloii 

■ Review al! topics of concern identified 
by the inspector, and make apprapriate 
changes. 

■ Give your OSHA counsel copies of all 
documents you provided to OSHA and all 
notes, photBS. and videos taken during the 
inspection. 

■ Your OSHA counsel should make a 
written request to OSHA to ensure that 
any trade secrets and pniprietary i- t > 
mation that your firm di.sclosed du' ■ 
the inspection are kept confidential. 

■ if you are issued one or more citations 
by OSHA, post each citation in the af- 
fected area and wherever safety mrtioes 
are normally posted; notify your OSHA 
counsel immediately and send the counsel 
a copy of each citation: and confer with 
your bSH/V counsel and schedule an infor- 
mal ajoference with OSHA. 

■ If an agreement cannot be obtained 
quickly you should consider filing a 
written notice to contest the citations 
within 15 working days of the date you 
received them. 



"1 have heaia - mports of OSHA of-^ 
' fioers calling employers and warning them 
how extensive and onerous inspections 
would be if they did not join OSHA's pro- 
gram/ says Fellner. He addi that OSHA 
failed to identify some of the companies 
with the worst reajfds of accidents and ill- 
nesses as candidates for the CCR 

In February, the U.S. Court of Appeals 
for the District of Columbia Circuit 
blocked the prc^m, for which almost 90 
percent of eligible firms had signed up. 

The lawsuit Isn't expected to be resolved 
before December In the meantime, OSHA 
has implemented a backup plan for tar- 
geting potentially dangerous workplaces 
for inspections. 

Some business organizations say many 
companies signed up for the CCP believ- 
ing that if they did not, they would be sub- 
ject to OSHA's wTath. "The message wasr 
Tou can cooperate, or well kill you/ ** says 
Charles Maresca. dir^lor of legal and reg- 
ulatory affaiiB for Associated Builders and 
Contractors, a trade group based in Ar- 
lington. Va, 

OSHA officials refused to be interviewed 
for this article because the U.S. Chamber, 
which publishes Naiion'if Bminem, is a 
plaintiff in the suit over the compliance 
pmgmm. 

However, in a House of Representatives 
.subcommittee hearing in May the agency's 
administrator, Charles Jefi'ress. said the 
cooperative prognm is a gpod deal for com- 
panies. "Thene is no penalt>^ for employers 
who elect not to join the OCP^ Jeffi^ess, an 
assistant secretary of labor, told the Over- 
,sight and Investigations SulKommittee of 
the House Education and the Workforce 
Committee. **\ am puzzled why this pro- 
gram was dmllenged," 

John J, Sweeney, pmsident of the AFL- 
CIO. was less neslrained in his reaction to 
the suit: *TTie U^. Chamber of Commerce's 
elftjrts to stop OSHAs high-hazard'indus- 
try tailing and Cooperative Compliance 
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p!t)grain ajne flagrandy irresponsible." 

Stephen A. Bokat, senior vice president 
and general counsel for the Chamber, said 
that OSHA "should work cooperatively 
with businesseis, not bludgeon them into 
oomplvTBg with costly standards whose ef- 
fectiveness has yet to be validated,** 

Some industry trade groups have 
worked out their own cooperative pro- 
grams with OSHA, One such program 
was developed by the Washington-baaed 
National Roofing Contractors Associa- 



plained that although a hand -held glue 
spreader extended beyoTid the work 
perimeter^ the machine doing the work 
was inside the line. And he said a watch* 
man was on duty when required. OSHA 
recently dropped the first citation; the sec- 
ond is under appeal. 

Being cited for such violations, particu- 
larly after striking a deal to be exempt 
from routine in.spections» unfair,'' says 
Glenn, who seems more amazed than 
angry at OSHA's actions and still wants 



Slates With Their Own Programs 

Twenty-three states. Puerto RicOp and the Virgin IslsnEfs— through programs of Iheir 
own—essentially enforce the laws mA regulations of the lederal Occupational Safety and 
Health Administration. States' standards can be no less stringent than OSHA's, 




Slates With Programs 



^ 1. lis 




tion and i$ being tested in several 
states. Roofing companies that bring in 
safety eatperts and agree to meet higher 
safety standards than federal law re- 
quires can gain exemption from regular 
OSHA inspections. 

One of the do^en or so businesses to be 
accepted into the program was Olsson 
Roofing Co., an 80-year-old, family -run 
firm based in Aurora, III. William C, 
Glenn, the company's president, thought 
that being in the program was a great 
idea^-until OSHA came by and busted his 
firm anyway 

One citation 01 sson Roofing received 
was for having equipment outside a work- 
area perimeter on a nxif; the other was for 
not having a watchman in place. 

Glenn protested both citations. He ex- 



to flee cooperative programs succeed. 

"We wiU keep moving along in our efforts 
to improve our safety performance and re- 
spect for the job that some people at OSHA 
are trying to do,'' he adds. "An adversarial 
pmoess is a waste of time and money."" 

A PMMcal SllMWI 

Much of what OSHA does is put under 
a microscope by Republican legislators 
and business interests, on one hand, 
and by Democrats and the recently 
resurgent national labor unions on the 
other. As a result, bills designed to 
make major reforms in OSHA have not 
advanced far. 

One of the most significant proposals 
would allow businesses to bring in inde- 
pendent inspectors certified by OSHA to 



check out their workplaces for hazards- 
Firms would be exempt from OSHA 
fines for two years after such audita^ — 
provided they corrected any problems 
discovered. 

Congress did pass two modest changes 
to the 1970 Occupational Safety and 
Health Act this year. One bars the agency 
from using citation statistics as quotas or 
as a way of evaluating the effectiveness of 
inspectors. The other boosts federal fund- 
ing for the state-run programs that help 
businesses identify safety 
hazards. (See '*Congress 
Gets Into The Act," on 
Page 20.) 

Another limitation on 
OSHAs effectiveness is 
the fact that it simply 
can't inspect every busi- 
ness. There are 6.5 million 
companies subject to 
OSHA's regulations, but 
only about 2.300 inspec- 
tors. If inspections were 
totally random, a typical 
business would be in- 
spected on average about 
once each century. 

But that s not the prac- 
tice. OSHA gives top prior- 
ity to workplaces where a 
death or serious injury 
has occurred or where 
it believes that death or 
serious injury might be 
imminent. However, a 
complaint from an em' 
ployee can trigger an in- 
spection — regardless of 
whether the employee's 
complaint is valid. 

Martin G, Imbach Inc., 
Eamonn McGeadys Balti- 
more company, has been 
inspected four times in the 
past three years, which 
McGeady suspects is at- 
tributable at least in part to a complaint 
from a disgruntled former worker Though 
Maryland is one of the states that use 
their own inspectors rather than OSHA's, 
the federal agency has jurisdiction over 
McGeady s company because it*s on the 
waterfiitint. 

McGeady takes pnde in the fact that his 
company has newer been dted for a willful 
violation of a safety rule. He has spent un- 
counted hours trying to ensure that every 
safety and health regulation that applies to 
tiie basiness is followed rigoitiusly In addi- 
tion to his many years of experience in en- 
gineering and mnstruction, McGea4yt 65, is 
an attorney. He has 27 volume of safety 
rules and procedures in his office. 

Beside the violations he contested^ his 
firm has been cited in recent yeai^ for sime 
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Hear that delicious sizzle? h's the sound of the Citationlet, searing the sky at speeds 
150 mph faster than its turboprop competitor- And yes, that aroma is the smell of success. 

The Citatioi^et anises faster, climbs quicker, soars higher, u-avels farther, and gets you 
in and out of shorter runways than the old-technology turboprop. Yet the aerodynamically 
advanced Ciiationjet aaually costs less to operate. It's also easier to fly The CitatioriJet is 
certified for single- pilot operation. 

tf you need an aircraft that can get you there before your competitor, and get you 
back home for dinner, contaa Roger Whyie, Senior Vice President, Sales and Marketing, 
at 1-800-4-CESSNA, And bon app^Ut 
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minor infractions that he thought about 
challenging but didn't. In some cases, the 
violation was clear— and, in McGeady's 
opinion, petty — such as the painted-over 
label on a fuel tank. In cithen>, the expend 
of challenging the proposed fine would have 
far exceeded the fine itself, 'Those were 
business decimons," he ^ys. 

McGeady sa_\^ OSHA needs to rethink its 
priorities, '^I couid go on any job site at any 
time and find an OSHA violation that 
would warrant a citation,'* says McGeady, | 
ediomg comments of other business people, i 
"Ib the piirpose [of OSHA] U} writa citations 
and hit employers over the head with a 
baseball bat, or is it to make the workplace 
safe? Let's do it like rational people." 

McGeady and millions of other businesks 
people might soon have to deal with an- 
other set of workplace standards— on er- 
gonomics^ the science of body trauma asso- 
ciated with frequently repeated motions 
such as lifting heavy objects or typing on 
keyboards. 

Research has shown a clear connection 
betwwn some job tasks and the injuries or 
illnesses that some workers incur But 
specifying jnst how many repetitions of a 



specific task* during a 
specific period, are safe 
is tricky. 

Employers and busi- 
ness groups reacted 
strongly against a draft 
of a proposed standard 
on ergonomics that 
OSHA unveiled in 
1995. Concern was so 
high that Congress pro- 
hibited OSHA from es^ 
tablishing such a regu- 
lation through thv 
current fiscal year, 
which ends Sept. 30. 
OSHA says it likely will 
release another draft 
ei^onomics prcjposal by 
theendof 

The business com- 
munity remains war>\ A good part of the 
rules OSHA enforces are highly subjec- 
tive," sa}^^ Keith Lessner, vice president of 
the Alliance of American Insurers in 
Downers Gruve» Hi ''Ei^nomics would be 
even more subjective.'' 

OSHA chief Jeffim^ and other agenc>' of- 
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OSHA should (ocus more 

miff VI' trotkjduvv huz* 
unh. saijs Fniuce.H 
Bacunii, pn*Hidetit of a 
Nm Jersey cofidmc- 
tim company. 



ficials say they remain 
committed to establish- 
ing a^asonable ei^nofn- 
ics standards, adding 
that they have been en- 
forcing such rules for 
years. They say that er- 
gonomic illnesses cost 
businesses about $20 
billion per year in work- 
ers' compensation costs 
and that the indirect 
(Xjsts of such physical problems ccjuld lie as 
high as $ 100 billion annually. 

A lesson With A Sting 

Franii\s Bacardi, president of Minasa 
Constniction Co, in Lyndhurst, N J., was 
in business only a few months before she 



Congress Gets Into Hie Act 



Several pieces of leLnslaiu m d^^signed to 
change the way the < iccupiiiH mril Safety 
and Health Administration does business 
have been introduced in Congress this 
session^ and two of them ha ve been ap- 
proved by both houses. However, the most 
far-reaching and controversial proposal, 
known as the SAFE Act, is stalled in both 
chambers. 

The legislation, whose full name Ls the 
j Safety Advancement for Employees Act. 
! would encourage OSHA to work with em- 
ployers to identiiy' and correct potential 
safety and health hazards. 

Introduced late last year, it would allow 
independent safety auditors to visit work- 
I plac^ and recommend improvements to 
[ business owners. If an employer made rec- 
ommended changes and if no fatalities or 
. serious nonfatal accidents occurred at the 
I company after the audit, the firm would 
be exempt firom OSHA penalties for two 
years. 

Critics — including labfir unions and 
some congressional Democrats^^y the 
mea'iure would put the fox in charge of 
the henhouse, lliey say that some inspec^ 
tors, because they would be paid by the 
businesses they inspected, would overkjok 
possibly serioiJ?* h^lth hazards, 

"We are pr r stronger enforce- 

ment of job* > ; AS to d*^ te r vi ol a - 



t^jrs and punish those who jeopardize 
workers " says Robert A. Georgine, 
president of the Building and Construe 
tion Trades Department of the AFL* 
CIO, based in Washing- 
ton, D.C. 

Supporters of reforms 
such af^ the SAFE Act say 
tliat bti'ause OSHA and 
state inspe(!torH can reach 
only a small fraction of 
U,S. companies each year, 

I the impmvement in safety 

I at the m^ority ofjob sites 
visited by private inspec- 
tors would outweigh the 
pcssible abuses at a small A J| 
number of businesses, ^IT^ ff^^ 

'There is a consensus % % W 
that the 'big stick' poli- i 3 1 J' 
cies of OSHA have not 




worked^ j^ay^ Rep. James M. Talent, R- 



Mo.. who introduced the SAFE Act in 
' the House. "We need to shift OSHA's 
focus toward working with employers 
I and allowing the agency to focus on the 
'had actors.*" 

Mtist Democmte in Congress, along with 
at least 20 Repuhfican legi.sint(jr-s. rt*gu- 
larly .suppt*rt organized kibjr s ptJisitionB, BO 
any meiisure that is viewed as weakening 
OSHA will be opposed vigomusly 



'Its a tough climb," says Coy Knobel, an 
aide to Sen. Michael B. Enzi, R-M^o., who 
has introduml a vemion of the SAFE Act 
in the Senate, ""It could have a huge im- 
pact But anything involving labor can be 
highly amtentious," 
This year Congress did pass two 

amendment^) to the 1970 
Occupational Safety and 
Health Act, the land- 
mark law that estab- 
li^^hed OSFL^.s mtmdate* 
OSHA is now bafred 
from using citalton or 
fine statistics to evaluate 
■ u V mspecUirs job 
mct^a pnictice 
ihaL DbHA s^iys dtx'sn't 
fx'cur And mort* money 
will \w available feir a 
program that pnivndes 
free safety advice to busi- 
nesses in some siaten. 
Other measures pend- 
ing in CoTYgtm^ would: 

■ Kequia* that an independent sden- 
tific panel review the data that OSHA 
uses to create a new standard or rule, 

■ Give employers the right to \*ithh*>ld 
frfim OSHA some rett^rdn that the airnpa- 
nies CR'ate while evaluating their own 
safely efforts. 

■ Fence OSHA to conduct a cxist^benefit 
aruilysi.K of how a new regulation would 
affect industry. 




If energy were inventory, 
you'd keep a close watch over it - 
wouldn't you? 
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Order your FREE 
Demystifying 
Deregulation video 
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inage your energy like you 
manage everything else. 

fan entTgj |>t)ssibl) \w as ini[x>runt 
\o your business as siafBng, machin- 
ery, prtmouoii or inveiiiory?You bei. 
In faa. next to payroll ent^rgy is 
among the luost significant expenses 
facing many businesses, Which is 
why you should manage energy as 
diligendy as your oUier critical areas. 

Ai Select Energy, our proven manage- 
ment solutions are uniquely focused 
on helping businesses profil from 
energy industry deregulation, Call us 
at I -888-810-5678 to find out what 
we can do for you. 
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gpt an expensive lesson in the importance 
of knowing what OSHA requires and how 
it operatea 

In 1994, she won a contract to demol- 
ish some above-ground natural -gas stor- 
age tanks, and she hired three men ex- 
perienced in using acetylene torches. 
On the third day of the project, she dis- 
covered that because the tanks had 
once been painted with 
lead and still contained 
traces of the dangerous 
metal, the workers 
should have their blood 
tested for possible lead 
contamination. 

A medical service found 
that all three had un ac- 
cept ably high levels of 
lead in their blood; she 
got them into medical 
treatment. 

Bacardi knew that the 
workers had been ex- 
posed to lead for years 
during previous jobs, so 
she didn't think anyone 
wouJd hold her responsi- 
ble for that contamina- 
tion. Two months later, 
OSHA arrived in force. 
Offtcials demanded that 
Bacardi set up a labora- 
tory type of environment 
for the work and that 
employees w^ear better i^^™^^™ 
CO n tarn i nation - re s i sta nt 
suits than she had provided. 

OSHA fined her $135,000, Bacardi was 
crushed, and her business teetered on the 
brink of insolvency 

"It was the worst thing that had hap- 
pened to me," she says. She sayn that al- 
though she eventually persuaded OSHA to 
reduce the fine to about $20,000, the ind- 
dent cost her many times that amount, in 
larige part because of a six*figure increase 
in her workers' compensation insurance 
premium the year after the incident ''Fm 
still feeling the effectsf she says. 

Before her first contact with OSHA. she 
had no complaint about the agency. Her 
current opinion: "It*s brutal, They're out 
to get you. You fay tfi do the ri^t thing. If I 
did&i't take the blood tests, there pn>bably 
would have b^n no problem " Bacardi says 
that OSHA should spend more time and ef- 
fort helping employers reduce workplace 
hazards. 

TteNtedToBeRsaii 

Ab Bacardi. McGeady and other business 
people have learned, there are some basic 
steps that employers can take to prepare 
for an unexpected visit bv OSHA. rSee 
Tips For rN^iling With An OSHA Inspec- 
tion," on Page 16 J 



Above all, '*don*t overreact** when an in- 
spector shows up, says Edwin G. Foulke 
Jn, a former chairman of the federal Occu- 
pational Safety and Health Review Com- 
mission, which handles cases not resolved 
in discussions between companies and 
OSHA, 

Foulke, an attorn^ with Jackson, Lewis, 
Schnitzler & Krupman in Greenville, S,C., 
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unless it involves paperwork " 

If you plan to appeal a citation, you must 
do so in writing within 15 working days 
after you receive the citation. "If you need 
to go beyond 15 working daj^^, file a notice 
that you will contest — within 15 working 
days; says Sapper 

*Tfou can tiy to reach a settlement of the 
citation within that period, but if you need 
more Ume to do so or de- 
cide you want a hearing, 
you must file a writfen no- 
tice of contest before the 
period expires," Sapper 
adds. *%u can al ways set- 
tle later on.*" 

How far to appeal a cita- 
tion is a difficult question. 
Sometimes it's easier to 
pay the fine and avoid 
high legal bills and time 
diverted from work, legal 
i^xjH^rts say But there are 
XmwjA when it pays to keep 
fighting. 

"Often cant just pay 
the fine and forget about 
it," says Fellner of Gibson. 
Dunn h Crutcher **Em- 
ployers are finding a cita- 
tion from two years ago 
coming back to haunt 
them in return visits'' by 
inspectors checking to see 
whether old problems 
have been cleared up. 



says ifs almost impossible to be perfect— 
**eveTy site has the potential for something 
to go wron^-HSo employers should be pn> 
f^sional in their dealings with OSHA and 
hope for the best. 

But be cautious about what you say. 
says W. Scott Rail ton, an attorney with 
Reed Smith Shaw & McCtay in McLean, 
Va. "All too often, when an OSHA inspec- 
tor comes to do an inspection, the em- 
ployer says, Take a look around/ That's a 
dangerous thing to do. 

"The OSHA inspector should always be 
accompanied by a person from manage- 
ment. A lot of times {the inspectorl will 
just suggest what an employee should say 
[about a potential hazard], Donl admit tn 
an\lhing. If vou admit a violation, vou're 
dead." 

Says Foulke: "^You do want to indicate 
that you have a ^fety pnigram in place, 
that you do care. Present a positive image 
as best you can, but don't overstate your 
position.** 

Sapper of McDermott, Will & Emory 
says: '*Don't argue with an OSHA inspec* 
tor Anftwer all his questions respectfully" 
If you are cited, he says, remember that 
"a *aerious' violation is not saying you re a 
bad guy; almost everything is *serious' 



s 



mart employers such as McGeady 
' know that they alone mn*t ensure a 
I safe workplace. They depend upon 
employees to hold up their end in 
the efibrt to avoid iruuries. 

"When you come across something 
that's dangerous, you stop," says Mike 
Bauer, 24, a dock builder at McGeady's 
firm. **Nobody around here is afraid to 
say something," 

Ralph D. Neale, 40, a welder at the tym- 
pany, says, There are times when what 
youVe doing is kind of dangerous " Neale 
says he nearly lost a finger in an accident 
when he was new to the business, and he 
hasnt forgotten the lesson that risks are 
there every day 

"Any accident can be fatal," says 
McGeady ""Don t treat it casually" Like 
many other business people, he knows that 
a safe workplace is the best defense 
against OSHA — ^and the best policy. 

But if OSHA does come to call, he says, 
"be concerned but not frightened." And 
never confuse the agency with a small 
town in Wiseonain. M 
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Retiremmt phns high-mpad fees; salary vs. distributmns; 
smiall firms' pension gap; lawyers on call 



Your 401 (k) Plan May Cost You Too Much 



By Randy Mf/em 

Is your company s 401^k) plan a good 
deal? Don't be too quick to say yes. 
Sure, the 401^k^ has become one of the 
crown jewels of employee benefit4^. Nearly 
two-thirds of Americans are counting on 
them, along with other employer-spon- 
sored retirement programs, to serve as 



reflects the fact that there are many types 
of 40 ilk) vendors, including mutuai-fund 
companies, insurance companies, commer- 
cial banks, investment banks, and inde- 
pendent third'party administrators. 

Each structures its Fees somewhat dif- 
ferently and each can be competitive in 
certain niches of the maTket, But employ- 
ers who choose their provider haphazardly 
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their priman- source of retirement funds, 
aatjrding to the Certified Financial Plan- 
ner Board of Standards in Denver. 

But just be<^uBe your employees appre- 
date their 401(k^ plan doesn't mean it's a 
bargain. According ta HR Investment Con- 
sultants in Tbwson, Md., publisher of the 
Wk Provider Directory, the cost of run- 
ning a 401(k^ plan with 25 participants 
and $750,000 in assetH can range from as 
little as $6,750 per year to as much as 
$20,000, depending on which 401(ki ven- 
dor you select. 

The tremendous variation in plan costs 



from this melange of vendors often wind 
up paying more than they should. 
Creative Computer Solutions Inc., a 

, Pleasant^m, Calif, software company, is a 

j good example. The company didnt realize 
that it was pajring too much for its $1.5 
million 401(k) plan until dissatisfaction 

I with the senice it was receiving pnmtpted 

j it to look for a new vendor. It found one 
and, effective July 1, is saving itself and 

I its employees more than $16,000 per year 
in administrative and investment'man- 

! agement costH ccimbined. 

I "The fmancial advantage I of the new 



I plan] was a very happy, big surprise " says 
I Bruce Jones, the company's vice president 
for finance and administration. 

How The Prmlum Ar@ Prieed 

To undt'i^uind wlicn- Cr^Mlive Computer 
is saving money, it helps to know how 
j 401^k I vendors price their products. 
I There are two primary components to 
every 40irk ) fee schedule. The 
first, and the one that most em- 
ployers focus on because typi- 
cally they pay for it, consists of 
administrative costs. This covers 
items such as record keeping 
and communicating with plan 
participants. 

The aeaind, moHMritical com- 
ponent is the investment-man* 
agement fee, which is levied as a 
percentage of the plan s assets 
and is paid by plan participants. 
According to HR Investment 
C consultants, these asset-based 
fees account for almost 75 per- 
cent of total plan costs for the 
avera^ 25-person plan and 85 
perctmt of the costs for the aver- 
age IfKVperson plan. 

"If the investment -man age- 
ment services an? being provided 
by the mutual -fund industry, the 
investment-management fee is 
embodied in the expense ratio of 
vtr the mutual funds available to 

''yufftf the plan participants/ says 
Stephen Butler, president of 
Pension Dynamics Corp., a 
401(kJ plan administrator in 
Lafayette. C'alif 

"If the investment-management services 
are being provided by the insurance in- 
dustry^ it s the expense ratio of the funds 
plus some kind of annuity wrap fee." In- 
surance companies sell 4Ql(k) plans 
"wrapped" by an annuity, which adds ad- 
ministrative expenses. 

For Creative Computer's 40 Ilk} plan, 
investment-management services had 
been provided l>y a major insurance com- 
pany. Today, it uses First Data Corp., a 
Rockville, Md., fin a nci a! -services firm, to 
I provide its plan piiiticipiinUi vviLli an array 
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of mutual fiinds as investment optione. 
Those fiinds cany investment fe^ nearly 
a percentage point lower than those 
charged by the previous vendor, says 
Jones. 

Pension Dynamics, meanwhile, acts as 
the administrator of the plan, a move that 
is saving the company about $2,500 a year 



Thus fan the department has not imued 
any new regulations, but in July, Labor 
Secretary Alexis Herman introduced a 
new consumer publication, A Look at 
40Uk) Plan Fees, The publication is avail- 
able free by calling the Labor Department 
at 1^800-998-7542 or by visiting its Web 
site at www.dd^ou/ddfpwha. 



Why 401 (k) Management Fees Matter 

Each pfan started witli a lero balance, receiwed CQntributions of $200 a month, and earneif 
10 percent per year b^efore eipenses. 
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in adminiatrative costs. (While Creative 
Computer chose to have a separate ad- 
ministrator and investment adviser, it is 
possible to buy both services in a bundled 
package from mutual-fund companies, in- 
surance companies, and hanks- J 

Despite the disproportionate role that 
investment fees play in determining total 
401(kJ costs, plan sponsors often pay 
scant attention to them, for several 
reasons: 

■ The investment fees are charged to 
plan participants rather than to plan 
sponsors, so there's no hit to the em- 
ployer's bottom line. 

■ The investment fees are obscure. Plan 
sponsors aren^t required to report them, 
and some doot. 

■ Even amon^ sponsors who report the 
fees, not all do so file same way, and they 
rarely prfjvide a line item on participant 
statements showing what the investment 
fees are in doUars and cents. 

InBtead, the fees — which vary from one 
investment option to the next— are simply 
deducted from the plan's earnings before 
its performance figures are reported* 
Thus, a mutual fund with a 1 percent in- 
vestment-management fee that earned 10 
percent before eitpenses last year would 
simply report that it earned & pertent. 

AHitittillhi Cost bail 

Concerned that investors don't under ^ 
stand all this, the U.S. Department of 
Labor earlier this year hosted hearings at 
which it solicited suggestioris for improv- 
ing the way plan sponsors communicate 
cost information Uf 401fk) participants. 



Investors haven't raised much ruckus 
over the cost issue, in part because so 
many of them don't understand how much 
the/re paying. Their seeming lack of in- 
terest has been compounded by the fact 
that the stock market has been on a 
heady bull run for three years- With their 
account values soaring, few 401(k) partici- 
pants have been inclined to worry about 
costs. 

That could change if the Labor Depart- 
ment initiative keeps media attention fo- 
cused on the topic, or when the 
bull market finally stalls. After 
all money spent on needlessly 
high investment fees is money 
that otherwise would have been 
compounding, tax-deferred, for 
the benefit of plan participants, 

**Even an extra half percent 
charged agaiast I plan] earnings 
can turn into a huge amount of 
money over a period of, say, 20 
years," says BuUer. 

Because investment-manage- 
ment companies' earnings throu^ assetr 
based fees grow as their customers* 40 If k J 
aawuntfi grow, some are starting to reduce 
or even waive the other component of 
their charges — administrative fees — for 
plans approaching $ I million or more in 
assets. 

These apparent price breaks appeal to 
penny-conscious business owners, but over 
the long haul the waivers may not make 
sense for them individually or for their 
companies. 

^'I don't think you should consider ta 
waiver of administrative feesl a break," 



says Guy Patton, senior vice president of 
B<jston-based Fidelity lastitutional Retire- 
ment Services, a subsidiary of Fidelity In- 
vestments. "You have to look at the total 
costs associated with a program. The 
axiom that there's no free lunch holds true 
in this case " 
Moreover, administrative fees paid by 
the company are tax-deductible to 
the business, while asset-based in- 
vestment-management fees are paid 
by participants with after-tax dol- 
lars. Often the largest account bal- 
ances in a 40 Kk) plan are those 
of the firm's owners and managers, 
so when investment fees are ejcorbi*- 
tant, the owners and managers 
feel the pinch just as their employ* 
eesdo. 

Linda Wauson, a consultant with 
Watson \^fyatt & Co. in Houston and 
it^ central-region practice leader for 
defined-contribution services, recom- 
mends that employers look at ad- 
ministrative and investment-man- 
agement fees together when 
evaluating 40I(kl plans to get the 
whole picture. In addition, she suggests 
weighing a la carte fees that might be 
charged to plan participants on a per-use 
basis, such as fees for taking a loan 
against their 40i(k) account. 

Wauson also says employers should be- 
ware of hidden costs that never show up 
as a hard expense. For example, some 
401fk ) vendors pay be low-market returns 
on the money-market funds they ofTer as 
an investment option to plan participants. 
While this doesn't cost the employer any- 
thing, each participant 
who puts money into one 
of those low-yielding 
funds loses earning 
power 



This IS 
the first in 
a three-part 
series on 
401 (k)s. 



IMtenniiilTig What You Pay 

(iivt ri ihvrv's no 

sl;indard method for pre- 
scMiting the costs of 
40 Hk) plans, figuring out 
what youVe paying for 
your plan — or what a 
competing vendor might charge you^ — can 
be difficult. But there are some rules of 
thumb that can help you. 

''The key is to know your plan,*" says 
David W Huntley, principal at HR Invest- 
ment Consultants. He notes, for example, 
that insurance-company providers often 
charge some of the highest investment- 
management ft?es but some of the lowest 
administrative costs in the industry. 

if your plan is just getting started and 
doesn't have much in the way of assets, 
you may benefit fnm such a pricing stnic^ 
turo. But watch out lor plans that levy 




CHEVY flSTBD. SO BIG. IT COVERS THOUSANDS OF CITY BLOCKS. 

The Chevy Astro Cargo Van gives you over 1 70 cubic feet of cargo space. So even though it has the 
most cargo room of any competitive midsize cargo van', it's still easy to maneuver through crowded city streets. 

Chevy. The most dependable, longest -lasting trucks on the road.' Call 1-800-950-2438 

for Astro Information or visit www.chevrolet.com 



CflMMERCl 
tfUUUIV VfllCLu 




UKEAROCK 



Nation's Busine^iH September 1998 



COMPENSATION 



The Quesdon Of Payment 
For S Corporations' Owners 



By Gloriu GibbH Mandlo 

If you own an S corporation, you have 
two ways to pay yourself: salary and 
distributions. As a general rule, S-cor* 
pciration owners strive to Tninimize salary 
and maximize distributions because a 



owfLS in the corporation. Because the dis- 
tribution is exempt from employment 
taxes, she saves $3,060 in taxes (15,3 per- 
cent of $20,000). 

^Unfortunately,'* says Woody Smith, an 
IRS agent in Indianapolis, *the share* 
holders of many small S oorporationB tend 
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surrender charges when you terminate 
them. Those costs, and the hassle of 
changing providers, could outweigh the 
short-term benefit of an insurance com- 
pany's fee structure. 

As your plan approaches the $1 miUion 
plateau, Huntley says, you may find good 
values at mutual -fund companies that 
charge upfront sales loads to individual in- 
vestors. That*s because they'll typically 
waive the sales loads for large-volume 
4011 k) customers while stiU allowing you 
to benefit from the low-^jost administrative 
structure made possible by the sales loads 
paid by other customers. 

Here are two more suggestions for 
savvy 401(k> shopping: 

Pay close attention to investmenl- 
managemeni fees. Mutual Hinds are by 
far the mast popular investment option in 
40l(k) plans. The average domestic stock 
fund carries an expense ratio of 1,4 per- | 
cent, according to data compiled by Mom- 
ingstar Inc., a Chicago-based fund-re- 
search a*mpany. 

But Butler says you should be wary of 
paying more than 1 percent in your 401ik ) 
plan. You should pay even less for stock- [ 
index ftmds, which mimic the performance 
of popular benchmarks such as the Stan- 
dard & Poor's 500-stock index. Their ex> 
pense ratios typically range between 0.25 
and 0,5 percent 

Expect to pay a little more than the do- 
mestic stock-fund expense ratio for inter- 
national stock funds (the average expense 
ratio is L84 percent, according to Mom- 
ingstan and a little less for bond funds 
(the industry average is LOT percent ). 

Keep in mind, of course, that a low ex- 
pense ratio may be no bargain if the fund 
hasn't performed well. Real value comes 
from funds that combine low expenses 
with solid performance. 

Ke€p it Mmple. Fancy extras such as 
Internet access, paperless loan services, 
and large numbers of in%'estment options 
can drive a plan s tmU higher. Turnkey 
401fk) plans from mutual-fiLind companies 
and other big pn>%iders trflen pnivide al! of 
the basics and more, including niceties 
such as daily valuation of account bal- 
ances, for one low fee. 

*^ the extent that you can attract and 
retain employees with relatively simple 
features in your plan, go with simple fea- 
tures^ says Fidelitys Patton, ^r experi- 
ence is that you can have a very competi- 
tive plan and stilt keep it relatively 
simple*" 



Randtf Myerst, fimnerly a mnt^r mtd 
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loophole in the tax law exempts distribu- 
tions from employment taxes. But beware. 
An overly aggressive approach to paying 



distributions can trigger an Internal Rev- 
enue Service audit 

Salaries and bonuses paid by an S cor- 
poration are classified as wages subject to 
employment taxes. But distributions are 
considered a return on investment and are 
not subject to employment taxes. The IRS 
is quick to challenge distributions as dis- 
guised wages. 

*What% at stake," explains Jeff Pannell, 
a partner and CPA with Clark Nuber in 
BeUevue, Wash., *% the FICA taxes on the 
di.stribution reclassified as wage income.** 

For S-corporation owners and self-em- 
ployed individuals, the FICA (Federal In- 
surance Contribution A£i i tax this year to- 
tals 15.3 percent on the first $68,400 in 
wages. <The Social Security tax is 12,4 
percent, and the Medicare tax is 2.9 per- 
cent. There is no wage ceiling on the 
Medicare tax. i 

For example, an S*corporation owner 
pays herself $60,000 in annual 9alar>' 
that amount, she and the corporation pay 
combined FICA taxes of 15,3 percent, 
totaling $9,180. She takes a $20,000 dis- 
tribution as a dividend on the stock she 



to see diHtributions as an opportunity to 
reduce FICA taxes. So when we look at 
the line for officers* compensation on an S- 
corporation return 
and see a share- 
holder who works 
100 percent of his 
time in the corpora- 
tion, takes a salary of 
$5,000, and has dis- 
tributions of $60,000, 
we're going to get cu- 
rious." 

The agency has a 
long-standing inter- 
est in examining S* 
corporation distribu* 
tions closely. In a 
landmark case that 
set the governing 
precedent, a lawyer 
set up his practice in 
1982 as an S corpora- 
tion, and, as sole 
shareholder and only 
employee, he took a distribution of 
$18,225 hut paid himself no salary. The 
IRS challenged the distribution, arguing 
that it was disguised wages. The c-ourts 
agreed, and an important precedent was 
set 

"The key to avoiding pn^blems with the 
res," says Mark Christopher, a CPA and 
senior tax partner with Moss Adams in 
Seattle, "is to set a reasonable salary," 
Typically* reasonableness is determined by 
looking at the salaries of business owners 
of similar companies that are not S corpo- 
rations. I See "Setting The Size Of Your 
Paycheck,'' July, ) 

Christopher advises the owner-employ- 
ees of profitable S corporations to use the 
Social Security FICA limit as a rock-bot- 
tom guide for salary, "If you pay yourself 
at least $68,400 in 1998," he says/T doubt 
youll raise red flags with the [IRSr 

Gloria Gibhs Mu ndh i,H a CPA and 
bimms» imiter in Saulh Bettd, Ind 
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BENEFITS 



Small-Firm Pension Gap Reflects Lack Of Demand 



A new survey has found that cost aad 
complexity are not the only reasons for the 
so-called pension gap between large and 
small businesses. Workei?* lack of interest 
is also a surprisin^y big factor in explain- 
ing why so few small employers provide 
retirement benefits. 

Unless employee attitudes change, 
about 25 miflioTi Americans who work for 
small employers and are not covered by a 
retirement plan can expect a "bleak" re- 
tirement ac<^)rding to the Employee Bene- 
fit Research Institute. EBRI, based in 
Washington, D.C., sponsored the survey. 
Thirty-six percent of the nation's work 
fon^e consists of small-business employees 
who don't have retirement benefits of any 
kind 

Twenty-nine percent of employe!^ with 
100 or fewer workers offer their employees 
some sort of retiiiement benefit, compared 
with 83 percent of employers with more 
than 100 workers, according to the EBRI 
survey, which the organization says is the 
first of its kind to focus exclusively on 
small employers. 

At small companies that offer retire- 
ment-savings plans, only 21 percent of 
workers participate in them. That com- 



pares with 64 percent participation among 
workers at laiiger ODmpanies. 

Smai! businesses that do not offer retire- 
ment plans tend to have a younger and 
lower-paid work force with higher 
turnover, so these employers see the lack 
of retirement benefits "as having little im- 
pact on their employees,** the survey noted. 

lb increase the number of small compa- 
nies offering retirement plans, "we must 
address cost concerns of employers and in- 
crease demand for such programs among 
employees." said Dallas L. Salisbury, 
EBRFs president, in releasing the Small 
Employer Retirement Survey 

Employers "feel little pressure from 
their workers to institute retirement 
plans " the sur\^ey found. When the em- 
ployers who do not offer plans were asked 
why, 50 percent said their workers pre- 
ferred to get higher pay or other benefits, 
such m health insurance. 

Equally important to employers is the 
coat of retirement plans. Fifty-one percent I 
cited uncertainty about their firm's rev- 
enue prospects as the m£yor reason for not 
offering a retirement plan. Other key rea- 
sons dted were the high cost of setting up 
and administering a retirement plan (35 



Pension Barriers 

PercBittages excited 100 because small emptDvers 
surveyed stied multiple laasons for not oflering 
pension plans. 
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percent), excessive government regula- 
tions (35 percent K and the administrative 
burden (27 percent). 

-^tej^mi Blakeiy 

The atdhor u a free-lafwe tmiter in 
Wmhmglmi, D.C. 
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Legal-Services Plans For Small Firms 



Two companies that sell group legal ser- 
vices are now going aggr^ively after the 
small-bosiness market nationwide. They 
are offering plans that include unlimited 
calls to lawyers and business consultant*^ 
plus discounts on products such as office 
supplies and casualty 
insurance. Until re- 
cenHy, these plana were 
sold primarily to large 
corporations and associ- 
ations. 

"WeVe bundling to- 
gether a whole menu of 
services for small-busi- 
ness owners." says San- 
dra DeMent, president 
of Ad visory Communi- 
cations Systems f ACS!, 
based in Lanham, Md. 

DeMent s company 
has arrangements with about 16,000 
lawyers nationwide. For an $89 quarterly 
fee, you can call a lawyer as many times 
as you want about matters such as 
debt collection and advice on firing an 
emplc^ee. In addition, lawyers will write 




letters for you on their letterhead. 

If you have a tax question or other finan- 
cial problem, your call will go U) staff con- 
sultants with the national accounting firm 
Ernst & Young. It's all included in the fee. 
"We're also working with retailers to 
provide our members 
with deep discounts on 
a whole line of services 
and products,*' DeMent 
says. Philadelphia- 
based Reliance National 
Insurance Co. provides 
all the ACS services fiw 
when you buy small- 
business liability and 
workers* compensation 
policies fWmi Reliance. 

ACS small-business 
plans also include un- 
limited calls to lawyers 
to discuss personal legal problems. 

The second firm, Prepaid Legal Ser- 
vices (PLSl, has joined forces with the 
Atlanta-based Fran Tarkenton Small 
Business Network to provide a wide array 
of legal and other services for small 



compani^. PLS is based in Ada, Okla. 

"^ou just pick up the phone and talk to 
a lawyer or business consultant without 
worrjdng about how much it's going to coet 
you," says Jeff Cordle, Tarkenton's sales 
manager» adding that ""it's like having 
these people on a retainer" 

The Tarkcnton/PLS legal plan casts $69 
a month and includes many other services 
and products that are free or discounted. 
Included are things such as calls to ac- 
countants, group insurance coverage, call* 
in help for establishing a World Wide Web 
site, and free s<)(lware. 

Tarkenton's plans are limited to husi- 
nesses that have no more than 20 employ- 
ees and gro^s no more than $2 million a 
year Not all parts of the plan are avail- 
able in all states. 

For more information on services and 
prices, call ACS at 1-800-5354182 and 
Tarkenton/PLS at l-800-79*>- 1118, 

There are many regional and local legal- 
service*? companies popping up with plans 
for small btminesses. They can usually be 
found in the classified phone listings 
under Legal Services." 

— /%fi>r Weaver 



The author is ii fm*-imm bumnem tmiter 
m Beibefsda, Md. 
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MANAGING 



Reviewing The 
Annuai Review 



By Michael Ba rmr 



For many business people, Jeffrey Pfef- 
fer sugg^M, doing an annual perfor- 
mance review of their employees is 
comparable to ^'filling out your in- 
rame-tax form. It's not a process that any- 
body likes, but you Ve got to do iL" 

The problem is, **if youVe doing it in 
that spirit, it cannot possibly have any 
positive effects,"* my^ Pfeffer, the Thomas 
D. Dee profei^r of organizational behav- 
ior at the Stanford Graduate School of 
Administration. 

Written performance reviews have been 
an important tnol for managing employee 
performance for decades. Aacording to Tiw 
WqU Sfn^ei Jtmnml retailer Lord & Taylor 
was the first to use them* in 1914. But 
surveys in necent years suggest that many 
companies do in fact find them about as 
help^ as income-tax forms. 

For example, a 1997 nationwide survey 
of human-resources professionals by the 
Society for Human R^urce Management, 
based in Alexandria, Va„ found that only 5 
percent of the respondents were Very satis* 
fied"" with their organizations' performance- 
management systems, while 42 percent 
were dissatisfied to some extent 

The anecdotal evidence of discontent 
with performance reviews is even 
stronger. Says Tom Morris* president of 
Morris Associates, a Washington, 
coasulting firm that has provided career- 
management services to many eompani^: 
"Almost universally, the bosses are late 
getting them done and hate doing them. I 
think they're the ones who have a bigger 
pnjblem with them than the employees,** 

Jeffrey Stoner, a senior constJtant with 
Penwjnnel Decisions Intern a tionat, a Min- 
neapoliS'based consulting firm, concurs. 
'^Giving good feedback, and giving perfor- 
mance feedback, is not a natural act^ he 
says. *ltB something that managers will 
avoid if they can.*" 

Hart To Be Honest' 

Perforniance r(j\ ifws are hard to do well, 
says John Challenger, executive vice 
president and general manager of Chal- 
lenger, Gray & ChristmaB, a Chicagn out- 
placement firm- ""In any kind of human 
relationship ' he says, **it s hard to be 
honest*^ Beyond that, **you certainly can 
send some people reeling, and worsen 
their performance, by being brutally hon* 



est about their faults," 

Because performance re- 
views can inflict such pain, an 
employer might be tempted to 
ease off in a written review 
and soft-pedal criticisms— 
and that can be a fatal mis- 
take if an employee is subse* 
quently fired and brings a 
suit for wron^ul discharge. 

Says James A. Burns Jr. 
who represents management 
in empiojTnent cases as an at- 
torney with the Chicago law 
firm Katten Muchin & Zavis: 
**ln every case in which an 
employee w^as terminated for 
unsatisfactory performance, 
the refrain I hear from the 
employee in the deposition is, 
'Nobody ever told me what 1 
was doing wrong/ 

"Any time you discharge an 
employee based on perfor- 
mance/ he continues, "Ex- 
hibit A for the employee, once 
the lawsuit is brought, is per- 
formance reviews. If the per- 
formance evaluation is differ- 
ent firom what the employee 
has been told orally by the manager, if it's 
not complete, if it's trying to shade things 
to protect somebody s feelings— because 
nobody likes writing nasty things about 
employees — that will be a powerful tool 
for the pkintifFs attorney*' 

Management lawyers thus advise their 
clients to document employees' shortc«>m' 
ings— a course that isn't without hazards 
of its own. since an employee who gets a 
negative re\iew may blame that on some 
forbidden motive. ''Sometimes managers 
are afraid someone will allege discrimina- 
tion," says Jonathan Segat, an attorney 
with the Philadelphia firm Wolf, Block, 
Schorr & Solis-Cohn, "so they don't give 
them the feedback they need."* 

In today's litigious climate, Segal says» 
""I don't think employers can avoid claims 
altc^ether. I think it's a question of man- 
aging them, not avtnding them.** 

When a legal challenge of a review 
process is involved, Stoner says, fairness 
and consistency are the key words. 
Where organizations get themselves in 
trouble^ he says, "is by making a process 




change midstream, applying it to one or 
two people, and using that eis the justifica- 
tion for the decision." 

Such problems arise, Challenger sug- 
gests, when companies try to make perfor- 
mance reviews serve too many purposes — 
encouraging a *'constructive dialogue," on 
the one hand, while pm^'iding legal protec- 
tion on the other (and controlling wage 
costs, too, since a poor pt*rformance review 
can be offered as justifiaition for denying 
a pay increase !. 

"TTie performance review is being asked 
to shoulder all of those different aims/ 
Challenger says, "and they're contradic- 
toiy." 

Bums agrees; There's a tension between 
trying to provide feedback— which every- 
body agrees is a good idea— and falling into 
the trap of trying to create a paper trail to 
justify some potential future dedsion."* 

Pfeffer, author of 7*^c Humnn Equation: 
BnUdimj Pmfifs ha Pnfi imj People FitHt 
(Harvard Business School Press, $24,95). 
believes that employers who try to use 
performance reviews to pmtect themselves 
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from their employees often defeat their 
own purposes, 

■^Any time you have a relationship of 
distrust, you're going to have more law- 
smts," he says. "Any company that Uikes 
advice on how they manage their people 
from their lawyers, I want you to tell me 
about them, so I can short the stock.*' 

Employees' lirtenlepeiidence 

Liki' utht r iniULi^i in< lit thmkefB, includ- 
ing the late W. Edwardj? Deming, the fa- 
ther of the quality movement, PTefTer be- 
lieves that annual reviews are inherently 
destructive and inaccurate, 

"The more micro you make the mea- 
surements," he j^ays, the more inaccurate 
the meoKurements arQ," because any indi- 
viduals peifomiance Is heavily dependent 
on other individuals' performance. 

**It'8 very hard to isee exactly what each 
individual m doing * he says, '^al though it*8 
quite easy to measure much more accu- 
rately how a larger unit is doing** — 
through, for example, survey*? of customer 
iatisfadion. The people working in such a 
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unit can be trusted to force out 
anyone who ib not pulling their 
weight, he says. 

Small firms are in a uniquely 
ad%'antageous position to avoid 
performance reviews, PfefTer 
sayK, because they offer so 
many more opportunities for in- 
teraction between employees 
and managers. Constant com- 
munication '^ia much more ef- 
fective" than formal review sys- 
tems, he says, 

Segal warm, though, that if a 
company scraps itE annual ap- 
praisals it must make sure 
"that the message is not that 
performance management isn't 
important" but that "its so im- 
portant that we do it continu- 
ally. Then you have to make 
sure you're really doing it*'*— 
and doing it in a way that 
makes sense for the company. 

Danger arises, he says, when 
a company doesn't understand 
itself, as when the people at the 
U)p talk about **great teamwork, 
but in fact it*s made up of all 
these atoms bumping against 
one another. If an organi^tton culturally 
values n^;ged individualism, and you have 
every individual doing his or her own thing, 
a bonus related to gixiup merit is going to 
fail, because it won*t rtward the individijal 
in a way he ^>r she wants.'* 

Mechanics Ami Conlnt 

You ain't divorce a review system from the 
company culture which it'n a part, the ex- 
perts agree. ^'If a company is havnng prob- 
lems with p<*rformance reviewH " Morris 
says, "it's likely having problems with em- 
ployee relations and manager-subordinate 
relations in other an*as as well." And the 
annual review, far from being a v'ehicle to 
re^>lve such problems, is instead "another 
negative that people have to d^ with " 

In other words, the mechanics of a re- 
view Byatem prol^ably matter le^ than its 
context. The overall company environment 
helps determine whether thp annual re- 
view is a drt^aded and meaningless ritual 
or what S<^gal calls ""a tool to motivate and 
reward." 

For example, at Bethesda, Md.-based 



Calvert Group, a ISS^itiployee mutual- 
fund company that is a subsidiary of Aca- 
cia Mutual Life Insurance Co., the com- 
pany culture has a strong open-door 
element, says Judy Shober, the human-re- 
sources director When it comes to em- 
ployee performance, she says, that culture 
ensures that "where there are areas of 
concern, they're addreaied throughout the 
year on an informal basis." 

■ ■ ow^ever specific review systems are 
\ n h rompany. it's likely that a 
I review system will em- 
I m hi ,. ii if not aU of these diarac- 
teristica: 

A focus on the future* 

By concentrating on what employee and 
supervisor can accomplish toj^ether in the 
montlis ahead, you can avoid wlial Morris 
calls "that whole report-card mentality," 

Says Stoner: ''Those systems that get 
the bad rap are the ones where the man- 
age has saved up all the bad news in the 
gunnysack and dumps it on the table at 
review time.'* 

The review shouldn't be an occasion for 
dumping what has been called a "grudge 
bag^ on the employee. Morris says, but an 
opportunity to look at how well the em- 
ployee fits in the position, and what the 
employee can do to develop. "That s differ- 
ent from looking at w hat you re doing 
wrong," be sayis. 

The avoidance of mirprises* 

your system yields surprises," Stoner 
says, -something's wn>ng with it " The an- 
nual review, he says, should be "a confir- 
mation of what has already occurred. The 
best processes reinforce ongoing feedback." 

Says Calvert Group's Shober: "^People 
need to know how theyVe doing * If the 
annual review of a Calvert employee in- 
cludes areas marked ^'needs improve- 
ment," she says, "prf>bably 99 percent of 
the time'* the employee already knows 
that, "becaasif its Ix-en talked about** 

If there s iingtjing feedback so that there 
are no surprises in the annual review; 
is a review needed at all? 

*'It creates the opp<jrlunity to Bumma* 
rize," Stoner .nays — t^i lixik at the sucsoeHaee 
and relative failures all togethen *^ talk 
about what was accomplished and how it 
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was accomplished. Organizations get the 
mo&t out of people when they have employ' 
ees who not only g?el results but get results 
in a way that people are comfortable with, 
A performance-appraisal process can help 
move people in that direction." 

Involvetnent of the employee in the 

Get the employee to say what he or she 
is good at, Morris suggests, "Tliat's very 
revealing to the manager,'" he saya, "and it 
puts off more r^ponsibility- on the individ- 
ual, to see if what the people think they're 
good at is what the manager thinks 
they re good at. It alBO allows you to start 
on a positive note," 

(There shooldn't be wide disparity be- 
tween what the boss and the employee 
thiak, he says. If there is, "Where was the 
boss all year?"! 

Segal suggests that there are other de- 
vices that can elicit more-usefiil reviews, 
such as having the employees write their 
own evaluations in drak, subject to ques- 
tioning^^and revkion — by the manager. 

Separatiori of performance reviews 
from pay decisionfi. 

If you talk about salary and perfor- 
mance in the same meeting, Morris says, 



the money side will dominate the discus- 
sion quickly. "A performance review 
should not automatically be thought of as 
a salary review." 

Stoner suggests a perfor- 
mance review after the em- 
ployee's first six months, 
**solely focused on what tht 
person is doing and what they 
can do to get even better,"* fol- 
lowed at yearly inten^als by a 
decision on pay that is dis- 
posed of before discussion of 
"what's coming up" for com- 
pany and employee. That 
way» no one sits around won- 
dering what kind of raise 
they're going to get following 
their performance review. 

There's another hazard in 
linking raises and perfor- 
mance reviews too tightly. *lf 
you have wag^ based on per- 
formance reviews* and you have a ti^t lid 
on raises*" Challenger says, "it means your 
performance reviews cant be veiy good." 

Recog:nition— and control— of the 
subjective element, 

''We iike to think that theyre completely 
objective and neutral,*^ Challenger says of 
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peribrmance reviews, ''but that's just not 
the case. There's a lai^ element of subjec- 
tivity built into performance reviews. 
You've got to get along with your boss. 

People who are in conflict 
with their boss get poor per- 
formance re\iews no matter 
how good their performance 
might be when measured by 
seemingly abjective criteria. 

However "subjective** the 
cordlici: might be, ''it's still a 
relevant factor as to how 
that department operates," 
Challenger says. *'Interper- 
sonal conflict creates a drop 
in performance for the group 
as a whole." 

Although such subjective 
factors are a valid considera- 
tion in performance reviews, 
supervisors should train 
themselves not to downgrade 
performance for reasons that really have 
nothing to do with the work. **You want to 
make sure you're not punishing somebody 
just because the/re different from the per- 
son thc^y work with," Stjoner says. 

The whole point of performance reviews, 
after all, should be, as Morris says, to "look 
at how we can work together better" Ji 
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Using Software 
For Worker Reviews 



Tiro computer-based 
pmyivitis can help bring 
cmmhtency and leaal jyeace 
of mind to the evaimtim 
jwocess. 



By Georye V.Hulme 
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uch of what a managBf needs to | 
know to conduct employee evalu- i 
ations is now packaged as com- 
puter softwaiB. 
The two leading programs guide users 
thmugh Oie process, provide on-screen tu- 
torials that answer frequentiy asked qu<3?i' 
tions, and isteer managers clear of potential 
l^al probteim. 

Computer-based pro- 
grams also add consistency 
t*> the review pnx^ss, estab- 
lishing clear definitions for 
terms open to interpreta- 
tion, such as '*adeqtmte'* and 
"excellent.** 

The advantages of on- 
screen training and consiB- 
tency helped persuade 
Kerry Sehulz, vice presi- 
dent of Vidcon Enterprisen, 
Inc., in Battle Ground, 
Wash., to toss out his old 
paper evaluation forms and 
buy PerformanceNow!, a 
$119 program from Knowl- 
edgePoint in Petaluma, 
Cabf (1^)0-72741331. 

"^We had set out to find a 
tool for our managers that 
would provide training in 
this area, and we needed a 
way to make all of our re- 
views mcjre coniiistent " Hays 
Schuiz, whtxse firm operates 
a chain tjf ,%*ven convenience 
and vida) nkivm. 

"We took a look at the ap- 
plication and saw a real 
value over perfomting the paper-only re- 
views," says Schulz. "The just-in-time 
training and topical advice the program 
makes available justify il^ use. If one of 
t>ur managers is doing a review and has a 
question relating to an appraisal the on- 
screen coach will most likely be able to 
provide an answer." 

It is this "train as you go" feature that 
helps man£igei*s feel moif* confident about 
fte pttKieBs and the final report. They ac- 
tually like to do the reviewi^ now." adds 
Schulz. *The software gives them a sense 
of accomplishment I can see the differ- 

Omrge V Huhm in nfim4imm tedmokgg 



ence and how the software has tightened 
the load on their shoulders when it comes 
to review time," 

PerformanceNowI 3.0 takes reviewers 
through a logical review process, rating 
employees on a scale of 1 ti) 5 for 11 job ele- 
ments, such as job knowledge, initiative, 
and oral and written communication. Each 
element can be wei^ted according to its 
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importan*^ to the employee's job function. 

PerformanceNowl's on-screen com- 
mands are easy to use, and all the ap- 
praisal functions are in plain view, making 
it a snap to compare the employee's goals 
for the period before tlie review to goals to 
be achieved before the ne)d review. 

Less Piticrdsth^iiii 

Eiluri) AiiKis^f'i^i LIS, human -resources 
manager at Sytel Inc, a computer'Sys- 



lems-mtegration company in Bethesda, 

Md., has seen results similar to those at 
Vidian since her firm installed Employee 
Appraiser 3.0, which mtaiJs for $129 and 
is available from Austin-Hayne Corp, in 
San Mateo. Calif, f 1-800-^^09-9920). 

'*Since weVe standardized on the soft- 
ware, there has lM?en much less procrasti- 
nation from our managers when it comm 
to conducting reviews. The 
pn^am helps with the ac- 
tual writing of the review 
and has cut down the time 
managers take writing the 
review from a couple of 
hours to less than one 
hour," says Augusta it us. 
**And as a result of the 
'Tianagers being able to 
onduct better reviews, the 
employees have noticed a 
difference. They're getting 
more- pertinent feedback " 

Employee Appmiser lets 
reviewers choose whether 
an employee has met, ex- 
ceeded, or failed to meet 
performance standards in 
dozens of categories, in- 
cluding communication, job 
knowledge, and initiative, 

The program also helps 
n»\iewers write the evalua- 
tion. If the text turned mi 
by the program is more 
harsh or more nattering 
than what the rtniewer in- 
^ tended, he or she can "tune" 
the text with keystrokes to 
tone down mtidsm or pump up praise. 

Companies that store appraisal forms 
electronically as word^processing tem- 
plates will find it easy to convert to Em- 
ployee Appraiser The program can m^y 
import existing forms from Microsoft 
Word, WordPerfect, and other popular 
word processors, potentially ^liaving hours 
oft' the process of converting the company 
appraisal system to Employee Appraiser. 

The Leial hnperaUn 

On-screen training and improved effi- 
ciency aren^t the only reasons these piD- 
grams make sense. They also can help 
keep managers out of legal hot water 
when conducting reviews, says Mavis 
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Scarcello, vice president of 
human resources? for Commu- 
nity Fmancial Federal Credit 
Union in Broomfield, Colo. **We 
found the help tn keeping our 
reviews consistent and legally 
sound as a big benefit of using 
PerformanceNow!" she says, 

PerformanceNow! also pro- 
vides on-screen legal advice. It 
cm spot legally sensitive word- 
ing and provide alternatives. 
Employee Appraisers language- 
scan feature locates potentiall>' 
litigious phrases and words— 
such as "^oung^ and "old." 

To get the most out of the 
process, Scareello asks employ- 
ees to review themselves based 
on the criteria established in 
tiieir previous appraisal 

Topically* she says, the man- - - 
9gers and the employee's inter-^ 
pretatkm of the eiBpIoyee's performance are 
very close. The comparison between the 
manager's appraisal and the employee's 
self-evaluation helps eliminate surprises in 
the review and starts the process on com- 
mon ground, establishing a framework for 
the manager and employee to set goals for 
moving forward into the next year," 




As human 



resoun;&S mce pmident at- a civdU mimt, Ma m Scamth 
tin legal (fuiMnce in pefformance-mviem mft^mm 



And that is one of the most important 
rules of performance reviews, says Alien 
'laramillo of Jaramillo Associates, a 
human-resources consultancy in Aurora, 
Colo. **lf there are surprises during the re- 
view, such as an employee being shocked 
that the review is less than favorable, 
then something is terribly wrung with the 



system. There's been a a>mmu- 
nication breakdown p 

'*And that is one area soft- 
ware programs can help if man- 
agers get in the habit of logging 
positive and negative perfor- 
mance information and review- 
ing events* [with employeesl as 
they ocTur. Everyone geL^ a lot 
more out of the process^ 

Both programs encourage 
^!Uch logging and reviewing, 
which can lead managers to 
make periodic notes about em- 
pldvue pertbrmance and to pro- 
vide feedback at least quaiterly 
inther than only una* a year 

Anything that helps man- 
agers regard employee reviews 
as an ongoing process instead of 
a one-time annual event is a 
giant leap forward, says Deb 
Haggerty. a York, Pa., speaker 
and consultant on human-resources issues. 

"When appraisals are viewed as an on- 
going process and done more frequently,'' 
Haggerty says, "managers IxHXjme less in- 
timidated by the process, and they start 
developing their employees and getting 
more out of their peoplt^ — which is why 
they*re man^igers in the first place." m 
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Business' Stake 
In Park Plans 



Fedmvl effoHs to redum tmf 
fic mid jxdhdwn at major 
natiormi parks could alter 
the prospects for contpames 
seguing tlw sites' visitjors. 



By Thomas Lorn 



Changes planned for the National 
Park System would have a major 
impact on Bmal] businesj^es near 
some of the nation's most popular 
tourist attractions. 

The National Park Service is preparing 
to implement plans to limit the number of 
taurisl cars in two of the nation s most vis- 
ited parks— Cirtind Canyt)n in Arizona and 
Yosemite in California—and in the 
smaller Zion in Utah. Services for vimtors 
in some park arem also would be affected. 

The traffic-management plan for the 
Grand Canyon is amjmpanied by a hi^ly 
contra ventral praposaJ to create a new town 
within what is now property of the U,S. 
Agriculture Department's ForBHt Service, 

The changes — envisioned as demonstra- 
tion projects for the entire National Park 
System— are designed to eliminate traffic 
jams, minimis pollution, and enhance the 
scenic experience in the parks* according 
to the Park Service^ which is part of the 
Interior Department 

In June, Interior Secretar>' Bruce Bab- 
bitt said: "An increasing number of our 
national parks are faBt becoming as 
crowded with cars as some of our most 
conge?^t4?d hij^hways. By working with ithe 
Department of Transportation], we will 
develop transportation alternatives that 
preserve the beauty and enjoyment of 
the^?e treasures for generations to come " 

The proposed changes are expected to 
greatly alter the business dynamics in and 
art)und the parks, providing new opportu- 
nities for Hf)me entrepreneurs and intro- 
ducing new competition for some e3dsting 
small firms. 

For example^ some merchants in 
SpringdaJe, Utah, at the entrance to Zion 
Nati<mal Park, say the Park Service's plan 
might result in longer stays in town by 
park visitors. The Park Service would pm* 
vide shuttle buses — free to park visitors 
upt>n payment of the entrance fee— from 
hotels and campgrounds in Springdale to 
a visitons' center and. fnnn thertj, to drop- 
off points within the* park. 

"WeVe ver>' excited about the partner- 
ship bt^twften the park and the tow^i," says 
Unda Holder, general manager of the Zion 
Canyon Cinemax theater in Springdale 
f population about 3501. **We think the 
transportation plan mil have a positive ef 
feet. We t>elieve this will entice people to 




stay and play another day and enjoy the 
area by making moving around mihin the 
town veiy easy." 

The Grand Canyon 

Reaction to the Park Service's plans has | 
not been as favorable, however, in commu- 
nities near the south rim of the Grand 
Canyon, which has more than 5 million vis- 
itors a year. TTiere, the agency propoees to 
create Canyon Fonest Wlage in the Kaibab 
National Forest just outside the park. 

The t^wn would, among other things, 
provide an anchor for a separate trans- 
portation center for day visitors, who 
would leave their cars there and use a 
light-rail system to reach the park. Inside, 
they could move about on foot or use a 
prt^iQBed system of altemative*fuel buses. 

Those staying overnight at hotels or 
campgrounds within the park could drive 



On board n'ith the [dan forts iTtail' tutd 
tniNsiMidation-^^rmiteii tillage tienr Grwid 
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IHvmieni of tlw Gmmi Caiiy(yu Ruiimt^ 
ufitkh [MsmetigprH to the nimion *3i rim 



in as they do now, but the number d hotel 
nooms in the park would be reduced. 

The town would be built on a parcel of 
Forest Service land that the developers 
would acquire in exchange for scattered 
small plots thnmghout thy Kaibab Na- 
tional Forest — plots called in-holdings — 
that they now control, 

Although the new-town proposal has 
generated controversy — partly because op- 
ponents say the developers would acquire 
land worth far more than the holdings 
they would surrender — the parties in- 
ralved, in both the private and the public 
sectors, agree that some form of land swap 
appears certain, A decision on which of 
several land-exchange options will be 
adopted is expected by the end tjf the year 

TTie Park Service al«o wants the town to 
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Nation's Bui^iness Se^pteml>fM' 




beoome the new location for housing for 
scKcalled nonessential park employees 
who now live inside the park, 

Tom DePaulo, a private developer who 
has been woridt^ on plans for Canyon For- 
est Village since 1990. en\isions a town 
with housing heavily subsidized by busi- 
nesses in the tovm and with land for com- 
munity parks, recreation, and a school. 

DePaulo says the idea for a land ex- 
change to build a new town originated at 
the Forest Service in connection with its 
long-range Kaibab Forest General Plan. 
One reason for development outside the 
Grand Canyon park, he says, is to alleviate 
what he calls the *prett>' distressing^ living 
conditions of sonie park employees, with 
some families doubled up *1.n two-bedroom 
mobile homes built in the ^SOs.'* 

Another advocate of the Canyon Forest 
Village concept is David Chambers, presi- 
dent of the Grand Canyon Railway. The 
railway takes about 130,000 passengers a 
year from Williams, Ariz,, to the rim of the 
Grand Canyon, about 60 miles away He 
says the village "would certainly present 
dramatic opportunities for smalt busi- 
nesses, whether a T-shirt shop, a restau- 
rant, a film shop, or a convenience store.*' 

Plans for the light-rail transportation 
center outside the park include a 3,000**car 
parking lot, ticket offices, and retail, fi>od, 
and beverage sendees. "We certainly intend 
to be aggressive in getting to build and op- 
erate the light-rail system in addition to 
what we are doing now,"* says Chambers. 

Voices Of Disseitt 

Oppowition U.J the Canyon Forest Viliage 
concept is coming from bufiiness owners in 
the area, particularly in Tusayan, the 
town ckjse^ to the south rim of the Grand 
Canyon. TVisayan is small and surrounded 
by the Kaibab National B^orest, 

Chris Thurston, who owns a motel in 
T\isayan and wh<^ father was one of the 
town's founders in the 1930s, says there 
"is tremendous opposition* in the town 



The plan to restrict acce^ % ca r to Caljfiyr^ 
uki'^i \ fmtfiik Saliiniui Patic uvuM kmefti 
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Be^i We^iteni motd there. 



i and in Flagstaff and Williams. "There is 
absolutely no need for the land exchange," 
he says. Accommodations for tourists 
could be handled in Tusayan, Flagstaff, 
and Williams. Housing for nonessential 
park employees could he handled through 
an agreement with the Forest Service to 
[provide land to I build needed fadlities," 
Developer DePaulo disagrees. The nec* 
I essary development cannot take place in 
' Ibsayan because of limited land and the 
I attitude of local businesses, he says, "1 
have a hard time referring to 'I\isayan as 
a town. TVisayan is a strip mall," he saya. 
I **lt is controlled by three families that not 
I only own the land but all the businesses, 
and [they charge 1 whatever the market 
will bear"* 

Conny Frisch, supervisor of the Kaibab 
National Forest, says the new town 
"would introduce competition" in the area. 
I "^In the park, prices are a)ntrolled by the 
Park Service and are more mmparable to 
Flagstaff, Outside lin Tusayan and 
nearby 1 theyVe double what they are in 
Flagstaff,*" about 80 miles away 

For their part, the local businesses say 
they must chargti high prices because of the 
high cost of transporting goods to the area, 
expensive water, and the cost of providing 
housing for their employees, 

A Question 01 Values 

Another argument against the proposed 
town focxises on land values. According to 
Thurston, the approximately 2,000 acres 
of isolated in- holdings that Canyon Forest 
Village promoters want to exchange for 
the Forest Service's parcel have been ap- 
praised for bank loans at about $1,500 or 
$2,000 an acre, while the Forest Service 



property— in his view— is currently worth 
about $1 million an acre. 

If the promoters have $3 million to $4 
million worth of property, they should get 
only three or four acres» not 680, Thurston 
maintains, referring to the projected size 
of the town under one of the plans. "Then 
everyone would be playing on a level play- 
ing field," he says. 

On the contrary, the land values on both 
sides of the possible exchange appear to be 
about equal, says Cathie Schmidtin of the 
Kaibab National Forest public-afHiirs office. 
But she adds that the appraisals of the de- 
velopers* in-holdingK would not be releaaed 
for privacy reasons, 

Tbm GOlett, Forest Service project man- 
ager for the environmental'impact state- 
ment prepared for the area, says that the 
appraisals are l*eing done by a company 
under contract with the Forest Servia* and 
under the direction of Forest Service ap- 
praisers. 

The appraisers, Gillett says, will tell the 
government officials making decisions on 
what to do in the area whether the num- 
bers halana* out but will not tell thc^m the 
specific dollar amounts for the properties 
until after a land-swap option is chosen. 
Then, he says, only a summary of the ap- 
pmisals will be made public. 

rosemile National Parii 

While the Grand Canyon plan has stinied a 
lot of dust in Arizona, there seems to be 
widespread support in California for a plan 
to limit cars in Yosemite National Park, 
which has nearly 4 million visitors a year. 
I Brian Hu^;e, Pacific region director for 
I the National Parks and Conser\'ation As- 
I sociation, based in Washingt^m, tXC„ says 
. the Park Service's Yosemite Valley Imple- 
j mentation Plan calls for wholesale 
j changes in the Yosemite Valley, which, al- 
though it makes up only 10 percent of the 
park, draws more than 90 percent of the 
I visitors. The plan would move some facili- 
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ties out of the park and limit the number 
of cars in the park by requiring the use of 
public transportation. 

Some people who iive near the park, con- 
cemed that their access to the park by car 
will be restrit^d, maintain that the Park 
Service is overreacting to traffic problems 
that occur only a few days each summer. 

Unie Room For Maneuvering 

"Yf)stMTiile Valley is vvlial ovcrj'l^ody thinks 
about when they think of Yosemite Na- 
tional Park,"" Huse says. "^That's where 
Yosemite Falls* Half Dome, and El Capi- 
tan are located The valley, carved by glac* 
iers millennia ago, is surrounded by gran- 
ite monoliths. 

The valley is prone to rock falls and 
floods » so there is only so much area that 
is safe to develop. On New Year's 1997, 
much of the valley was flooded out, and a 
lot of structures were damaijc^d." 

The plan generally calls for relocating 
into safe areas rather than rebuilding 
structures. Many of the administrative fa- 
cilities and housing for employees and 
their families would be moved outside the 
park Lodging and food concassions would 
be moved out of harms way, Huse says. 

The largest impact on Yosemite probably 
would come from significant restrictions on 



The plan lor 
Yosemite 
Valley ''will 
' open a whole 
^passe! of 
PVopportynities 
i for small busi 



the use of vehicles by day 
visitors to the valley Some 
roads would be removed. 
Visitors would leave their 
cars in parking lots and 
use mass transit — probably 
buses — from the gateway 
communities to the paric, 

"The opportunities for 
businesses outside the park 
will be tremendous" Huse 
says. "la^ad of people dri- 
vir^ thjDugh the communi- 
ties and maybe grabbing a 
tank of gas, th<^ gateway 
communities are going to 
be captunng all d'Uie busi- 
ness from the day visita- 
tion, which is the largest 
part. The visitors will have 
to bt* fed and pro%ided a place to stay, along 
with other amenities." 

He adds, however, that the communities 
mu8t plan carefully for growth and pro- 
vide the type of infrastructure that people 
expect when they visit a national park- Tb 
manage growth, the planning staffs of the 
five counties around Yosemite are working 
with the park authorities, says Jeff 
Brown, executive director of the Merced 
Countv Association of Governments. 
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The plan would be a 
large plus for area firms, 
says Jerry Rankin, who 
managea the Best West- 
em Yosemite Way Station 
in Mariposa, The facility 
is one of seven motels 
there and in Oakhurst 
and El Portal that are 
part of the Yosemite Ho- 
tels system, the largest 
provider of lodging along 
Ya^mite^s Ixirders. 

Says Rankin: "^If they 
abandon the idea of park- 
ing in the eastern part of 
Yosemite Valley, clearly the 
property and businesses in 
the gateway communities 
^^ill become more valuable 
Thai will open a whole passel of opportuni* 
ties for small businesses. It would really 
help our hotels*" 



—Motel Maira^r 
Jen^ Hanlin 



D 



espite the remaining questions sur- 
nmnding the Park Service's plans 
for Grand Canyon, Yosemite, and 
Zion. there is no doubt that coming 
changes in the national parks wilt provide 
new opportunities and challenges for 
manv small hazinesses- 18 
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Enterprising 
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n aiiiobiographical accouni of the life of Amway 
:o4"oiinder lay Van Andel, recognized as one of ihe 
osi successful entrepreneurs in American history. 




*A gotxl businmman cm be 
a good businessman. * 

Paul Shm*fy 

'A brilliant emrepreneur 
economic statesman, global 
visionary, and devoted family 
man* 
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'[Hisl business vision.,, and 
courage,., illustrate the true 
character of a remarkable 



man. 



l^ymas I. Donohue, 
Presidenl (md CEO 
U.S. Chitmbet oj Commerce 



*..a timely reminder that others 
were living the enterprising life 
when fill I Clates was just a gleam 
in his father s eye/ 
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Keeping Money Local 

With A 504 Loan 



ines.s Septt 'niter Uft)H 

An SBA pwgmm helps 
mncdl bimnemes worn with 
area banks to obtain 
fimdiiig and Iceeps dollars 
mmdat i ng tlmmgh the 



By Shanm Neltort 



Iowati Jim Dean m the kind of guy who 
likes to keep money m the communi- 
ties where he does business. He also 
likes working with local banks, where 
he can k»k at somebody and shake hands 
instead of talk on the phone with a banker 
half a continent away. 

"It's just the type of people we are,** says 
Dean. 

So a special U.S. Small Business Ad- 
ministration (SBA) loan pmgram turned 
out to be just the ticket when he and 
seven partners decided they 
wanted to start an egg-produc- 
tion facility in the northwest 
Iowa town of Sioux Center, 
population 5,100. 

The problem: The $2.4 
million cost of the initial 
phase of the project ex- 
ceeded the lendiing limits at 
American State Bank, a small 
Sioux Center bank. But Calvin D. "Cal" 
Cleveringa. vice president of the bank, 
had a solution: Use the SBA's 504 loan 
program, under which a **oertified develop- 
ment company," or CDC, would partner 
with the bank to finance the start-up. 

Siouxland Economic Development Corp. 
(SEDC), a CDC in Sioux City, worked with 
the bank and with Dean and his partners 
to fund Center Fresh Egg Farms. When 
the deaJ was dased last October the part- 
ners each had put in $60,CXK) to come up 
with a 20 percent down payment of 
$480,000; SEDC had lent $736,000, or 30 
percent; and the bank had lent the re- 
maining $1.2 million. 

The money would be used to finance the 
purchase of land and equipment as well as 
the mortgages on two buildijigB. The bank 
was so certain that the 504 loan would be 
approved that it provided interim financ- 
ing to enable Dean and his partners to 
start construction in 1996. 

"The usage of the 504 program allows 
us to finance larger project.^ than we 
would without the program because the 
amount bor^o^^'ed out on the 504 is not in- 
cluded in our lending limit," says Clev- 
eringa. **In agriculture, farms and opera* 
tione are becoming larger, m it helps us as 
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a small, country bank to work with mme 
of these growing operations." 

How The Sfstem Woiks 

ClK \s Atv \myiiU\ nonprofit^ economic-de- 
velopment corporations certified by the 
SBA. There are about 290 of them across 
the country, and they carry out the 504 
program by ,selling debentures, or bonds, 
Ui large investors such as pension funds 
and using the prixjeeds to make loans. Na- 
tionally, about 4,100 such loans totaling 
$1.4 billion were approved in 1997, accord- 
ing to the SBA. 

**The 504 program is a low-down -pay- 
ment, lower-interest-rate, long-term \mn 
pnogram for small businesses." says Glenda 
CctsUeberry, vice ptmdetrt of SEDC. 



The bank's portion of the 
Center Fresh Egg Farms fi- 
nancing calls for an interest 
rate of 9 percent over 15 
years, but the 504 loan will 
run for 20 years at an effec- 
Uvc rate of 7.3 petxient. 

BusinejiS owners who 
qualify for the program can 
make down payments as low 
as 10 percent. But start-ups 
such as Center Fresh must 
put in an additional 5 per- 
cent equity. Center Fresh's 
founders had i<y put in still 
another 5 percent because 
the egg-production facility 
consisted of speciaUpurpose 
huildingH. LendQ!*s view such 
faciiitie,s as riskier because 
they are harder to liquidate 
if the loan goes sour than 
buildings that can be con- 
verted easily to other uses. 

According tt> the National 
Ass(;ciation of Development 
Companies in McLean, Va-, a 
business must have a net 
worth under $6 million and 
net profits after taxes under 
$2 million to qualify for the 
program. Financing can be 
used for purposes such as 
buying land and buildings, 
amstruction, and equipment 
but not for working capital. 

— The program ai]uires that 

one job be created or re- 
tained for ever\' $35,000 of 504 financing 
or that at least one of s**ven "public-polity 
goals"— such as rural development, expan- 
sion of exports, minority development, or 
business-district revitaliaation — be met 
through the loan. 

In tlie Center Fresh deal, the company 
was expected to cre-ate five jobs— far below 
the ratio of one job to $35.0<MX But SEDC 
chose the second option, selecting a public- 
policy goal of rural development, says 
Castleberry. 

In any case, Center Fresh has received 
additional funding from American State 
Bank, which went outside the 504 pro- 
gram and partnered with other banks, 
says Cteveringa. "We used this SBA 504 
package to get started/ he says, noting 
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that American State hajs 
put a total of about $4 mil- 
iion into Center Fresh. 

Center Fresh now has 
10 employees. It has 
630,000 chickens and 
eventually will have 1 mil- 
lion laying hens, aays 
Dean. He also owns Os- 
kaloosa Food Produets, an 
Oskalo(Jsa, Iowa, egg-pro- 
cesijiing plant that supplies 
frozen and dried eggs to 
bakeries, ice cream compa- 
nies, and other manufac- 
turer. 



Before you start 
the process of 
obtaining a 504 
loan, find out 
wtiat's expected 
of you, wtiat docu- 
ments you'll need. 



perworkj as painless as 
ptLHsible/' says Castlebeny. 



— Egg-Plant Owner 
Jim Dean 



The Plyses And Minuses 

A 51)4 loanV; adv:inlagei> to 
a community go far beyond the jobs cre- 
ated, say all involved in the Center Fresh 
financing. Dean points out that a chicken 
consumes a bu^e] of com per yean Center 
Fresh purchases more than 600,000 
bushels of com annually, supporting local 
com pit)ducers. 

While the feed usage has been the 
biggest boon to the local economy Clev- 
eringa says that the creation of the facility 
brought business for cement contractors 
and trucking companies and that the pro- 
duction of manure at Center Fresh **cuts 
down on the cost [of manurel for area 
farmers,'' 

The creation of jotis also gives the bank 
fiuiher opportunities for lending to work- 
ers who might want home mortgages or 
vehicle loans. 

The chief advantages for a 504 borrower 
are a low down payment, tow interest 
rate, and long payback period. However, [ 
Dean says he and his partners initially ex- j 
pected to have to put down only 10 per- ] 
cent. But the SBA changed its require- 
ments in midstream, resulting in the 20 
percent down payment. Still. Dean says, 
that's better than the 30 to 35 perc*ent typ* 
ically requii^ for commercial loans. 

Dean cites two disadvantages of the 504 
loan; high fees and burdensome paper- 
work. Fees run about 3 percent of a k>an — 
about $21,000 in Dean's case. They cover 
items such as the bond underwriter, loan- 
origination fees, and closing costs, says 
CaBtlebenry of SEDC, which makes about 
a dozen 504 loans each year. She points 
out that the 504 program "has worked 
very hard to pay for itselF and that the 
feess help it do so. 

Castleberry agrees that the paperwork 
is burdensome but says that anything in- 
voking the sab of bonds requires a lot of 
paperwork. So does anything involving the 
federal government, which wantii to be 
sure of compliance with ruk*s on the envi- 
ronment, discriminatitm, and the like, 

The CDCs job is to try to make I the pa- 



Slens In The Process 

To apply for a 504 loan 
package, you can go to 
your bank or to your near- 
est CDC, (See "For More 
Information," belowj Usu- 
ally, however, business 
owners start with their 
liank. 

Typically, it takes about 
two months to complete a 
deal, according to Clev- 
eringa. But the Center 
Fresh transaction took 
much longer — about 18 
months— in part because 
after the partners made initial contact with 
Cleveringa, they took their time deciding if 
they wanted to go the 504 route. The fact 
that there were eight partners also compli- 
cated the proce^; each had to provide a re- 
sume, for example. 

Each 504 loan package requires three ap- 
provals: one from the bank, one from the 
CDC, and one from the regional SBA office. 

'*Good business planning is always the 
key, no matter what program you're apply- 
ing for," says Castleberry, If you ve done 
your cash-flow projections and they seem 
reasonable, any bank and any program is 
going Uj fund you.'' 

Dean adds; "Make sure that you do un- 
derstand what is expected of you when 
you start on the path to acquire one of 
these loans." You need to know what docu- 
mentation youll have to provide and when 
it's rt*quirt*d, he says. 

Despite the paperwork and high fees, 
the 504 loan financed the first phase of 
Center Fresh, The first phase, in turn, 
generated the cash flow and profits that 
helped the young company to expfind. 

Whats more, Dean says, tht* 504 pro- 
gram has "allowed us tn keep all of the dol- 
lars that are generated on that fann deal- 
ing in and through the local economy 16 

For More Information 

You can learn mmv alx)ut the 504 lending 
program and certified development compa- 
nies frt>tn the following source. Both pro- 
vide names and addrt^m!s of CDCs across 
the (3t)unby on their World Wide Web sites: 
The U,S, Small Business Administra- 
tion, mviLatMigor. For more information, 
you can contact your nearest SBA office. 
Check the blue pages of your telephone 
book, 

■ The National Association of Develop- 
ment Companies, mmmadmonf. NADCO, 
the trade assodaticpn for CIK!s, can be con- 
tacted at 67r>4 Old McUan Village Drive, 
McLean. Va 22101; (703) 748-2575. 



Here's How to Gain 
National Recognition for 
Your Business and 
Your Employees 

Appiy Now For 
The Blue Chip Eivterprise MrimvE* 




About The Blue Chip Program 

The Blue Chip Enterprise Initiative, sponsored by MassMutuaJ, the Blue Chip Com- 
pany, the U.S. Chamber of C/)tnmerce, and Nairn's Business, recognizes 
companies that have overcome adversities, sei/ai opportunities ;uid succeeded. 

Since ^^X), the Blue Chip program has honored more th:in 1,60(} successtiil businesses, 
The program is designed to motivate small business owners who may be facing 
similar challenges and adversities. 

By profiling the honorees" success stories, other businesses can learn by 
exiimple. M honorees \\ill be profiled in "Insights ami Insfmiiion: How Businesses Suc- 
ceed, " a softcover book published by Sation s Business. 



What Blue Chip Enterprise Initiative Honorees Receive! 

■ Extensive publicity' and coven^e in Nation 's Business nv^azine 

■ Success stories highlightcxl in a softcover book, 
"Insights and Insfmition: Hon- Businesses Succeed" 

■ A one-year membership in the U.S. Chamber of tommerce, 
including a one-yi'ar subscription to Nation 's Business magiizine 

■ National print and television promotion 

■ Recognition at regional avvards luncheons 

■ Community recognition and neworking {)pportunities 

Four Blue Chip Enterprise Initiative national honorees will be chosen and will each 
receive an all-expcnse-paid trip for t\vo H) Washington , D.C., to be recognized at tlie 
U.S. Chiuiiber()fCx)mmerce sJune 199*^) .'\nnual Meeting. 



Nation'sBusiness fRI 

Tlie SiihiU Bii<uie$s Adviser ^iS> 



I MassMutual 

The Blue rhipCarnpun) 



You Can Apply in Just 2 Easy Steps 



/, Company Fmflk 

IWe: 



aiy: 

Siau;; 



BusineisTdephone:. 
L RL Web Address) . 



BiisinasRi%: 



Title: 



AnnuiJ Sales; 



Year Bslabltdied: 



RtquirtmrnH: The fkm Chip Fnit-n^ri**' Initiniw b ofnn (a smy 1^5 or Puerrri Rkin br pmftl amii^aitv (hat ha^ 
btin IB futiiijiofius optTiiiiin I \nm ^ ru MN» fHirpk \lf ippIti^^iAii rwpiift the 

^gnaltirf of :i; k-a*.! fjm- of thi ; Ji*d(yng is h) an tndcpcikk'ni [Urtd of 

2. i?^/Mrw (jtmpieted Applkation 

AiUUiiomd hifonmitimi iviU be sent tu mu regarding 

TIh' Blue Chip Ijiterprise InHiaHn* Awards Pntgram 

HfitH* nm\ u Hlut' Cfiip i'jitLTi>itie IniiiiUiH' Awirds Pi-UKmm, l\S, (ImiiihtT rfCommerce* 

m lk»\ 2(m. Hartford. CT OT^ItH Or Fa\ to: 1 -H^T^)'^m"-i>% 



7)/>f of Business 
film k ail thai apply) 

(jonstnioion 

!'Hi;inai/lnsiir4na'/Rtiil F^tih 
Fninciuse 

Tnins]¥)Ttiii( )n/t j )tTtmuniaiUioa% 
Miiniibcliiring 



l*ubJjdy Tradfd 
, Bnd Description of 



ill 



Source nfAppiieaiifm: 



(iKOTiliti" (it/jnimerce (t/oitafij 
Olher 






The Blue Chip Program Honors 
America's Successful Businesses! 

Here Are Comments From Recent Honorees 

"Ou r company received a tremendous amount of media attention as a 
result of winning a national award, A year later I can teU you tliat win- 
ning the national Blue Chip Enterprine Initiative has changed our busi- 
ngs and our lives. It's also been pretty^ darn good to our bottom line!" 

Carol P, (kmway, Pf^skietti^ Compuitn* Rescue Sipuul, Cape Coral Fhniiki 



It was an honor to be included in the fine company of our peers 
that won the pra*tigious "Blue Chip Aw ard."" I never realized the obsta- 
cles that other companies managed to endiu^. The ''Blue Chip Award'' 
was an opportunit>^ for our company and employees to celebrate not 
just our survival but our triumph over the obstacles.'* 

Robert CX Beimti Jn, Dirvctm* fff Sales, Banm Services^ HimtaviUe, AUihama 

^It was an honor to be selected as an award winner. It validated 
our decision-making process in developing solutions to our 
problems and in our approach to overcoming obstacles. It was 
also very informative to share ideas with peers who also over- 
came significant obstacles.'' 

& Tien Wong. CEO, Vniiel Corp,, Mcleam Virginia 
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Postal Senrice 
Not Backing Down 



T}i£ new }}(}dnimter general 
says that, despite pmtest% 
snmll bimmsses can expect 
yack-and'Smid'' competi' 
iion to msimie. 



By Steve Bairn 



Small buEinesses tiiat pack and ship 
parcels mn expect continued corape- 
tition from the U.S. Postal Service, 
says new Postmaster General 
William J. Henderson. 

Henderson, 51, who assumed his position 
in May after the departure of the a)lorfui 
Marvin Runyon, says the **pack-and-send'' 
service that the Postal Service tested in 
fewer than 300 postal branches early last 
year will likely return in some form, 

The service was vehemently opposed )>>' 
franchise businesses such as Mail Eo\i 
Etc. and Parcel Plus, which said that the 
government-sponsored Postal Service was 
competing unfairly with the private sector 
"We have not reinstituted pack-and- 
aend yet," said Henderson in an interview 
with Nution's Bni^irte^ts. "But there is a 
8ttx»ig likelihood we will. It*s something 
our customers are screaming at us to do," 
Henderson, a 26-year veteran of the 
Postal Service, is credited for sub^itantiaJly 
improving first-class letter delivery in 
major metropolitan areas in recent years. 
He is only the Mh career employee of the 
agency to head it; there have been 70 post- 
masters general before him. 

Hendersons selection was hailed by 
many business groups because of his ex- 
tensive knowlet^e of the agency and his 
efforts to improve its efficiency. 

Rales And Services 

HeaUerscui skiXi^ hv hopes to avoid another 
round of across-the-board rate increases 
until 2(KH— a year later than some pf*stfll 
officials have said is likely He says low 
postagi* rates are crucial if the ageniy is U) 
avoid huge future losses ()f first^'lass mail 
to etectronic-communications media. 

Like Runyon, Henderson wants the 
Postal Service to provide some services 
that some business people maintain are 
mmv appropnately pn»vidod by the private 
sector— such as boxing paicels before ship- 
ping them. "Pack-and-send is a ver>* close 
postal product r he says- "I mean it s obvi- 
ous. If you take packages, you imghi to 
provide customers with Ipacking servia?sl * 

But Hendem>n says he will try t*) keep 
the Postal Service from straying too far 
afield from traditional postal pniducts and 
Services in retail sales, ITie agency should- 
n't sell coffee mugs simply because the 
f^ostal Service ntieds a steady soura of rev- 
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enue, he suggests. **You have got to define 
the role before you can deRne I'evenue." 

Corporate Complaints 

It's not just .sniail businf ^ss^^s t hat are com- 
plaining about the Postal Si*mces compe- 
tition with the private sector Federal Ex- 
press Coip. and United Parcel Service also 
have butted heads with the Postal Seaiee 
in recent months. They claim that the 
Postal Servile has run misleading televi- 
sion and print ads for its highly pmlttable 
Priority Mail service, which does not guar- 
antee a deliver> date. 
Also, FedEx and UPS say the Postal 
I Service has eotinomic adv^antages aver pri* 
vate firms delivering parcels overseas be- 
cause of its government hacking, FedEx 
and UPS have lobbied heavily on Capitol 
Hill to trj' to rein in the Pt^stal Service. 

Henderson says he weki>mes the battle 
with the big shippers. "If lour] product 
wasn^ good, they wouldn't bt* lohl)ving to 
get us out ()f the marketplace." 

He s^ays the Postal St^rvice will continue 
to explore ways to give bulk mailers dis- 
I counl«s if they can share in the work of get* 
I ting mail to its destinations, A program 
I under which companies amsrilidate and 
deliver mail to a postal facility near the 
' mails finaJ destination— called the drop- 



ship pn^gram — is one such initiative that 
benefits all parties, he says. 

**We have companies that a few years 
ago didn't exist I but I are $100 million 
package consolidators today** says Hen* 
derson. **We\"e Incentivized a lot of this 
growth. Its not like we fell off the back of 
a pickup truck. We've really tried to figure 
out s(mie of this stuff, and we've done a 
pretty good job at it/ 

Lata iM Congress 

Henderson is .ilivady faring t^iugh negotia- 
tions witJi bbfjr unitms, but he hfipess to re- 
duce the acrimony betvtx^^n lalx>r and man- 
ag^ement One way to do so, he says, would 
be to bry "a more .self-managed delivers' s>*b- 
tem where carriers ... have a pre-under- 
standing of how^ much time it's going to 
take"* to deliver their mail and "have some 
oiJtions on what kind of nmtas they want * 
Henderson said he supports efforts in 
Congress to give the Postal Service more 
flexibility to set rates for products and ser- 
viires that alsfj ai^e offered by the private 
sfTtor. "l think that reform is inevitable," 
says Henderson. "We either can get it by 
working with Congress and working 
something out or we're gfiing to get it by 
our competit*>rs lobbyi ng Ct ingress to take 
some advantages away from us " It 
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Personal Computers: 
Buy New Or Modify? 



Nation's Hia.sin<*sw Septt^mber ]\W 



Mam mmll-bmimss 
peopk are opthig to upgmde 
theiT emding nimhmes, but 
tlud path mi'i/br everyam. 



By Tim McCdlum 



The way Bob Wilson sees it, a good 
personkl computer is one that won't 
bea>Tne obsolete every time his com- 
pany buys new software. 
So last year, when it became necessary 
for Wilson to upgrade txj the Windows 95 
operating system and compatible produc- 
iivity software, he decided to f^ve a power 
boost to the PCs at his company Works 
Performance Products Inc. in Canoga 
Park, Calif., which makes shock ab- 



Rather than buy new PCs, Wilson, the 
fom's production imd operations manager, 
thoBB to upgrade the company's 12 com- 
puters with new pnsc^sors. 

Working with computer reseller De- 
mand Systems in CamariUo, Calif, Wilson 
replaced the 486-model processors in the 
company's PCs and two computer-network 
servers with K6 pnxiessors from Advanced 
Micro Devices Inc. in Sunnyvale, Calif., 
and Pentium processors from Santa Clara, 
Calif -based Intel Corp. Although the Pen- 
tium and Pentium-class K6 processors 
aren't stateH>f-the-art. they are consider- 
ably faster than the old Intel-manufac- 
tured 486 procesi^rs. 

With computers powered by the new 
pn)cessors. Works Performance s 30 em- 
ployees are able to run current-generation 
software without bringing their PCs to a 
crawl. 

The new procc^rs hav'e made a signifi- 
cant diflFerence in the speed of the comput- 
ers," says Wilson. **I was able to impmve 
the efficiency of users by 15 to 20 pmmV 

Renewtni Rattier Tlian ReptdGing 

Wils<in ii> one of many ^mall-busmess peo- 
ple who are r^isdng the computer indus- 
trfs fimtic race to produce and sell faster 
and more-powerful PCs, 

Increasingly, companies of all sizes are 
choosing get more life out of the PCs 
the>' have rafiier than constantly buy new 
ones. 

"People are going crazy trying to keep 
up/* says Scott Mueller, president of 
MueBer Tfechnical Research in Barrington. 
HI., and author of rfM/mding nml Repcm- 
ing PCh fQue Books, $49,99). "TheyVe 
starting to r^ect the idea that they need 
the state of the art. Spending a few hun* 
dred dollars on an older system looks 
more attractive/ 



Jon Oltsik, an analyst with Forrester 
Research, a technology-research firm in 
Cambridge, Mass., agrees that companies 
of all sizes are looking to extend the life of 
the PCs they own. He says the trend has 
computer and chip manufacturers scram- 
bling to entice companies to trade up to 
newer technology. 

Citing unexpectedly low demand for sys- 
tems with new Pentium D processors, lead- 
ing chip manufacturer Intel announced in 
April that its earnings had declined for the 
first quarter of 1998 compared with the 
same period a year earlier 

Sales and pmfits hive l)een down at sev- 
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eral PC manufacturers as well, leading 
them to cut prices to unload oonmimer and 
business PCs. 

In Pursilt Of Pomr 

For at least a decade, computer manufec- 
turers have relied on demand for greater 
processing power to drive sales of new 
PCs. As a resnill, new PC models are usu- 
ally on the market for less than a year be- 
fore more-powerful s)^nns come along. 

This has led many PC buyers to con- 
clude that their PCs will quickly become 
obsolete. But will they? 

Wilson dwsn't think so. Upgrading his 
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Resisting tfie computer industry's puah to aeli the lateM PCk B^ih WUmn vhone to uj^ivde the 
ptm'€iimii< m t)ie mmpuk'^rH al km HiiixJc^biitnikrfirm mthirthan buy itew nnwhimJi 



"A Sound Strategy. 




WWW. roadway, com 



As a lUQgliJjiiiu manufacturer of high-quality 
music systems, loudspeakers and car stereo systems, 
Bose Corporation depends on [ t/me/y and accufQte] 
freight information [24 hours a dayj lhat's 
why Paul Tagliamonte, manager of 
transportation, has included 

at desk tops 

throughout Bose. 

"Roadway's web site is an extension of our logistics 
function/' Bose uses (QUIKTRAK^ Ontine] tQ check 



Roadway's Web Site 



on inbound raw materials required for 
manufacturing, and the [Customer Service] 
Department uses it to advise Bose customers of 
their shipment status. 

Talk about productivity improvements 



Reliable. Responsive 



Roadway Express blends 
the most efficient 
network with the most 
responsive work force 
in the industry to deliver exceptional customer 
service to you. 



ROADWAY 






www^ road wa^xom 



1-800-257-2837 



Exceptional Service. . ,N o Exception 
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Because employees hw'dimre and softuvrr maker Arial. S^^s^mm med ftml^ jxnmf td Ptk 
Uml Stint ki(f(k the iwnjKinifH chief tiichndtigij offimK deckled k) refdaee old compikeni wiUi 



SMALL BUSINESS TECHNOLOGY 



company's four-year-old PCs enabled him 
to estend the machines' life at a cost 30 
percent betow what he would have paid 
for new PCa, be say^ 

Candidstes For Umrading 

The most common cDmfKjnents that can be 
upgraded are processors, memory, and 
bard disks, notes author Mueller. The 
processor is a PC s brain, the part that 
performs the actual computing. Memory 
affects the number and size of files and 
applications lhat a PC can work on at one 
time. The hard disk provides storage for 
files and programs. 

Mueller says a faster processor and 
greater memory and hard-disk space can 
have the most impact on performance. 

Most computer stores, resellers, and 
computer consultants can upgrade com- 
puter parts. But if you're relatively adept 
witb machines* you should be able to re- 
place the parts yourself Btx>ks on how to 
do it are available at many bookstore and 
computer retailers, 

Mueller says upgrading a 486 processor 
to a Pentium, or a standard Pentium chip 
to one with MMX (multimedia extension I 
technolc^, can increase a computer s per- 
formance significantly — especially its abil- 
ity to handle graphics chores. 

TTie easiest way to upgrade the proces- 
sor is simply to replace the main biird in- 
side the PC, called the motherboard, with 
one that has a fa^r processor already in- 
stailed, <The motherboard houses the 
processor and memory and contains sev- 
eral slots where other system boards, such 
as a modem or a video card, are con- 
nected) 

Mueller says most Intel-compatible PCs 
purchased since 1994 can be upgraded to 
any later-generation Intel -compatible 
processor on the market. The latest is the 
Pentium IL 

A motherboard can be upgraded for as 
little as $200, Mueller says. But he adds 
that it isn*t worthw^hile to upgrade com* 
puters with older 286 or 386 chips. Many 
older PC motherboards can't be uf^aded 
at all, although they frequently can ac- 
commodate somewhat faster processors. 

Adding memory to a computer makes it 
easier to run graphics-intensive applica* 
tions and speeds up the display of files 
dovmloaded from the Internet. 

Memory is also inexpensive and rela* 
tively easy to add. Prices have dropped 
sharply in recent years; about $40 will buy 
16 roegabytes of memory, which will allow 
for a meaningful increase in computing ca- 
pability. 

Hard drives are somewhat more compli- 
cated to install, but they are relatively in- 
expensive and give computers more room 
to store files and programs. An 8-gigabyte 
hard drive currently costs about $300. 



Deciding Whether To Buir Kew 

Upgrading isn't for everyone, however. 
Falling PC prices and the emergence of 
more*advanced computing technologies 
have led many companies to i^nclude that 
it's better to buy new, even if that means 
buj^ng mmputers fairly often. 

**It*s easy to get overamhitious with up- 
grades." Mueller says, **Sometimes it*s 
more advantageous to change the whole 
system" rather than overhaul a PC to 
state-of-the-art specifications- 

For Uriel Santiago, chief technology offi- 
cer at Arial Systems Corp. in Vernon Hills, 
ni., replacing PCs with newer, more-pow* 

, erful models is necessary to give the firm*s 

I 20 employees the best technology avail- 
able. The two-year-old Arial Systems 

i makes asset-tracking hardware and soft- 

j ware. 

lb create these ^sterns, Uie firms engi- 
n^rs use computer-aided d^gn and da^- 
i base software programs that place a heav^ 
demand on their PCs. Meanwhile, Arial's 
salespeople need lots of computer power on 
their notebcxjk PCs to run demonstrations 
of their pitxiucts for prospects, 

This year, Santiago replaced Arial s 133- 
megahertz Pentium PCs with much-faster 
a33MHz and 400MHz Pentium II systems 
ftxim Dell Computer Corp- in Round Eock, 
Texas. Santiago says the new PCs give 
users the power they need and are less ex- 
pensive than what it w^juld cost to upgrade 
individual crimponents. 

Another advantage of buying new ma- 
chines is that they come with a manufac- 



I turer's warranty, Santia^ says. He envi- 
I sions replacing some of his oldest comput- 
ers every year or two rather than retiring 
all the computers at onoe. 

Santiago's view is the one being ad- 
vanced by Intel and leading computer 
manufacturers. Nonetheless, computer 
makers are growing sensitive to concerns 
about the short life span of their technoK 

Manufacturers trying to entice com- 
panies to opt for new PCs by offering leas- , 
ing and technology "refresh'' arrange* 
ments— which let custtjmers trade up to 
new systems after a year or two— and by 
selling PCs with less powerful processors 
for under $1,000. 

For small companies, the decision on 
whether to buy new or to upgrade 
will depend on their computing 
needs and their bottom line. Compa- 
nies needing to perform basic office tasks 
such as word processing, spreadsheets, 
electronic mail, and accounting can do 
very well by upgrading an older PC to a 
basic Pentium-class proces.sor 

Buying new is a better choice for com- \ 
panies that usc^ higher-level applications 
such as engineering, desktop-publishing, 
and graphics programs or for businesses 
whose employees frequently use the 
World Wide Web. For these firms, it prob- 
ably is best to buy the most p<jwerfijl com- 
puter they can afford— with the hope that 
the technology will have a long and pro- 
ductive life. le 





The new Mita Digital Copier/Printer 
(PC is optionaL) 

As a stand-alone copier its in a dass by ttsel making up to 99 copies from a single scan. 
And as a 600 dpi network printer it lets you produce sorted, stapled, finished documents 
right from your desktop. So while the computer may be optionaL the Ai3030 is anything buL 
For more information call I-SOO-ABC-MITA or visit www.mita.com. 
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A Look At Tlie Components 



CONTINUITY & CHANGE 

Expanding the Possibilities 

for advisors, edkicatorSr consuttanti and 
ms^hers m the fteM of tml^ business 

The Faintly Firm Institute presents 

An Open Space Conference 

Octobef 7-10,1998 
Portland Hiton-Porttend, OR 

Orgamzato rmist conEinua^ clarty wtiat is ctnrraE to 
ihe^ purpose viM sinnltaneogs^ 
ty for dwipi. Tbe 1968 FFl Conffpanoe pfomises to 
stretcti your und^stsffidlng of Ihe dynamics of continiiity 
and cfiange jn !f» family business fiekt Faantaisdby 
Hamson Owen, auihor (^rr ^jacs Tic^notogy and 
iBCfigruzsd leacier n open apact masiings. l^ts confer- 
m» «i damonsirate nrftat tia^ wt^ people 
with passicvi and ideis rM and d^cuis «^ 
abouf most in the arena c?f My business. 
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Moderaied tfi Dr Pat Frsiika*! 

Ivrim to CoHabontioK 

So Who IS m Mosi Tmsted ^ftoJf? 
Moderated tjy Karen Vmfon 

Ut^ita bi FMir MMif OiipiitM: 

A Workshop fot Non-Lawfefs 

Modnfited by Hervry Kras^^w and Cattiy Sur^me 

Moderated 1?y Fsedda Hen Brawn 
ACADEMIC HOm 
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An array of apticms is available for compa- 
nies that choose to upgrade their PCs 
rather than replace tiiem with new models. 

The components most commonly up- 
graded are processors, memory, and hard 
drives. 

Other items often upgraded art* graph- 
ics acceleratom, data-backup devices » and 
CD-ROMs. 

Information about PC components can be 
found in many computer magazine and 
maijH>nier catalogs and on the Internet 
FoIlDwing are a few companies that manu- 
feduune computer components for ui^rades. 

Processors 

Advanced Micro Device Inc. (l^SOtt- 

t!um-elas.s K6 pltx't^s8or featun?** the same 
multimedia t'xtxmsiun technology as Intel's 
Pentium processors for fai*t graphics han- 
dling. It i?^ avaiiable at speeds up to 300 
megahertz i MHz h 

Cyrix Corp, (1-800-462-9749, 
mvwjcyrixjamn). Cyrix has come out with 
a competitor to the Pentium II, which it 
calls M n, available at speeds up to 
300MHz. 

Intel Corp. il-m^^Mm^ 
wwwJnieLcomh Pentium II is Intel's mo^ 
advanced pnx^essor, witli speeds up to 
400MHz. 

Memory 

Kingston Tet hnolc>g>^ Co. (1-800-337* 
S4 1 0, wiviL\kingston,com ). Ki n i^U m 
makes memory for moed major brands and 
configurations of PC's. Memory m available 
in increments of up to 64 megabytes. 

Simple TL*€hno!og>^ Inc. (1-«00474- 
675^i, www.Himpietevh,ei)m\. Simple h 
another longtime maker of reliable memnr>* 
of all types and si^es for mamsuxiiim PCs. 

Hani Drives 

Maxtor Corp. ( 1-800^262-9867, 
www.maxtor,comh Maxtor's I^iamond- 
Max hard dri\t^s have capacities of up to 
115gigabr^t^UiB i 

Se^te^^hnology Inc. (405-9^ 
1210, mvw^8mgate,comh Seagate sells 
its Meddist, Cheetah, and Barracuda 
hard drives with capacities of up to ISGB, 

FowerQuest Corp. ( l-800^379^^56e« 
www*powerqMtesi*cimU FU'placing a 
hard drive is much easier using Pow- 
erQuest's DriveCopy and Drive Imap 
softwajie. r>riveC<»py t $29.95) copies the 
contents of one hartl drive to another 
Drive Image t $69.95 1 allows a>mpnnie8 to 
copy the configuration and mnttmts of one 
hBfd drive to multiple drives, 



Graphics Accelerators 

ATI Technologies Inc. i 905-882-2600, 
www.atiiech*comU The All*in*Wf>nder Pro 
graphics card offers several graphics fea- 
tures, including 3-D and 2-D graphics and 
video, a stereo television tuner, and \ideo- 
captujT CO pabi lilies. Retail price: $279, 

Number Nine Visual Technology (1- 
80043^^463, wwwMine.c(}ml Number 
Nines Revolution 3D graphics cmd 
greatly increases the processing speed and 
clarity of computer graphics and video. It 
handles 3-D and 2-D graphics and video. 
Retail prices start at $129, depending on 
the amount of memorv". 

Backup Devices 

Iomega Corp, a-800-697-aa^3, 
wwwaomegCLComh Iomega offers a num- 
ber of solutitjns for backing up data, in* 
eluding the intt*mal Zip drive ($99)— 
which uses small cassettes that each can 
store up to 1C)0MB of data — and the inter- 
nal Jaz tape drive i$279.%!, which has up 
to 2GB of capadly. 

SyQuest Technology Inc. {1-800-24S- 
7334, www^syqtieMf,emnh SyQue^s fast 
SparQ intenml drive i$199i for PCs stores 
1GB of data. The SyJet tape drive f $249) 
for PCs and Macs pn)vides fast data stor- 
age of 1.5GB of data. 

GD-nOM/DVD 

Paiias4>nic Computer Peripheral Coi 
(www,punimmie*€om/alw€^ 1-800-742- 
8086), VD-Ki )M drives have ba:tjme indis- 
penstible for loading software and using 
multimedia and referf»nce materials stored 
on CD-ROMs. Pana'^nic^s LK*M(^6a2BP 
internal 32-spGed CD-ROM provides blaz- 
ing playback and fast response tinu»s. Re- 
tail price is S^*9. 

Sony Electronics Inc, (1-800*352^ 
7669, www,nony\ei>m)* Digiliil vidt^xlisc 
players allow users to play back full -mo- 
tion video off high-capacity discs as well 
as conventional audio CDs and CD-ROMa, 
Sonys DDU220E/'H DVD drive comes 
bundk^l with an MPEG detsxier card that 
t<ikes much i}( the burden of playing video 
off the PCs processor, allowing users to 
play videcjs while wcirking on other tasks. 
Retail price is $M9. 

Crt^ative Labs Inc. (1-800-998*1000, 
wwwwreaiimlahHA'om I Ont- lypt! of 
DV^D drive, known as rWD-R/\M, enahlea 
users Uy ii'ctjrd a whopping 5/2f JB tjf data 
per double-sided disk. like other varieties 
of DVD drives. Creative Ubs' DWROM 
diives also enable playback of audio CDs* 
CD-ROMs, and pa^n.H:ordi^l DVD videos. 
Price direct fnjtn Creative Labs: $499,99, 
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RIM /nfer@crrve "Poger 950 



GO BEYOND PAGING: 
RESPOND IN ANY WAY, 
VIRTUALLY ANYWHERE. 

Only with BeUSouth Interactive Paging "Service 
can you respond from virtually anywhere to 
Internet E-mail, one- and two-way pagers, other 
Interactive Pagers, fox machines, or telephones. 

And that's only a fraction of what 
the competition can't do. 



Paging with Beyond Paging with 

the other national service BeliSouth interactive Paging Service 

Receive only • Initiate, receive & respond 

Guaranteed delivery Verified delivery & message status 

Garbled messoges corrected Messages never garbled 

$24 J5 with 6,000 characters A base of S24.95 with 25,000 characters 



Get a RIM Interactive'^' Pager 950 for just $249, if you call before December 31, 1998. 
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@ BELLSOUTH 



WE DON'T WANT TO MENTION ANY NAMES, 



BUT OUR PLANES AREN'T THE ONLY ONES WE SERVICE. 



You KHCm THAT OTHER 
AIULIME, Guess WHERE THEY 

GO FOR A CHf Cit-UP? AT 
AEROMEXtCO WE HAVE SOME 
OF THE MOST TRUSTED 




AEROMEXICO 

800-237 '66lt www atf omexico com E X p 6 C t it 
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SPECIAL REPORT ON TECHNOLOGY 



Doing The Job 
On The Go 



Hen (in .so///r (fftln' htfest 
coHipHtiiig, (mfiuihing, and 
rojinfiiiiiijcciting tools engi- 
(l to meet tfie meds of 
nmbik entrepreneur 



By Tmi MeCoUum andAlbeH G Hdzitigir 



D ecision-making authority is both the 
blessing and ihe curse of entrepre- 
neurship. 
Fast-acting small-business 
owners, by reserving to ihem 
selves the authority to 
make key business de- 
cisions, often succeed 
where larger, more 
bureaucratic firms fail 
Sometimes, however, im 
portant decisions have to be 
made at inopportune times — at 
night and on weekends, between 
weekday client visits, or during out-of- 
town business trips, for example. Hence 




pagers, mobile phones, and portable com- 
puters and organizing devices have be- 
come small-business necessities. 
This special report describes 
new mobile tools engineered 
to meet the needs of entre- 
preneurs. 

From highly capable 
notebook PCs to con- 
venient business- in for- 
mat ion organizers to wire- 
less phones with paging and 
electronic-mail capabilities, these 
technologies help small-business 
people get the job done while they're on 
the en. 




Computing 

No matter what your compuSng needs are while 
you're away from the office, theres a notebook 
computer tiiat can meet them effectiveiy. 



NowlieiT m computer-industry intiovatian 
mare apparent than in the not*3book cate- 
gory of FCi^, The power and features of 
nQtel)ook computers now rival those of 
desktop PCs. Even more amazing, note- 
books an? generally becoming Mmaller and 
lighter while still adding fynctionality 

Notebooks gained a turhocharge this 
spring when Intel Corp. <jf Santa Clara, 
Calif, began producing ve^si(^n^^ of iU* Pen- 
tium ][ procew^on* (Optimized for ptirtahle 
oompulerH. Now, thene Pentium 11 prooei** 
8ora are standard in moat high -end note- 
books m well i\B in f^fjme value modela. 

A nf^telxMik leaturing lnU*rH Koniewhat- 
leKf^.pKjwerful yet highly capable Pentium 
MMX pHKeiiHor can pureiutHed for le.ss 
than $2.tm 



For those who are constantly on the 
move, there is a wave of thin notebooks 
that weigh a« little as 3 pounds and cost 
between $2,500 and $5,000. Instead of 
having extra features built in, lightweight 
notebooks usually oome with a wafer*thin 
component called a slice; it ctmnectit to the 
bottom of the computer and houiM?s a CD- 
ROM drive, speakers, a bay for an addi- 
tional hard drive fir battery, and PC-card 
slot*? for a mixlem or network-cannection 
device. 

Moat current high-end models — often 
referr€*d to m "desktop replacements''— 
are packed with features such as 32 
megabytes fMBi or more of memory for 
fast. simulUme<ni« operation of pajgrams; 
a floppy-difik drive; a fast CD-ROM drive; 



a capaciouB hard drive for storing large 
amounts of data; itereo sound; and at 
least a I2.1-indi dual-jscan on even better, 
TFT (thin film transistor) display 

Momjver, almoBt all of these notebcwks 
ct)me with modular hays that allow users 
to add a i^^erand batter>' or hard drive or 
optional components such as a DVT) i digi- 
tal versatile disk f drive. DVD drive** can 
play conventional audio CD», CD-ROMs, 
and special new disks that can hold up to 
17 gigabytes f GB* of video, audio, or other 
data— enough for a 133-minute movie. 

Many new notebooks also come with 
built^n or plug-in PC-card modems for 
data communications. 

Following is a selection of notebook 
computers in the value, li ' ' ^ and 
high-peribrmance category ' he ex- 

ception of the PowerBook from Apple 
C-omputer Inc., which rum the Mac OS, 
these notebooks run Microsoft Corp/s 
Windows 95, Windows 98, or Windows NT 
operating system. Also fi»atured in this 
seeticm are a few of 

sories thai can provt , . ss 

travelers. 
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Compaq Armada 1700 

Compaq's Armada 1700 is a powerful sys- 
tem for users who need a high level of 
fiuictionality at an affordable price. This 
system features a 233-megahertz fMHz) 
or 266MHz Pentium II processor; 32MB of 
memory; a 4GB hard drive; floppy-disk 
and 24-speed CD-ROM drives: a 56-kilo- 
bytes*per*second (Kbps) modem; and 
Htereo sound. 

An intemal bay can accommodate a sec- 
ond hard drive or battery. An optional 
DVD drive can be substituted for the stan- 
dani CD-ROM 

The Armada 1700 comes with either a 
12 J 'inch or i3.3-inch TFT display. The 
lithium 'ion battery provides up to 2.5 
hours of use between charges, and an AC 
power supply is built in to the system so 
there is no need for an external battery 
diarger Price: $2,869 and up at retailers 
or direct from Compaq. 

Dell Inspiron 3200 

Inspiron is Dell Computer's line of note- 
books engineered for home and small- 
business users. The Inspiron 3200 models 
sport 233MHz and 266MHz Pentium II 
chips. 

Thev contain a wealth of features, in- 
chiding 64MB of memory, a 3,2GB or 4GB 
hard drive, and a 12.1 -inch or ISJ-iinch 
TFT display The floppy-disk and 24^peed 
CD-ROM cbives can be removed to accom- 
modate a second battery or hard drive. 

The Inspirons have tremendous multi- 
media capabilities, including lightning-fast 
128-bit graphics accelerators and stereo 
speakers. Some models include a 56-Kbps 
modem, and a combination modem/net- 
work-connection device is available as an 
option. Price; $L999 and up direct from 
Dell 

IBM ThinkP ad 380 

IBM's venerable ThinkPad line includes a 
new value-class notebook packed with 
computing features. ThinkPad 380b are 
available with a 2:i3MHz or 266MH2 Pen- 
tium 11 or a 166MHz, 233MHz, or 
266MHz Pentium MMX processor. 

Standard configu- 
rations feature 
16MB or 32MB of 
memory; a 3,2CB 
«IB,or5 lGB hani 
drive; a floppy-disk 
drive; and a 10- or 
24-spe€d CD-ROM 
drive. A 12.1-inch 
TFT display is 
standard on ail but 
the entry <ieve! sys- 
tem, which includes IBM ThinkPad 380 



a 12J-inch dual-scan screen. Retail price: 
$1339 and up. 



Lightweight 



Micron GoBook 

Micron s GoBtx>k is as usefiJ as it is li^t- 
weight. Weighing in at a mere 4.4 pounds 
and measuring just 1.3 inches thick, the 
GoBook comes with a choice of a 233MHz 
or 266MHz Pentium II or Pentium MMX 
processor; 32MB of memory; a 2.1GB hard 
drive; and a 12.1-inch TFT display 

In addition, the GoBook s media fea- 
tures are built in to the main system, in- 
cluding a 24-speed CD-ROM drive, stereo 
speakers. PC -card slots* and numerous 
ports for connecting devices such as a tele- 
vision or a stereo system, A 2.3-pound 
base that fits underneath the GoBook 
houses an additional lithium-ion battery 
that allows users to work 
up to 11 hours between 
battery charges. Price: 
$2,599 and up direct 
from Micron. 

NECVeraaSX 

The 4.8-pound 
Versa SX is 
available 
with a M 
233MHz ^ 
Pentium 

MMX or a 233MHz 
or 266MHz Pentium 
II processor; 32MB 
or more of memory; 

a 2.1GB hard drive: and a 13,3-inch or 
UJ-^inch TFT display 

Unlike many lightweight models, the 
Versa SX includes a bay that enables 




users to interchange a floppy-disk drive, 
an additional battery or hard drive, and a 
24-speed CD-ROM drive. All of this is 
packed into a frame that s just 1.3 inches 
thick. Retail pric^n £3,199 and up. 

Sony Vaio 505GX SuperSlim 

There's light, and then there's Son/s veiy 
light Vaio 505GX SuperSlim, weighing 
just 3 pounds. The SuperSlim is just 1 
inch thick, yet it includes a 266MH2 Pen- 
tium MMX processor, 32MB of memory, a 
2.1GB hard drive, and a 56-Kbps modem. 

It also includes a port that lets users 
connect a digital video recorder or other 
multimedia device. 

The SuperSlim does make some trade- 
offs to achieve its small size and weight. 
For example, its 10.4-inch TFT display 
and ^'nearly** full -si zed keyboard are 
smaller than those found on most note- 
books, and there is no built-in floppy 
drive » so users must connect an external 
drive when they need to use a diskette. 
Retail price: $2,699 and up. 



NEC Versa SX 



High Performance 



Apple FowerEook G3 

Apple loyalists have reason to cheer 
with the PowerBook G3. It*s built for 
speed with 233MHz, 250MHz, or 
292MHz PowerPC processors, all rated 
Oister than comparable Intel processors in 
industry tests. 
The PowerBook G3 includes 16MB to 
I 64MB of memory: a 2GB or 4GB hard 
I drive; and a 12.1 -inch dual -scan or 13.3- 
' inch or 14.1-inch TFT display. Also in- 
j eluded are an array of multimedia tools 
such as speakers and either a 20-speed 
CD-ROM or a DVD drive. 



For More Information 




Additional details about the computing products described in this report can be obtained 
by calling the phone numbers or visiting the World Wide Web sites listed below: 

Apple Compyter Inc*, 1-800-538-9696, mmmpiMe.mm 
CNF Ine*, 1-800-826-3462, wtrmcttfincamt 
Compaq Computer Corp^ l-^)-345-1518, ummicom;}KUiAmti/prt)dwt^niahlm 
DeU Computer Corp., l-8*K)-999 3355, / 
Gateway 2O00 Inc*, 1-800^164208, tnrr t orn 

Hewlett-Packard Co^ 1-800-3224772, wnwJi}mmtJmnnibo()k 
ffiM Corp-. l-8<K}-426-2968, mrmiJtJbuLcam. 
Micron Electronios Inc„ 1-800-776-4518, tmmiimimmf)i\mm 
Packard Bell NEC Inc., 1-888-86.^2669, mmatwatomtwH 
Port Inc., l-8IKj-242-3133, /fvc^n/xMa/m 

Sony Elc^'t ronics Inc,, 1 -888-53 T -76^1'^' ^ rm/}r 

TeleAdapt Inc., l'H77'KTi-3232, ^r;r 

Toshiba AmeHca Information 8yst«?ms Inr , ■^02, 



Lower shipping costs means 
more money for other things. 

Like profits. 




Get your free kit and save big over FedEx* and UPS^ 

It's foaded with everyihing you need to know to cut your shipping costs Ijy as much as 70%. 
Call 1-800-THE-USPS, ext. 1359 or fill out and mail in this form. 
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Apple PowerBook G3 



Accessories 



CNF theBug Dockijs^ Station 

Mcst manufactiirers sell devices kmwn as 
docking stations for conveniently attach- 
ing their notebooks to office peripherals 



The PowerBook GZ also 
oomes With a 56-Kbps modem 
and an Ethernet card for con* 
iiecting to a computer network. 
Betail price: $2,299 and up. 

Gateway Solo 9100 

When equipped with Gate- 
ways unique combination 
floppy-disLBVD drive, the 
9100 LS is an excellent 
though somewhat heavy 
notebook for those with 
high^nd multimedia needs. 

Powered by a 266MHz Pentium II 
prot^sson this configuration also features 
64MB of memory* a 6.4GB hard drive, a 
fast graphics accelerator, a 56-Kbp9 
modem, stereo sound, and a 14.1 -inch 
TFT display. 

lb simplify the process of attaching the 
8.6-pound notebook to multimedia and 
other peripherals, the S*jb 9100 includes 
an uncommonly wide variety of ports. 
Price: $3,599 direct from Gateway 2000. 

Hewl€tt^Paekard OnmlBook 4100 

HP's OmniBook 4100 combines slim size 
and premium computing power It's pow- 
ered by a Z3:iMH2 or 266MH2 Pentium II 
processor and features 32MB of memory, a 
4GB or 6.4GB hard drive, a floppy-disk 
drive, a 128-bit graphics atrelerator, and a 
13.3-inch or 14.1-inch TFT display 

The notebook's front-loading bay can 
house a 24*9peed CD-ROM drive, a second 
hard disk or lithium- ion battery, or an op- 
tional LS-120 SuperDisk drive, which can 
read and write to either standard L44MB 
or high-capacity 120MB diskettes. 

The OmniBook 4100 is only L4 inches 
thick and weighs only 5.8 pounds with the \ 
bay empty. Retail price: $3,499 and up. 

To«hibaTecra8000 

Built-to-order PCs are common among 
desktop manufecturers. Now, Toshiba has 
intitxltKied a line of custom-made busine^ 
notrfjocJcs, called TcOTa 8000. 

Each T&cra 8000 comes with a 233MHz 
or 266MHz Pentium II processor. From 
there, users can order 32MB or 64MB of 
raemoiy. a 4GB or 6.4GB hard drive» and 
a i2.1-ijich or 13.3-inch TFT display The 
system s bay can house an optional 24- 
speed CD-ROM or a DVD drive or an ad- 
ditional hard disk or batteiy. Retail price: 
$2,799 and up. 



such as a full-size monitor, a 
standard keyboard, a mouse, a 
printer, and even a scanner 
But they re not cheap, and if 
users change notebook brands 
or sometimes even models 
from the same manufacturer^ 
they have to change docking 
stations as well. 

Enter theBus, a docking 
station that connects to vir- 
tually any current-genera- 
tion notebook via the com- 
puter s industry- standard 
POcard slot. Retail price: $199. 



Port Leather Carr^dng Case 
Sure, you can carry your notebook in the 
no'frills case provided by the manufac- 
turer, but if you want to maintain a more 
upscale executive image, you might want 
to switch to a leather portfolio. 

One such case, from Port, is an elegant, 
black-leather model with two front buck- 
les secured by magnetic closures. It mea* 
aures 16.5 by 12.5 by S inches and fea- 



tures internal suspension to help prevent 
computer damage. Price: $225 from retail- 
ers or direct fivm Port. 

IblaAdapt TeleSwitch Plus 

Modems are analog devices; most hotel 
and office phone systems are digital You 
can negate the 
difference with 
the TeleSwitch 
Plus. 

Also included 
with the Tele- 
Switch, by Tble- 
Adapl Inc., is a 
device known as 
a modem saver, 
by IBM Corp. 
Plug it in to the 

wall jack ifeleAdapt TeleSwitcti Plus 

in your 

hotel room before hooking up your modem 
to learn whether the line a}ntains '*noise" 
that could damage your modem. Price: 
$170 from retailers or direct from 
TfeleAdapt 




Organizing 



Hand-heid computers md personal organizers are 
gaining in popularity as a result of their conven- 
ience, incrmsed power, and enhanced fea/ums- 



Sales of hand-held computers and per- 
sonal organizers are increasing. Why? 
Business users are realizing the value and 
convenience of maintaining business infor- 
mation and a^mmunicatton capabilities in 
a small, lightweight device. 

Such devices come in various shapes, 
sizes, and technical conftgurationa, rang- 
ing from small computers that resemble 
miniature notebook PCs to organizers 
aJled palm mmputers that allow users to 
enter information with a pen-like stylus. 
The devitres ui?uaily are priced at less than 
$1,(XM); some are priced below $400. 

Over the past year there have been in- 
novations in this category of products. 
Last fall, Microsofl introduced the second 
version of its Windows CE operating sys- 
tem for portable computens. Windows CE | 
2.0, which looks and functions a lot like 
Windows 95, supports ctilor displays, has 
improved communications capabilities, 
and runs software better than its prede- 
oeBsor does. 

Also, Windows CE supports Microsoft's 
PalmPC architecture, upon which many of 
the new hand-held devices are based. 
With their small rectangular displays and 
touch-screen interfaces, PalmPCs look 



much like the extremely popular Palm 
Pilot from 3Com Corp., which uses its own 
operating system. 

Other vendors have taken a different 
tack in addressing ttie hand -he Id market. 
Mitsubishi Electronics America Inc. and 
Tbshiba America Information Systems Inc. 
have introduced PCs that are larger than 
hand'heldB and smaller than notebook 
PCs. The advantage of these devices is 
that they are more like standard PCs, 
with Pentium proces^iorB, the Windows 95 
operating system, and the. ability to run 
standard PC software. 

This section looks at hand-hold PCs, in- 
cluding palm computers and keyboard- 
entry devices, and fill 1 -strength mini -note- 
book PCs. In addition, it includes a clever 
hand-held device for users who are com- 
puter-challenged. 



Palm PCs 



3C:oin Palm III 

The orig!n:il Palm Pilot jump-started the 
perBonal-organizer product category three 
years ago, Now» the third version of the 
categoiy-leading device is ready to accept 
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For the first time in tlie history of business. 
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3Com Paim ill 



the challenge of the 
Windows CE palm 
computers. 

The Palm HIls de^ 
Bigtied to help users 
stay connected by 
maintaimng contact 
information, organiz- 
ing data, and retriev- 
ing electronic mail 
and other messages. 
It can store up to 
6,000 addresses » 
1,500 memos, and 
200 e-mail messages in 2MB of memory. 
3Ck>m'8 handwriting-recognition software, 
Graffiti, allows users to write and store 
simple memos. 

An optional modem allows users to con- 
nect to the Internet to access e*mail and 
the World Wide Web. Retml price: $399. 

Casio Cassiopeia E-10 
One of the first palm-style Windows CE 
devices is Casio's Cassiopeia E-10, This 
pocket-size device has 4MB of memory 
and a slot for flash memory cards that en- 
able storage of large amounts of data. 

Its black-and-white display measures 
3.5 by 2.5 inches and is backlit for easy 
reading. 

Three application buttons on the finont of 
the case can be programmed to launch fre- 
quently used software applications. Users 
can also access applications by using a 
pen-stylus to touch icons that appear on 
tiiescreen> 

Ca^iopeia has a voice recorder that can 
record and play messages. Retail price: 
$309.95 

IBMWorkPad 

IBM s WorkPad personal origanizer, based 
cm 3Cdms Palm cx)mputing architecture, is 
loaded with featunB^; that make synchroniz- 
ing data between it and a computer easy. 
It also comes with a datebook, address 



book, memo pad, expense manager, 
and e-mail program. The WorkPad 
has a backlit black-and-white dis- 
play with four on-screen Ijuttons" 
that users touch to launch applica- 
tions. It also has three program- 
launch buttons built into the case. 

It comes with 2MB of memory for 
running programs and storing data. 
Betail price: $399 and up. 

PhUips Nino 300 

Philips follows its stylish Velo 
hand-held PC with a pdm version 
called Nino. Like the Velo. the Nino 300 
has a distinctive metallic appearance and 
distinctive computing features. 

Available in 4MB and 8MB versions, 
both running Windows CE 2.0, the Nino 
has a backlit black-and-white display and 
is longer than most palm devices. The 
added space is used to locate all the con- 
trol buttons conveniently along the de- 
vice's two sides. But even v^ith the addi- 
tional space, Nino weighs just 7.3 ounces. 
Nino also has an on-screen keyboard op- 
erated by pressing the ''keys'' with a sty- 
lus, and it has handwriting recognition 
for written input A clip-on 19.2-Kbps 
modem is standard on the 8MB ver- 
sion and is available as an option for 
the 4MB model Retail price: $400 
and up. 



Hand-Helds 



Hewiett^Packard 660LX 
HFs 660LX hand-held has PC- 
like computing capabilities, in- 
cluding a generous 32MB of 
memory for running applications and 
16MB of ROM ^ read-only memory^ for 
storing data. The device features a backlit 
color display a keyboards and a touch- 
screen for stylus entrv of data. 
It's also bundled With a 66-Kbps PC- 



For More Infonnation 



Additional details about the organizing pnoducts described in this report can be obtained 
by tilling the phone numbers or visiting the World Wide Web sites listed below: 



A.T Ctosb Co^ 1-800-510-9660, mmnn'im'pcg.com 
Camo Inc., l^i%8-204-7765, nwiinmiacom/eio 
Hewlett-Packard Co., 1.8<M>-322-4772, wmchjKmffJhaHdheld 
IBM Corp^ 1-800426-7255. E?ct. 475 L /<^fa<j/^^>H.cr/w///K'/wV«v)r/l7w// 
IXt Electronics Ine^ l-80()-243-<i<KX), it'nvakjjyfiemmLcom 

Mitsubishi Electronic*! America Inc, 1-888445-5250. nriimimit»iikiMin'mobiJl€,mni 
Philips Electronics SV, l-BBa-275 a356. ^ 
Sharp Electrf >nics Corp,, I -800*2374277 . / 

3Coni Vorp,. 1 -8^ K )-K8 1 -7256. irmt] fmhiL rttm 

Toshiba America Infonnation Systems Inc^ l'«88^98-7802, mmpiiimMbdami 



card modem. The HP 660U( runs under 
the Windows CE 2.0 operating system and 
includes '^pocket" versions of Microsoft*s 
Word. Excel, Internet Explorer, and Out- 
look software. Retail price: $999. 

tC Electronics Phenom Ultra 

An enlarged keyboard, wide display, and 
array of built-in communications and 
memory features make the Phenom Ultra 
an extremely useful business tool 

An S.5-inch color display makes it easy 
to use software programs, including 
^pocket** versions of Microsoft's Word, 
Excel, Internet Explorer, and Outlook. 

The keyboard is relatively wide, too, 
with fat keys that allow users to touch- 
type. Inside, the Phenom Ultra comes 
with a 33.6-Kbps modem, 16MB of mem- 
ory for running applications, and 12MB of 
ROM for storing data. Powering it all is a 
rechargeable lithium-ion battery. Retail 
price: ^99. 

Sharp Mobilon HC4600 

Sharp "i^ Mobilon has been beefed up with 
PC-like features, too. In addition to run- 
ning Windows CE 2.0, it has 16MB of 
memory, a 6.5-inch color display, a larger 
keyboard, and a 33.6-Kl3ps modem. 

The Mobilon includes 
standard Windows CE 
applications such as Mi- 
crosoft Word and Excel 
and software that en* 
ables the device to ac- 
cess company networks 
and run programs re- 
motely from a server 

The Mobilon is in- 
tended to be a multime- 
dia input tool as well. With the connection 
of an optional digital camera card, the Mo- 
bilon can be ust»d to take color pictures. 

The Mobilon also comes with image^it- 
ing software, a video player for playing 
back video clips, and software that links 
photas to contact information. Retail price: 



Mini-Notebooks 

Mitsubishi AMiTY CN Model 2 

Mini-notebooks make up a relatively new 
pnxluct cate^ry, hut cc^m petition is htvw* 
ing already. Mitsuhishis AMiTY CN was 
introduced last fall to challf?nge Toshihrj s 
Libretto, and it i-ecently was upgraded Ui 
be even more pfjwerful . 

The AMiTY CN Model 2 weighs 2.6 
pounds, and its H.4-inch color display is 
large enough to work comfortably on most 
word-processinj: and e-mail documents. 
Inside, the AMiTY CN is powered by a 
166MHz Pentium MMX processor and 
has 32MB of memory and a 2.1GB hard 




Sharp Mobilon HC-4600 
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drive- It rum Windows 95 and cfjmpatible 
software programs. 

The AMiTY CN comes with notebook 
PC features such as two PCn^rd slots and 
ports for connecting peripherals such as a 
printer or the external floppy-disk drive 
that comes with the aystem. Retail price: 

Tbshiba Ubretto lOOCT 

Ibsbiba's innovative Libretto wa^ the first 
to straddle the line between notebooks 
and hand-held PCs. The latest model, the 
lOOCT, weighs just under 2 pounds, but 
with a 166MHz Pentium MMK pnjcessor, 
32MB of memory, and a 2J GB hard drive, 
it compares favorably in capabilities with 
some entry*Ieve! notebc>ok s. 

Sure, the 6.1-inch color TFT display and 
scaled^down keyboard aren't notebook- 
size, but the Libretto does allow users to 
run Windows 95 and common PC applica- 
tions. The Ubretto aJso comes with stereo 
sound and a PC-card slot for a modem or 
an external floppy-disk drive. Retail price: 
$1,999. 



Accessories 




Crosii CrosePad 

Although most hand-held and palm com- 
puters permit the use of a stylus for enter- 
ing information and notes, for many peo- 



Cross CrossPad 

pie it remains easier to jot down notes on 
a paper notepad. If only they didn't keep 
losing thim padis. 

That's why pen manufacturer A. T. 
Cmm Co. teamed with IBM to develop 
the CrossPad, a hand held computer 
that works like a paper notepad. The 
CrossPad is essentially a standard 
paper tablet that rests on a digital 
notepad. Users write notes on the tablet 
^sing a digital pen that has a radio-fre- 
Suency transmitter. 

The pen sends signals to the digital 
'totepad, which can store up to 50 pages in 
wiemory. The digital nat«s can be trans- 
ferrtfd U) a PC and stored for referimce or 
cnnvort^^d U) computer tt*xL Rctiiil price: 
$399. 




Communicating 

Competition and technological advances have 
made wireless communications cheaper and 
more advanced than even 



Small-business people have discovered the 
advantages of wireless communications, 
^d never before have there been so many 
choices of both products and services. 

IVaditional analog service is giving way 
to more-advanced digital cellular service 
and personal communications services 
(PCSl Because of the widespread avail- 
ability of these new ta^hnologies, people in 
many markets can choose among numer- 
ous providers of various types of wireless 
services. 

Consequently, rates have gone down 
and flexible calling plans have emerged, 
often requiring no annual conb^ 

Moreover, digital cellular and PCS tech- 
nologies generally provide much-improved 
voice quality and additional services such 
as paging and voice and data messaging. 

Wireless phones have made remarkable 
advances as well. Both analog and digital 
phones are now available in lighUveight, 
pocket-size models, making them nearly 
as convenient to carry^ as a wallet 

Wireless phones have also added new 
capabilities. Digital phones have gained 
messaging capabilities— many allow 
users to send and receive e-mail and 
faxes and receive news feeds. Some ana- 
log phones use cellular digital packet 
data (CDPDl technology lo provide com- 
parable services. 

Not all data communication is wireless, 
though. Many users of notebook, hand- 
held, and palm computers still use basic 
PC-card modems tt) make calls over tradi- 
tional land-line phme networks. 

Most such modems now are compatible 
with the new "V.90'* modem standard, 
wNch enables data connections at speeds of 
up to 53 Kbps- And ISDN PC cards allow 
users to dial out at up \n 12^4 K}>ps over an 
ISDN Unk^grated services digital networi^J 
connection when one is available. 

In addition, there are PC cards that 
allow people to connect notebook PCs to 
their company's computer network, and 
there are combination modem -network 
cards that enable users to both dial out to 
the land-line phtme network and connect 
to a Itxal network orc^>mputers. 

The following phones, voice accesaorieB, 
and data products can help small-busine^ 
people communicatt* eflectively over wire- 
Ic^ and standard phone crmnections. 

Prices are not given for some of the 
phones and other devices described. This 
is because many service providers and 




Mttsubishi 
MobileAccess 120 



phone dealers provide these devices either 
free or at a deep discount to customers 
who sign up for services. 

Wireless Phones 

2V(it«iibishi MobtleAceeiifi 120 Phone 

Mitsubishi'!^ Mobil eAccass 120 phone is an 
analog c^ellular phone that provides users 
with e-mail and news feeds from the In- 
ternet through the nationwide PocketNet 
service of AT&T Wreless. 

PocketNet uses CDPD 
technology to connect the 
MobileAccess 120 to the 
Internet each time it s 
turned on. With a con- 
nection made, users can 
download e-mail and 
selected news feeds 
from a personalized 
Web page and syn- 
chronize data stored 
on their phone 
and Web page. 

The phone's 
standard battery provider* one hour of talk 
time and nine houi^ of standby time. Both 
voice and data functions are viewed on a 
four-line display and accessed through an 
easy menu system. In addition to e-mail 
and an address book, the PocketNet ser- 
vice provideij a calendar, a to-do list, a fax, 
and information feeds from Web sites 
such as ABC News and Bloomberg. 

Users sign up for PocketNet service 
through their local cellular provider Re- 
tail price for the Mobile Access 120 is 
$299. The monthly PocketNet data ser- 
vice fee is $29=99. 

Motorola i 1000 

The ilOOO provides multiple communi* 
cations options when activated onto a 
so-called iDEN network, such as the 
one operated by Nextel Communica- 
tions Inc. The options are text messag- 
ing » numeric paging, digital cellular 
voice calling, and private two-way radio 
communications. 

The latter option makes iDEN service 
popular among firms that have many 
employees scattered around a local 
area — in industries such as construction^ 
manufacturing, and real estate. 

The ilOOO is palm-size, weighs just 5 
ounces, and delivers up to 180 minutes of 
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Nokia 6190 



talk time or 60 hours of standby time be- 
tween chaises of its lithium-ion battery. 
Features include speakerphone operation, 
notice of incommg calls or pages via vi- 
bration, and caller ID. 

Nokia 8190 

The Nokia 6190 digital wire- 
less handset is light, conve- 
nient. and loaded with 
outstanding features. Com- 
patible with GSM-based 
(global system for mobile 
communications i PCS net- 
works, the 6190 weighs just 
5 ounces but provides up to 
five hours of talk time. 
GSM providers include 
AT&T Wireless. Bell- 
South Mobility, and Pa- 
cific Bell Mobile Services. 

The Nokia 6190 has a phone directory 
that stores up to 255 phone numbers and 
bUows users to oiiganize numbers into cat- 
egories- Users can send and receive short 
text messages, which are displayed on a 
large LCD screen. 

Quaicottiiti Dual-Mode Q Phone 

A big disadvantage of many digital wireless 
phones is that they don't work when the 
user has n^ed into an area that doesnt 
have compatible digital service. At such 
times, users wish they still had their ana- 
log cellular phones. Qualcomm addresses 
that problem with its dual-mode Q phone, 
which allows users to tap into both 
digital and analog cellular net- 

IhB Q phone is palm-size 
and is ctympatible with 
800MHz CDMAfcode 
division multiple ac- 
cess) digital cellular 
networks — offered by 
companies such 

as AirTouch Cel- Qualcomm Q Phone 



lular, Ameritech, Bell Atlantic Mobile, and 
Sprint PCS--and standani analog cellular 
networks, allowing users to roam between 
different networks without losing calls. 

The Q phone allows users to answer 
calls by simply opening the phone and 
talking. Incoming calls' numbers are dis- 
played on the phone's four-line LCD 
screen. 

The Q phone also features an auto-an- 
swer mode that screens incoming calls 
and rings through only those numbers 
that have been selected by the user. The 
LCD allows users to receive messages and 
alerts them when they have voice mail. 
Retail price: $199. 

Sony CM^ZXOO 

The smaller4han-palm-size, 5.3-ounce 
CM-ZlOO, which features a flip-down mi- 
crophone arm, is as attention-getting as it 
ftmctional. And despite its petite this 
phone is easy to operate using a dial to se- 
lect menu options and frequently called 
numbers. 

Compatible with CDMA-based PCS net- 
works, the CM-ZlOO's lithium-ion battery 
provides 2.5 hours of talk time and 24 
hours of standby time per charge. Users 
are alerted to incoming calls b>^ any of five 
distinctive rings or by vibration. Retail 
price: $199. 



PC Cards 




Psion Dacum Gold Card Net Global 
56K + Fax 10 Mb Ethernet 

Notebook PC users often need to be able 
to both dial out to remote networks 
such as the Internet and connect to 
their ofTice computer network. For 
those* without a built-in modem or net- 
work-connection device, that net»d often re- 
quires them to carr>^ separate modem and 
Ethernet PC cards. Psion solves that prob- 
lem by aimbining modem and Ethernet ca- 



For More Information 

Additional details about the communications pmduct^^ described in this report can be ob- 
tained by calling the phom^ numbei^ or visiting the World Wide Web sites listed below: 

AT&T Wirele^w, 14^W^-32*^2288. ivmmathmcont 

mmunications Ine, (408) 730-5900, 

(I 

Motorola h\c^ l-HtMM53-0920, immamotim^fLConi/idm 

Nokia hie*, l-80*)-6t>*^-""'! > ■ > 'ofcia.com 

Psion Daram Inc*, ' U tvmtifmmijdmoffLmm. 

Qualcomm Inc^ 14^mk/ ■l;-j-4 1^:^. 

Sony Electronicfi Imf^ 1 -800-57^ / 

Uniden Multimedia Corp*, 1 , mva:tAnideiLami 

Xircom Inc^ 14*00-438-4526, 




pabilities into one card. Its Gold Card pro- 
vides up to 56-Kbps data transmission over 
modem connections. When connected di- 
rectly to a local net- 
work, it can trans- 
fer data at 10 
megabits per 
sectmd 
iMbps). 

Moreover, 
the Gold Card 
can be used with 
ISDN ser- 
vice by up- Psion Daoom Gold Card 
dating the 

card's internal software. It can be used in 
tandem with a wireless phone over GSM 
digital networks, also by updating the in- 
ternal software. In short, the Gold Card 
can do it all Retail price: $269. 

Uniden Data 2000 

Uniden's Data 2000 is a wireless PC-card 
modem that allows users to send and re- 
ceive data over analog cellular networks 
using their notebook or portable PC. Un- 
like many modems that require users to 
connect to a cellular phone, the Data 2000 
has a built-in cellular ;mtenna that allows 
it to connect calls through the user's cellu- 
lar pm%ider 

Users merely have to dial the intended 
number using their PC*s modem si^ftware 
as they would with a standard wire-line 
modem. 

The Data 2000 transfers data at 19.2 
Klips using CDPD technology. It runs on 
its own alkaline or nickel-cadmium bat- 
tery, so it doesn't drain power from the 
user's PC. Retail price: $399 

Xircom RealPort Ethernet 10/100 ♦ 

Modem 56 

This PC card combines high-speed net* 
working and modem functions in one 
sleek package. The RealPort integrated 
PC card provides both standard and fast 
Ethernet access «t up to 100 Mhpri, as well 
as 56-Kbps modem omnections. 

The card looks like a miniature ver- 
sion of the external modems used with 
many desktop computers. It has sepa- 
rate jacks for plugging in Ethernet and 
telephone lines, and it fits in the larger 
Type III PC-card connection found in 
mast n()teb{K)k PCs. 

llie RealPort card has been designed to 
make it easy for users to switch between 
modem and network functions. It can be 
plugged in to a PC when users need it 
without requiring them to reboot their 
computers. 

In addition to its standard data features, 
the Rt^alPort am work with GSM PCS d^- 
tal and analog cellular phones to make 
data connections wirelesaly Itetail price: 
$399. li 
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A kx)k at what might be 
fmmhimiq's next ''Magyiifi- 
cent Seven ' reveaJji imights 
that coidd be helpfid to any 
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Everybody knows aboy t the legendary 
f ra rich i se com pa a i e b—M c Don al d b » 
RE/MAX. Wendy's, and Maaco, for 
example. 

But which currently little-known fran- 
chisors have the concept, vision, talent, en- 
thusiasm, and ability to be legends five, 
10, or 20 years from now? 

NaUtm'a Hminms, after conRult- 
ing with officials of franchise orga- 
nizattoHB and others in the field, 
talked with seven franchisors who 
the experts say just might fit the 
bill. Here is a look at where the 
seven came from and where they 
intend to go. 

Of course, only time will tell 
whether their optimism is well- 
founded. But the ideas behind 
these entrepreneurs' companies, 
and the lessons learned along the 
way, can help other business own- 
ers in their endeavors. 



^f 8 quality ingredients, aH natural, and | 
it's put together in front of the customers i 
as they work down the line^ buffet-style, 
Rink adds, and there are no "mystery 
meats" or other unwelcome surprtsea* 
''Ours is grilled, skinless chicken breasts 
and clean p charbroiled steak. It's gua- 



Desen Moon Cafe 

Kevin Rink was thinking of th(^ 
Sonoran-style Mexican cuisine pop- 
ular in the Southwest when ht^ 
started his first Efesert Moon Cafe 
in Chappaqua, N.Y., in 1991. He 
says he was "^inspired by the qual- 
ity fixjd (jf the stret*t-food operaU>rH 
in the Tucson I Ariz. 1 area — what 
We call Southwestern food, for sim 
plidtys sake.** 

Rink put his first Desert Moon 
Cafes in mall food courts, and he is 
expanding to street^access IcKrations 
in New York, New Jen^ey, and C-on- 
niecticut. He owns all four of the 
cafes now open, and the company 
is franchising along the Eastern 
Seaboard, with loc^tioas planned in Mass- f 
adniaetts, Maryland, and Rliode Island. 

"Most Americans think of quick -service 
Mexican food m giound meat in deep-fried 
hard-shell tarns, which is poor food qual- 
ity,'' he says. "But our background is up- 
scale, fijli%servici?, fine dining. We sent our 
chef, Kevin Sullivan, a graduate ofihe 
Culinary Institute of America and fijrmer 
I^d chef at some of the lop*mled reiilau- 
T^nts in the New York City area, to Ari- 
zona. He spent some time out there and 
came back and put together our menu, 
which just has tremendous flavor 
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camole fresh at least a couple of times a 
day fmm ICK) percent California avocados 
The fresh flavor just comes through.** 

Southwestern food has a muHiculturaJ 
history hundreds of years old, Rink says. 
Its main influences were the Pueblo Indi- 
ans, who i^w com, beans, and squash; 
the Spanish, who introduced tropical 
fruits and beef carried with them acrtjss 
the ocean; and Anglos as well as other 



non-Hispanic peoples, many of European 
badcgKJund, who went down the Santa Fe 
Trail, bringing the cultural diversity of 
their forebears, "The result,"* says Rink, 
a food that is expressive, simple in spirit, 
and lull of flavor '' 
The average meal tab is about $6, he 

says, **but our customers are not 

just looking at the price. They're 
looking at value for their dollar 
They're looking for something th^ 
can feel gtK>d about eating that is 
going to taste good. 

"And our places are real cod. We 
focus on colors like purple and teal 
and orange to give them a real 
Southwestern feeL Our logos are 
the coyote and the cactas, and our 
disht*s have names that are charac- 
teristic of the Southwest, like Sono- 
ran Crisps and Coyote Moons-" 

Rink believes that the food and 
design of the Desert Moon Cafes 
will help sustain the restaurants 
as mi>rt* than just a 1990s fad, 

ConsumefCasket USA 

James St. George, president of 
ConsumerCasket USA, based in 
Erie, Pa., is a fifth -generation fu- 
neral directcjr who decided that fu- 
nerals were costing Um* much and 
did something about it 

•*! really wasn't comfortable in 
the structure of the traditional fu- 
neral home, primarily because of 
the pricing " he says. 

In 1994, tlie Federal TVade Com- 
mission adopted rules for the fu- 
neral industry that made it much 
easier for people arranging a fu- 
neral to purchase a casket some- 
where other than the funeral home. The 
rules prohibit any kind of penalty, ban* 
dling fee, or other means of discouraging 
purchases of caskets elsewhere. 

**I had heard about this new concept of 
selling caskets and funeral merchandise 
directly to consumers, so I set out on a 
monthlong sojourn to find out about cas- 
ket stores and what it was all about," 
recalls St, George, ""l ended up visiting a 
number of them in Tennessee, Tfexas, Cali- 
ffimia, and Ari;&t>na, and to tell the truth, I 
didnt like any of them . 
*They either were in a warehouse or 
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Zn addition to the two stores owned by 
the company, there are six franchises 
□pen, contracts for nine more, and a plan 
to develop 50 franchises in the Midwest. 
"We doubled our business from last year 
to this year, and because our customers 
made it possible to do this, we have low- 
ered our prices again " St George says. 

The firm^s top-of-the*line aolid-bron^e 
casket, which sold for $3,895 two years 
ago and $3,695 last year, is now $3,495, 
St, Geoiige says it would sell for $7,000 to 
$8,000 at a typical funeral home, and he 
adds that he recently saw a comparable 
casket in Seattle that was priced at more 
than $21,000. 

The company seUs products through its 
stores, through its catalog, and over the 
Internet. 

The catalog and the Intemet have been 
phenomenal for us," says St. George. *We 
mil hundreds of units that way When 
units are sold in areas where we have 
franchises, those sales are referred to the 
nearest franchise owner, 

"We have been very careful to make 
sure that our approach to franchising is 
very supportive," he says. "We designed 
our system to make sure that the dollars 
go through the franchise system as much 
as possible to enable the franchise 




they had retail space but hadn't done any- 
thing with it, or the sign was poor, or the 
product was lousy" One place, he says, 
had caskets aHiting on cinder blocks. 

This was not what St. George had in 
mind, and it's not the way ConsumerCas- 
ket operates. 

After St, George returned from his trip, 
he and Robert Naylor, co-founder and now 
company vice president for operations, 
started a storefront operation in Erie in 
1995 under the name Consumer Casket 
Sal^ 

•We met with such an overwhelmingly 
positive response from consumers that 
people started c^ling us for advice on how 
to open their own stores or make their 
stores better,* he says. "We decided we 
should capitalize on this, but we weren't 
capitalized to open a lot of company stores, 
and we didn't want to be a dealen^hip or a 
business opportunity because that's not re- 
ally healthy for anybody, in our opinion.'' 

So they studied franchising, decided 
that was the way to go, and hired a lead- 
ing law firm in the franchising industry, 
Rudnick and Wolfe in Washington, D.C. 
The result was the creation of a sub- 
sidiary, ConsumerCasket USA Franchis- 
ing Systems Corp., which started franchis- 
ing 1^ year. 
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Not only is (aoi^King at the top of (He commercial cleaning inciuslry, weVe 
also one of the most exciting and fastest growing franchise opportunities. 

Comislenlly riinkpd the number one franchisor in our industry, Jani<Kin)^ 
offer* a complete program with guaranteed iniibl busiriess and ongom^ 
training and support, jani>King is a solid business investment. 

With 2S years in Ihe cleaning induflry, we offer specialised and affordable 
cleaning solutions for more than 30,000 clients worldwide. |ani- King's 
expertise, coupled with local support and a dedicated business owner, ervsure^ the 
performance you ei^pect and the service you deserve- 
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The Barbers, Halrstyllns For 
Men & Women 

Joseph Francis **had a classic 
entrepreneurial personality," 
says his widow, Florence Fran- 
cis. ^'He never stopped launch- 
ing new projects and was never 
satisfied" 

Florence Francis, chairman of 
the company her husband 
founded in 1963, The Barbers, 
Hairstyling for Men & Women, 
Inc., says her late hysband 
started in the business as a 
shoeshine boy at a St. Paul, 
Minn,, barber school, became a 
licensed barber at 17, and 
opened a oneK:hair shop at 24. 

When Joseph Francis died in 
1994, his Minneapolis-based firm was well 
on its way to beini? the international firan* 
chistng preseiu'e it is today. 

His aim was to establish training and 
education to develop careers for entrepre- 
neurs, says Florence Francis, so he cre- 
ated programs, seminars, and training for- 
mats for the continuing education of his 
franchisees and their employee. 
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The first franchised store in The Bar- 
bers chain opened in Duluth, Minn., in 
1970. The company now has 967 stor^— 



all but 26 franchised— in 43 states and in 
MejQco, France, and Russia. 

The Barbers salons operate 
under the names of Cost Cut- 
ters, Family Haircut Store, City 
Luoks. The Hair Performer, and 
We Care Hair as well as The 
Barbers, 

The company's presence in 
Russia dates to 1992, when 
Joseph Francis was there with 
an International Franchising 
Association trade mission. He 
was contacted by former offi- 
cials of the country's health de- 
partment, whose responsibili- 
ties had included the beauty 
industn'. They wanted a private 
American firm to open in 
Moscow, and Francis jwm^ at 
the chance to establish a joint- 
venture agreement. 
He also entered into a master franchisee 
agreement with a group of salon operators 
in a suburt) of Paris, and now there are sa- 
lons throughout France. In addition, The 
Barbers "opened our secmd store in Mex- 
ico in July;" Florence Francis says. 

The company finished it« third quarter, 
at the end of June, "with a 38 percent in- 
creaae"" over the third quarter of 1997» says 
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Francis. And m for the future, she 
adds: "We believe we will grow just 
as rapidly as we have been. During 
the last five years, we have added 
an average of 86 new salons each 
year, 

*'But we don't just open salons. 
We carefully choose locations to 
make sure that they are going to 
be successfy. We have a wonderful 
success rate that we believe we can 
continue" 

Francis gives full credit to the 
franchisees for the company's 
gmwth. 

"Our franchisees are expanding 
rapidly," she says. "They are the 
ones prDducing a majority of our 
growth. The/re doing well and are 
adding new storea*" 

Glamour Shots 

Jack Counts was looking for an- 
other photographic niche when he 
started Glamour Shots in 1988. 
Counts got into photography as a 

student at the University of Okla- 

ho ma tn the late 1960s. He would 
take pictures at fraternity parties, have 
them developed, and sell them to the fra- 
ternity members. He then started his own 
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photo lab, Party Pics. 

In 1972 he started another photo lab, 
Candid Color Systems, which worked with 



independent photographers. He ex- 
panded his party photography but 
soon found that was a rather sea- 
sonal business. So he branched out 
into high-school and college gradu- 
ations and, later, into sporting 
events such as mai'athons and lOK 

JTJJIS. 

Then he got the idea for Glamour 
Shots. "We had been in the photog- 
iiiphy businesa for a long time with 
Candid Color Systems, and were 
dealing with photographers all 
over the country in a lot of special- 
ised markets," he says. *We had al- 
ways tried to look at different 
niches to differentiate ourselves 
from what other people did. We 
were interested in finding a w^ay to 
get into the portrait segment of the 
phott^phic business. 

*We saw that if we could create a 
special event for a woman, where a 
woman could have a really positive 
experience, we would difl'erentiata 
ourselves firom others." 

The company's tai^et market is 

females finom 12 to 49, Counts says, 
**What we do is provide a wardrobe, 
makeup, hairstyling, specialized lighting, 
and background sets " he says. ""We do 
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Indoor Air Quality^ 
Franchise Opportunities 

With respiratory illnesses increasing 
daily in the U.S. Environmental 
Indoor Air Quality is a primary 
concern in homes & offices, even 
schools. We are seeking motivated 
entrepreneurs to join our worldwide 
network of Steomatfc franchises. 
Get an up close look at o St eo mafic 
franchise todayl 
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that at a price a majority of women can af- 
ford, whereas previously that kind of thing 
had always b^n done at a very, very high 
price." 

He adds: "This is not just about selling a 
picture. It is an experience. When they 
come in, they get pampered. We help them 
to look their best, and they fmd it an yp- 
liftinj^ experience. 

"We have a slogan, *We bring out your 
best in pictures.' We do eveiything we can 
t^j make that woman look great t^fore we 
take the picture " 

Glamour Shots began franchising in the 
early 1990s, and now there are alxjut 175 
stores. Counts owns or has an interest in 
about half of them* and the others are 
Owned by franchisees. 

The newest Glamour Shots stores fea- 
ture what Counts calls ''a revolutionary^ 
new studio^ It is octagonal, with a camera 
in the middle and eight movielike sets 
around the edge. 

"Someone could select having pictures 
taken next to a waterfall with running 
water or in a den or study with a fireplace 
and leather chairs," Counts says. "We have 
some giant backgrounds. One truly ap- 
pears like a beach.' 

The company is starting to use digital 
technology for retouching and other jobs, 



ranchlsing 



and it will colorize black-and-white pic- 
tunes. 

With the new technology and the new 
studios, Counts says he will continue to do 
well in what he calls a very competitive 
marketplace. 
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The ResetUers 

It was nearly 20 years ago that Joan 
Needham noticed that many older people 
moving from their homes into the smaller 
quarters of retirement and nursing homes 
faced an unforeseen need — disposing of 
many of the goods accumulated over a life- 
time. 

Tb help older people facing that circum- 
stance. Needham 
started The Reset- 
tiers in 1981. 

These people mov- 
ing into retirement 
centers in the area 
were arriving with 
too many things and 
a mountain of l^oxes " 
^^^^^^^^^^^^ says. "Some of 
■S^^l^^^^^^l them were physically 
» ^^^^^^^^B able to handle it, but 
^^^^J others just didn't 
even know where to 

^^^H "The basic probiem 
^^^^B is that when youVe 
I jfl^^P lrx)king at 50 years of 

IkMMttSM^^^H accumulation, it can 
be overwhelming. We 
can be a friend at the 
other end of the tele- 



A Franchise Opportunity Thats 

A Cut Above... 

The highest ranked value priced hair care 
franchise by Success magazine. EcaoctliSfi 
Times, and Income Qppqrtunittes in their 
recent ranking of top franchises nationwide, 
Cost Cotters*^ Family Hair Care is seeking 
equality franchisees nationwide for multiple 
store de velopmen t oppo rtun iti es . Pri me 
territories are stiil available in most regions. 

Write Of call us lo find out why our owners 
h^ped us achieve the honor of being the 
#2 franchise in ihe Country, based on 
owner satisfaction ( Franchise Times 
November 1 907), and how you can be a 
part of the franchise team that's 'a cut 
above!" 

For more information calf 
1-800-858-2266 

300 (ndustnal Boulevard. N.E^ 
Minneapolis. MN 55413 

COSTCUTTEUr 

(FAMILY HAIR care) 
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phone whom they can caD if 
thfiy are overwhelmed, and 
wel guide them through^ 

Needham s finii, based in 
Centreville, DeL, began 
with services for "basically 
unpacldng and resettling" 
clients, she says. *^en. 
we got into it, we found 
they had a need to get rid of 
all their excess items. This 
seemed to be a major prob- 
lem, so we got into the re- 
tail part.** 

The Resettles now ofFers 
clients consignment sales, 
in which items are put on 
sale at one of the company's 
three retail locations, and 
tag sales, in which a house's 
items are sold on the 
premises, with unsold items 
later removed to one of the 
retail locations. Chents also 

can arrange with The Re- 

settlers for an estate pur- 
chase, in which the entire lot is bought 
out. and for appraisals of antiques, art, 
and ftimiture. 

*There are enough of us that have ex- 
pertise in different fields — such as glasa. 
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silver, and art— that when we get our 
heads together, we have a feel for the re- 
tail market," Needham says, '^e make up 
a cross section in sharing opinions and 
ideas. We all have different interests and 



read different things, lt*s that input that 
makes us good/ 

The Resettlers offers a complete service 
for those moving from a larger home to 
smaller quarters. Although most of the 
firm's customers have been elderly it of- 
fers its services to anyone. The company 
will pack belongings, amnge for storage 
or mo\ing, unpack at the new residence, 
sell excess property appraise items, and 
clean out the old residence for the new oc* 
cupant. 

In the early 1980s, the company was 
handling only a few moves a month. Since 
the company has grown, largely through 
word of mouth in Delaware and south- 
eastern Pennsylvania, the number has 
risen to the hundi"eds. 

**There is a real demand for our ser- 
vices," says Needham. "In fact, people get 
quite upset when we can't work in New 
Jersey, where weVe not licensed." 

The company has retail stores in Cen- 
tre viile— the firm's corporate headquar- 
ters—and in Wilmington, Del,, and 
Lafayette Hill, Pa., and it is moving into 
fi-anchising, "^We tested the waters a little 
last year,** Needham says, to make sure 
that The Resettlers concept as a franchise 
**is something that would interest people." 
It does, she says. 
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The company has a fmnchising page on 
its Internet site iimmimefilemsmtil, and 
Needham says the interest, particulai'ly in 
Maryland and Pennsylvania, has been 
strong. ''We will aggressively market the 
concept this fall.'' 

Kitchen Solvers 

Gerald Baldner, who left a career as a col- 
lege teacher to open his own business in 
1982, is president of Kitchen Solvers, a 
cabinet-refadng company 

"I was a social worker, with a master's 
d&gFee in psychiatric sodal work, teadiii^ 
at a small private college in La Crosse, 
Wis., but I always knew I wanted to own 
my own business someday Only I wasn't 
sure what," he says, "I came across the 
concept of cabinet refacing,'* he recalls, "It 
was appealing to me because it made so 
much sense- 1 just knew it would work if it 
were done rigiit, 

"We started out of our home in May of 
1982, and we had almost immediate sue* 
cess* We put fliers in some papers, 
brochures in beauty shops, and sent kids 
around the neighborhood with fliers. We 
did so well that we opened up a smalt 
storefront five months later, and now we re 
into our third showroom, each one beini: 



^'In 1984, we wanted to expand our ba^^i- 
ness, but at the same time we didn't reall> 
want to have a lot of other employees or 
satellite offices,"" He knew little about fran* 
chising, he says, so he did some homework 
and decided it would be a good way to grow. 
Later that year he started franchising. 

knew that if we were going to be sue- 
cessfijl we would need a good-qualify prod- 
uct," he says- "So at the same time, 1 
started a cabinet'door-manufacturing 
company for our business. It got so big 
that 1 later sold it to two partners I had 
taken on,** 

That ct)mpimy i.^ one of six approved ven- 
dors that Kitchen Solvers franchisees are 
required to use- If a franchisee ftnds other 
vendors able U) meet company standards. 
Baldner is willing to check them out and 
add them to the list. 

In addition to having a quality product, 
Baldner says, he realized that he needed 
quality employees, but he was having 
trouble finding them. **We just became 
frustrated with some of the people we 
hired,** he reodk, "It seemed that the per- 
son we interviewed was not the person 
whii showed up for work. 

"So in 1B89, 1 sUirted doing something I 
Was told you are not suppi>sed to do — I 
started hiring friends, people whose val- 
pea and morals ! knew. 1 knew how they 
interacted with people, so 1 didn*t have 
^y surprise's when they came to work. I 
believe that it is easier to teach somebody 
a skill than a personality.'* 



ranchlslin 

The kitchen industry has changed in 
the past five to 10 years, Baldner sayst 
There are more people wanting to update 
their kitchens more often. 

Kitchen Solvers, which has refaced 
more than 10»000 kitchens, has grown to 
72 franchises in 22 states. 

Baldner is buying Kitchen Wi^ard8, a 
Waco, Texas, company that has 20 fran- 
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chisees. He*s also buying that company's 
cabinet-recoloring technology so that 
Kitchen Solvers franchisees can offer their 
customers a less expensive aitemative. 

^'WeVe very excited about adding a 
whole new dimension to our business,'' 
says Baldner 

ProFontia 

tjix^g Muzzillo started PrrjForma, his 
Cleveland company, he knew he had fig- 
ured out a way for husinesses to simplify 
their purchases of custom printed and pro- 
motional pnr>diJd.s while saving money. 

"1 gfjt tnU* this business in 1978 beciiuse 
a budd)^ of mine was in the field but was 
working for a comjBny run by a pretty ter- 
rible guy/ recalls Muzzillo, ProForma's 
CEO. **! knew accounting and he knew 
sate and marketing, and we saw distribu- 
tion of printed matter as the kind of busi- 
ness two young people could start with a 
phone-answering machine in an apart- 
ment. 

**We sent out some nice letters to a few 
manufactyring plants asking if they would 
give us some credit, and when they sand 
they would, we each put in $100, bought 



some business cards and a letterhead, and 
away we went.'* 

By 1982, sales had exceeded $1 milUoa 
In 1985, the company was recognized as 
the national Small Business of the Year by 
the U.S. Small Business Administration, 
Muzzillo says. 

He started franchising in 1986 and 
moved into Canada in 1991. 

^Our customers can eliminate three, 
four, maybe five vendors by using our ser- 
vices " he says. "Our firanchisees have the 
ability to offer them 
a wide array of busi- 
ness, stationery, and 
imprinted advertis- 
ing specialties.* 

ProForma's pro- 
motional materials 
point out that com- 
panies used to have 
enough time and 
staff members to 
complete projects of 
any size without 
snags or stress. 
Now, however, with 
downsizing and the 
move toward leaner 
organizations, corn- 
pan ies must do 
more with lower 
budgets, smaller 
staffs, and leas time, 
**At ProForma, 
our job is to help by 
providing intelligent 
solutions that pro- 
duce graphic results 
with a lot less stress,'' the company says. 
*^e offer the broadest line of products and 
support services available today, backed 
by a thoroughly trained and exprienced 
team of sales and service professionals." 

Says Muzzillo; "The second advantage 
we offer is value. Because we are in excess 
of a $100 million organization, manufac- 
turers offer our franchise owners and their 
customers the best value possible, which 
includes price, quality, and service." 

Most, of ProForma's competitors are far 
smaller companies that can*t meet the 
prices ProForma gets from manufacturers 
"^who bend over backward for us and our 
customers," Muzzillo says. 

Among the products carried by Pro- 
Forma are embroidered clothing, multi- 
color bnxhures, pfjsters, printed and etec- 
tmnic catalogs, checks, labels, CD-ROM 
communications, and inventory-manage- 
ment programs. 

As of midyear, the company had 308 
stores owned and opcrrated by 255 fran- 
chise owners throughout the United 
States and Canada. Muzzillo says he ex- 
pects the ct>mpanv to hit $1 billion in sake 
by2O0L ' It 
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Family Business 



Locating expetts arid wsomves; avoiding the appeamim of 
famritmn; anointing a leaden 



OBSERVATIONS 



Where To Find What You Need 



By Sharon Neltofi 

From time to time, I get calls from 
readers who want referrals to coniiul- 
tants mho can help them with fam- 
ity*buHinesB probiem^s, I iLsually refer 
them to the Family Firm Institute in 
Boston, at (617) 7894200. 

The FFI offers a free Directory qf Speak- 
en it* CoHmfftatd^^ both in print and at its 
World Wide Web site, immiffijmj. ListingB 
are paid for by consultants who want to be 
in the directory: it is not a complete list of 
FFI members, who include therapists, ac- 
countants, lawyers^ and various profession- 
als sening family firms. fFor the record: I 
am on the FFFs board of dii-ectoiBj 

When i^eaders call me, I alao sugg)est that 
they call any of the family-busineas forums 
or centers in their area; most are based at 
ODlfeg^ or universities. Again, you can find 
the educational centei^ nearest you by cbB.- 
ing the FFJ or visiting its Web site, 

C4)mments And C^innecUons 

The FFFs Web site, as you may have no- 
ticed, now lets you comment on the Nn- 
timt^BmineM Case Study In other words, 



PLANNING 



if you don't agree with the experts* re- 
spQUBes to a family-business dOemma, you 
can offer your own solution— cjr just com- 
plain, if you like! As the note accompany- 
ing this month s Case Study on Page 70 
mentions, you can access the Case Study 
directly at HV'uiJfLmyfJonimiihtmL 

Moreover, the FFFs Web site has links 
to other family-business sites and gives 
top ratings to the following: 

■ immiishLedifJeweb is eWeb, an entre- 
preneurship-education site at St. Louis 
University. 

■ itmmifamhiz^covu a site operated by 
NetMarquee Inc, in Needham, Mass,, of- 
fei*s links to some university family-busi- 
ness Web sites, 

■ fnemfa mHybHsi neHu, ovHf.edu i s the 
Austin Family Business Program at Ore- 
gon State University. 

■ mmjirlhinxindersenxom/c^ is the 
Arthur Andersen Center for Family Busi* 
nms. 

M mmifbrhicmm is put together by the 
Family Business Roundtabie, a consulting 
group in Phoenix. 



Resolving Conflicts Of Interest 



Bjf Jdm L Ward and E Phillip Sidmli 

A conflict of interest, as defined by 
Webi^ter"!^ New Cfdlegiate Didkiiiartf, 
is **a conflict, between the private in- 
terests and the official responsibili- 
ties of a person in a position of trust," 
When individuals' private interests are as 
tightly interwoven as those found in suc- 
ce&sM family businesses, conflicts of inter- 
est are commwi and virtually inevitable. 

Consider some of the situations that fre* 
quently confront business^wning families: 

■ ''My sister is a private pilot Should 
we hire her to fly us on sales trips?" 

■ ^'My wife*s best friend, an entrepre- 
neur, asked her for a special introduction to 
the company's pujrhasing manager Should 



I call down there and encourage an ap- 
pointment?" 

■ '^My unde's 8on4n-law is a contractor 
Should we hire him to expand the parking 
lot?" 

■ **My son is starting his own business. 
Should we use his product as a sales-pro* 
motion item?" 

■ **My nephews husines.^ muld really u.**e 
some capital. Should we invest in his firm?' 

■ "My daughter is moving into a new 
apartment. She want^ to borrow the com- 
pany truck. Should we let her?^ 

Us not surprising that real or perceived 
ajnflicljii of interest can lead to painful and 
emotional family battles. How do you 



Two books of interest to family-business 
owners have cro^ised my desk recently. 

One is KnfTffprenmrkil Cmiplm: Mnkmg 
a Work at Work am! at Home (Davies- 
Black Publishing, $26.95 by Kathy Mar- 
shack, a Vancouver, Wash.» psychothera- 
pist specializing in family businesses and 
wjuples in business together 

The other is GtMxf Onnpanff (ktrmg cu^ 
F tercel if m Yfiu Comjiete (Addison Wesley 
$25 by Hal F Rosenbiuth and Diane Mc- 
Ferrin Peters. 

As the fourth-generation CEO of Rosen- 
bluth International a global travei-ser- 
vices Hrm based in Philadelphia, Hal 
Rosenbluth has taken his family firm fttjm 
$20 million in annual sales in 1974 to 
nearly $4 billion today 

In this, their second book» he and Pe- 
ters, a former communjcations executive 
for the firm, emphasize that companies 
have an obligation to have a positive effect 
on their employees. 

That's obviously a philosophy that has 
worked for Rosenbluth, ■ 




Miktf L WunL fefi h the Rnl^^i Mnrrjtta 
Pivfemtr ofFrimfc KHterprme at iMffoki 
(htirersUft ('hirtiga f* Phillip Sidm*ti ii^ an 
Afhtiita-haHed primif}(if in the Family 
I HtisinesH (hmifltimf (irtmp in Marietta, 
I Ga. Vitpif right «' the Familff Hminem 
I CtmHnltittgGmufi, Inc. 
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manage conflict of interest and the family 
disagreements that can ensue? 

Jusi Say Na 

Hie siinplti answer in all of these situations 
is *'no," and it is a valuable answer for 
many reasons. Family dealing can demoti- 
vate employees if it makes them wonder 
whether they are working for a business or 
a family- welfare agency Some eniployees 
seek the same favors: They have a brother 
whos a pilot or a son who oouid make good 
use of One truck next weekend. 

Engag^ing in such _ 
arrangements dam- 
ans the credibility of 
the company's com- 
pensation plan. Are 
family members and 
employees really re- 
warded on merit, or 
are other business 
practices used to 
shore up family 
members' incomes? 

What happens 
when a family mem- 
ber who ifi a supplier 
fails to perform as ex- 
pected? And what if 
two in-laws are busi- 
ness lawyers? Which 
one do you choose? 

Often, potential 
nonfamily suppliers 
and customers wB be 
wary of a firm with a web of intrafamily 
business dealings. If the family business 
ever seeks to go public tw bring in a finan- 
cial partner, any business reiation.^hjp with 
outside family members will be challengExl, 

Conflicts of interest lead to emotional 
problems as welK such as miscommunica- 
tion, jealousy, and manipulation. 



"TBS, But..." 

Family- business life consists of the con- 
stant and complex balancing of business, 
family and individual interests. And since a 
simple "no" often won*t sufllce, business 
owners an* tempted to justify doin^ busi- 
ng with family me mixers, niev respond to 
the suggestion to say "no** with ""Yes, but 

Since family firms are often big eco- 
nomic fish in small community ponds, 
family members who can't do business 
with the company may feel placed at an 
Unfair disadvantage by their relationship 
Uj the owning family For example, what 
^11 potential nonfamily custcmiers say? 
Isn't the relative s business gtitjd enou^ to 
^tisfy his or her own family? 

Family members in the business often 
^nrk all-consuming hours. They created 
the business. Aren't they entitled to mme 
P^rks or advantages? Surely the employ- 
ees would accept and understand. 



Anticipate Conflicts 

We appreciate this vaevt^int, but we stand 
by our recommendation to say ''no.'" We 
I suggest that the &mily be proactive in an- 
I ticipating potential ooi^icts of interest and, 
i if possible^ adopt as a policy that no one in 
the family does business with the family 
business. The firm should be run as objec- 
tively as possible, with everyone focused on 
the bottom line for the best interests of all 

We believe that the **no business'' rule 
helps family members outside the busi- 
ness with their careers. Self-reliance is 
often the key to 
growth and success. 
When family mem- 
bers not active in the 
business succeed 
without easy family 
sales, they have 
more confidence in 
their achievements. 

However, when an 
outright ban on doing 
bu.siness with outside 
family memberti 
seems impossible, we 
suggest adopting the 
followir^ guidelines: 

■ The firm will 
seek competitive bids 
for all controversial 
pnijects. 

■ A company com- 
mittee of nonfamily 
managers will evalu* 

ate and .select suppliers and will evaluate 
the quality of .senice pro\ided by outside 
family members. 

■ Family shareholders will be fully in- 
formed of all arrangements with family 
members. 

■ Family members will pay for using 
business resoua^, and the same opportu- 
nity may be extended to all employee 

■ When friends make requests, family 
members m\] be prepared to respond, "! m 
happy I can pn>vide you with an Bpptmt- 
ment, but please know HI have nothing to 
do with the decision/' 

■ Family members' use of pressure to 
secure emplo>Tnent or special treatment 
for othen will be strictly avoided. 

Conflict-of*interest matters often get 
very emotional. The issue of trust lies just 
below the surface. Pre-existing anger, re- 
sentment, perceived unfairness, pecking- 
order issues, and communication break- 
downs are aggravated. 

We find that developing a wri^n policy 
and gaining the famiiy^s buy-in can help 
prevent many conflicts. When conflict-of-in- 
terest disputes surface, deal with them 
quickly and directly, despite the discomfort. 
Then discu-ss the matter at a family meet- 
ing so the entire family ml\ understand the 
problem and support the aalutkHL 



MARK YOUR X 
CALENDAR W 



Sept. 16. OshkQsh. Wis. : 



**Freparing the Next Generation" is the 
topic of a meeting of the Wisconsin Family 
Business Forum at the University of Wis- 
consin Oshkosh, Call l-HfX)-232-B939. 



Sept. 16. Meriden. Conn. 



"Assuring the Ultimate Legacy^ — How We 
Govern Ourselves" is a conference featiar- 
ing nationally known author and family- 
business adviser Donald J. Jonovic. lb be 
repeated Sept. 17 in Westport, Conn, Call 
the Untversitv of New Haven Center for 
Family Bufiiness at (203) ^2-1421. 



Sept, 23. Weston. Mass, 



"How lb Handle Stresi> Fmm the IVes,*?" is 
an offering of the Northeastern University 
Center for Family Business. Call (7H1 > 



Sept. 24. Ptiiladelphia 



**A Wacky Whimsical and Wonderful Sib* 
ling Strategy': How We Did CPR On Our 
Family Business'' features the actual ex* 
periences of the sibling-owners of a local 
business. Call the Delaware Valley Family 
Businefss Center at 1-^-296^32. 



Sept 25, St. Louis 



""Family Busine.s.^ Wealth: F*nnTnling and 
Managing C-onflict^" a program of the Fam- 
ily Firm Forum at St Louis University, fea- 
tures Joyce Brockhaus, an internationally 
n^)gnized consultant to family businesses. 
Call Jeanne Rhod^ at iSWdll-mm. 



Sept 25. 1938. Throualr June 12, 1999, 
Cleveland 



••From Sons and Daughters to CEOs: An 
Advanced Program for Future^ Chief Exec- 
utive Officers of Family-Controlk^ Corpo- 
rations" is a special series <if!ered at Ca^e 
Western Reserve University Call l^ura 
Watt at (216) 36B-2041. Ext. 2041. 



Oct. 6, Minneapolis 



'^No Faiiure of Nen'e: Sm i phs Sirat£*gies 
for Women in Family Bumml.s.s" is a lun- 
cheon seminar ottered by TTie Legacy As- 
sociates for Familv Enterprise. Call Carol 
Rinkofftit(612U75-9m 



How To Get LfsM 



imiUmal *^ > , . ^ 
ojmt to the pnbtie. Send ffour ilern three 
month » in adv(tncf to Famiiif HtmmHH, 
Nations BuiinesH. US 1 5 H Street NM, 
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FAMILY BUSINESS 



Case Study: Choosing Between Siblings 



Patj 36, and Jody, 35, are siblings em- 
ployed in their famiiys $5 miUion company, 
Mayday Ambulance Service, Inc. Both 
have brand-name MBAs, and they entered 
tlie business at about the same time. 

They are both capable leaders and have 
achieved significant success in their own 
divisions of the company. Their styles are 
difTerent, however Pat is more intro- 
verted, a planner, and strong on detail and 
foUow-through. Jody is more extroverted 
and creati%'e and possesses excellent inter- 
personal skills, 

Ftesponset 

Take A Test Drive 



A co-leadership arrangement can work, 
but it can also lead to conflict. Rather than 
Dad or the children guessing about 
whether it will work, Pat and Jody should 
take a mad test. 

The siblings can engage in a rigorous 
process directed by a neutral third party 
and at the end, either they will have the 
confidence that they can forge a strong 
partnership or theyll know that working 
as co-leadere isn't for them. 

The road test consists of creating a **part- 
nership charter/ This is a written docu- 
ment that goes well beyond the legal and financial concerns of 

^ the usual shareholder or partnership agree- 

^^^m^ r ment and beyond the obvious issues of deci- 
JP^^^HII ^ion making, compensation, perks, and re- 
^^^^^^U King impasses. It deals with the sensitive 
^^^^^^^^k issues, such as bringing in additional part- 
i^^^^^HH ners or family members, measuring and re- 
warding performance, comparing levels of 
^^H^^^^^B ambition and commitment, discovering what 
^ ^^^^ brings to the business and takes out of 

i^^H CKiH iU and determining what feels fair. 

As part of the process, they would examine 
their personal styles and values to see how 
these mesh and include what they would be 
willing to do to enhance their working rela- 
tionship. 

Creating a charter also involves extensive 
scenario planning. A 
— mi@diator or trusted ad- 
viser gets the siblings 
to negotiate their way through myriad 
**what ifs*— for example, what if the com- 
pan/s fortunes nose-dived and capital infu- 
sions were required? 

If they learn that they cm negqtiate with 
each other and complete a charter, theyll 
de^rve their father's — and each other's — 
trust and confidence. The process of work- 
ing on a charter removes the guesswork. 
And if th^ can do it, theyll have an invalu- 
able map to guide them into the future. 



Though they have different personal in- 
terests and travel in different circles, they 
have always been fairly competitive with 
each other. 

Their dad, Malcolm, 59, founder and 
president of Mayday, wants to address 
succession issues. The future of ownership 
is perfectly clear to him. ''Ultimately, Jody 
and Pat will each own 50 percent of the 



common and voting stock," he says. 

When it comes to leadership successiont 
however, Malcolm is stumped. ^'Every so 
often, 1 consider the notion of co^leader- 
ship, and I wonder if it might work. Tve 
done a bt of reading about family-business 
issues and want to avoid a stalemate, but 
both of my children are capable leaders. I 
think they ought to decide for themselves 
w^ho should mn the company." 

And, of course. Pat and Jody think Dad 
ought to be the decision maker So w^hat is 
Mayday to do? 



Response 2 



Decide As A Group 



David Gag^ 
founder and a 
pri 

mas . tm 
Amjciatm tn 
Woskiiigtmk D.C 



Thm series presents actual fiimily-businetis 
dilemmas, commeziled un by members of 
the Family Firm Instituti* and edited by 
Paul 1. Karofsky, executive director of the 
Northeasiem University Center for Family 
Busine^ in Dedham, Mumt, JdcntiUe^ are 
changed to protect family privacy. The au* 
thorv* opin jon» do not neceAHarily reflect 
the view» of the infitttute. Copyright €> by 
the Family Firm In^ititute^ Bofft4>n. You can 
comment on lhi«i cn^e ^tudy on the World 
Wide Wi?h at ii wttMMrff fffnimfuhtmL 



The decision on leadership succession 
must be reached jointly by Malcolm and 
his children. Pat and Jody must be com- 
fortable and confident that co-leadership is 
a viable option for them. 

Belbre sitiirtijig the succession discussion, 
Makulm need^ to set his own goals, deter- 
mining if and when he would like to retire. 
This information is crucial U\ Pat and Jody 
in setting their own goals, Mayday must 
also have a cleiir, strategic business plan, 
and ultimately that plan and the succession 
plan must complement each other 
The family must also appreciate the difliculties of co-leader- 
ship. It is an equitable and harmonious con- 
cept, but it can be very difficult to execute. It 
requires the foilomng: 

Well^efined roles, Pat and Jody should 
evaluate their strengths and weaknesses to 
determine the roles in which each is most 
comfortable and effective. They should also 
define the roles of nonfaniily members who 
are critical to the business. 

Respect for the roles. The family must 
clearly communicate the roles that siblings 
have a^eed upon lo Mayday *s other man- 
agers and empkjyees. Pat and Jody must re- 
spect the roles they have defined and insist 
that others also respect the roIe^s. 
Cominunieatfoii« Each co-leader must be 
the alter ego of the 
other They muBt have 
constant communica- 
tion and share infor- 
mation w hile respect- 
ing each others dedsi«>n- making realm. 

The family may want to ase a third party 
U> facilitale the leademhip discui^ns. This 
independent party will do reflective liaten- 
in^ and keep the discusmons on course. 

In addition, the family should i^aek out 
other companies with co-leaders; they can 
offer practical advice and help Jody and 
Pat avoid pitfalls. 



L Joaeph Commm 
ill, a fMtrtmrqt 

LLP a nd lender of 
the Primte Climt 
Sm^im pixutice 
mthefinn'n 
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By Mkhael Barrkr 



Music In The Air(poil) 



As any frequent air ijBveler 
knows, airports are becoming 
incTBaaingiy indistinguishable 
from shopping malU, with 
many of the same stores and 
restaurants. You can still find 
plenty of airports, even big 
ones such as Chicago's 
OTiare, that haven't got 
ten much beyond plain- 
vanilla newsstands and 
gift shops, but their 
numbers are declin- 
ing 

Airport retailing 
isn't the same as ordi- 
nary retailing, though— 
at least not yet. For one 
thing, not many malls 
require their cus- 
tomerB to pass through 
metal detectors. 

Tb get the hang of the 
differences, we talked re- 
cently wi th Amy Nye Wolf, 
the 30-year-old proprietor 
of a chain of airport 
stores called AltilVines. 
Wolf, who started her busi* 
ne8.s four years ago« had 12 
stores open when we talked to 
her, and she was planning to 
open nine more by year's end- 
She started with stores at New 
York-area airports, mid she 
has since expanded to Wash- 
ington, Baltimore, Oriando* 
F!a, Memphis, "ftnn., and 
Boeton, among others. 

AltiT\ineB sellB oompact discs 
and cassettes (the latter now 
account for less than 10 per- 
cent of its sales) at kiosks that 
are closer in appearance to tra- 
ditional newsstands than to 
fte CD stor^ in malls. De- 
spite the growing number of 
portable CD players you see on 
planes, youll have trouble 
finding a full-scale CD store in 
an airpoiV-and, Wolf says, 
thaf s no accident 



"When you come up with an 
idea for a business^ she says, 
*the first thing you ask your- 
self is, why hasnl anybody 



Tim kiosk's small size limits 
her stock, of course, but she 
works w\ih a distributor that 
can restock her stores 
ovemightj **which is great for 
your cash flow.*' 

%Surprisingly ptThaps, there's 
not a lot of variation from air- 
port to airport in what people 
buy. '*ln New York, we do a 
lot of business with 



else done this?" The answer, 
she says, is that "^usic is a 
ver>' low-margin business!?. Air- 
ports art* very expensive, and 
the way that they structure 
their rent is t>Tjitally as a per- 
centage of your sales. The>''re 
used to working with gift oper- 
ators, who make a 50 percent 
or better margin, We*re lucky 
if we get 35." 

That's why she turned to the 
kiosk format: 'Hb build a kio^^k 
and staff a kiosk and put in- 
ventory- into a kiosk requires a 
lot less capital and overhead'' 
than a conventional store. 



Broadway show tunes,** she 
says. *T>tiwn South, it's more 
cmintr\' and gospel But when 
youre in an airport , you re not 
dealing with people just from 
that area. Youn' dealing with a 
lot of out-of-towners." 

Wolf believes that fewer 
than half the CDs sold at Alti- 
T\ines are being bought so pas- 
sengers can listen to them on 
the planes. Here, she suggests, 
is where airport Retailing and 
shopping-mail retailing really 
are converging: More and 
more customers are making 
purchases at the airport that 




they might have made at a 
more traditional store. 

What's involved for retailers 
in getting into airports? Ta- 
tien(^,'' Wolf says, 

**Even four years ago, when I 
startedt" she says, "the idea of 
plunking a kiosk down against 
a blank wall was fairly novel 
Now a lot of airports are open 
to that idea.** On the other 
hand, there are still some 
that think they're there just to 
put people on a plane and 
get them out of there." 
A firm like hers can bene- 
fit, though, when an air- 
port IB dragging its feet 
in that way person- 
ally prefer the situa- 
^jr tions where there's lests 
^ retail," she says, "^ey 
tend to be less expensive to 
get into, and I have much 
less competition for time 
and money. If its just us and 
a generic souvenir shop, 
we're much more attrac- 
tive." 

The peailiarities of air- 
port retailing are such. Wolf 
believes, that she probably will 
never have much competition 
fi^m big retailers like Tbwer 
ReciMPds, Big retailers are ac- 
cuBtonted to getting their way 
in the malls tJiat they anchor, 
she Bays, but in airports, they 
have to take B&oond place to 
other concerns f think again 
about those metal detectors). 

Altiibnes has thus found 
what looks like a pretty secure 
niche within a nkhe market; 
but success, as every suixsessful 
Bmall-business person knows, 
can bring its own problenm 
There's the matter of Alti- 
T\ines' name, for example. As 
fitting as it may be for airportr 
based kiosks, it really dn^nt 
work for New York City's 
Grand Central Tferminal, 
where a kiosk was scheduled 
to open in late August Its 
name; "TVain TVaeks.** It 




Information 



Receive instant information on ttiese 
products. Just provide the 3-digit number 
and your fax number. 



1-800-597-7363 



American Republic Insurance Company. Amerfcare* — Protection the American 
way. Individual health insurance. 801 

Cessna. Tired of the cost and time wasted on commercial airline travel? Find out 
how your company can benefit from using a Cessna CrtationJet. 880 

Ffdetity Investments has teamed with the U.S. Chamber to create a retirement 
program exclusively for Chamber members, 818 

IBM. IBM offers more than just PCs, II can offer you integrated hardware and 
software, service contracts and financing. 833 

Steamatic is a diversified cleaning and restoration business. One franchise fee 
provides air duct cleaning, insurance restoration, carpet, furnitore and drapery 
cleaning. 825 

Mail Boxes, Etc. The world's largest franchisor of neighborhood postal, business 
and communications service centers. 848 

Ryder. Ryder can help you control costs, improve flexibility and turn transporta- 
tion into a competitive advantage. 855 

Society Insurance. Broad range of comprehensive property and casualty insur- 
ance coverage for businesses and individuals in Wisconsin, Illinois and Iowa. 802 

Mita Fax Machines. Mita machines aliow you to scan documents into memory 
at six seconds per page. Laser technology lets you use plain paper for clear 
images. 884 

MarketFax, Use this exciting interactive fax technology to get immediate results 
for your small business. 865 

Royal Copystar. The RC-2260 copier includes features and performance required 
in today's information age. Sixty copies per minute, five on-line paper sources. 
858 

General Nutrition Centers, one of Americans most recognized specialty retailers, 
could be your best franchise opportunity. 824 

World Record Golf Club. Oversize Controller driving iron sets a world record from 
tite fairway. Its design reduces fiooks and slices, conforms to USGA rules. 830 
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Jani-King International 
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Meineke Discount Mufflers 
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Ryder Truck 
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Steamatic 
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Two Men & A Truck 


29 


Wachovia Bank 



Fill out this coupon 
if you fax your response. 



Name_ 
Tille 



Company^ 
Addfess_ 
C?ty_ 



State 



Mail to: 

NaffOffs Business, 1615 H Street. HM 
Washington. DX 20062-2000 
FAX to: 202M5:i^5636 



Where I Stand 



September 
Reader Poll 



Health 
Insurance 



Hil^ier health -insui-anci^ cmu could 
foroe many small btmine.s.m-^ in drop 
medical coverage for their employeeB, 
according to the results of the WTiere 1 
Stand poU in the July Nuliom Bimim^. 

More than half of the respondents indi- 
cated that they would drop coverage in re* 
sponae to increases of 20 percent or less* 
Ifere are the complete i^ulti* of the poll' 



Questions And Answers 



Is your conipanv facing higher health- 
care premiums this year? 

Yes.... 85% Don t know. 6% 

No...., 9 

Do you believe that government benefit 
mandates add significantly to the costs of 
your company s health insyrance? 

Yes .83% Dontknow , 9% , 

No .8 

Would higher health-insurance premiums 
attect your company's willingness to pro* 
vide medical benelits? 

Vfes 84% No...„,«..., 16% 




How large would an increase in health- 
insurance costs fiave to be to force you 
to drop coverage? 

Less than 10 percent ..„14% 

10 to 20 percent............ ...».....41 

21 to 30 percent... 26 

More than 30 percent., 19 

Would your workers have to bear part of 
the addihonal cost of premiums if health- 
insurance expenses increased? 

Yes.. 87% Dontknow.... 9% 

No.. 4 

Would higher costs cause some of your 
Workers to drop medical coverage? 

Probably ..,,,.66% Dontknow .19% 

Probably not ....15 

Would you continue to offer health bene- 
fits if federal legislation were passed 
making employers liable for medical- 
malpractice lawsuits? 

Yes.,„ 11% Don't know... 22% 

No _ „67 




On Warkpiace 
Safety 



The federal Occupational Safety aiid Health Admin- 
istration can be an intimidating agency for businesses, 
especially small ones in industries that are prone to 
worker injuries. Now; OSHA is trying U) work ocxiperatively 
with businesses without giving up its enforcement powers. (See the 
Cover Story, Page 14, ) These questions seek your views on the agency. 

Results of this poll will be published in the November issue of Natum*H 
Hmhie^^^s and will be forwarded to administration officials and congres- 
sional leaders. Send the attached, postage-paid Reader Response Card. 
Or circle your answers and fax this page to (202 * 463-5636* 




Do you think laws and reg- 
ulations on workplace 
safety and heahh are ad- 
ministered loo harshly by 
government inspectors? 

I.Yes 
2 No 

3. Don't know 





Do you think the underlying 
laws and regulations are 
fair and appropriate? 

I.Yes 
2 Ho 

Z Don't know 





Has your business been in- 
spected for safety by OSHA 
or state officials within the 
past five years? 

1. Yes 

2. No 



Should employers be ex- 
empt from penalties lor a 
year it they fix any heatth 
or safety hazard found by 
an independent, non^ 
government inspector? 

1. Yes 

2. No 

3. It depends on the violation 



Should OSHA issue a rule 
on repetitive-motion in- 
juries that sets a maximum 
number of exertions al- 
lowed for workers in a cer- 
tain time period? 

I.Yes 
INo 

3. Don't Imow 



Have you or any of your 
employees had a serious 
on-the-job injury that could 
have been avoided by 
greater attention to safety? 

1. Yes 

2. No 



Send Your Response Today! 
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Nation's Business Ciassified Ads 



CLASSIFIED RATES AND INFORMATION 



To place a classified ad CALL TOIL FREE. 
80CH24-6746 (in Washington, DC call 463-5640) 
Fax: 2(^463-3102. 



APPAREL 



CORPORATE CLOTHING 

FREE LOGO * Ff€£ EMefiOlDEFTY 
Denim shirts from SlB.CO Caps from S5.00. Gotf Shirts. 
PGfaf fleece Roducts, Jacke?s, WmdsMts. T-shins & Much 
Moie! CaJI COLORADO OOVOTl DESiGNS. 303^ 

BCe^. Fax mm87B4 



AUTHORS 



NEW AUTHORS 

PUBLISH YOUR WORK 

ALL SUBJECTS CONSIDERED 

Bdwn, Biography, Religidus, Poeiry. Childmn's, 

AUTHORS WORLDWIDE INVITEO. 

WBTl Ot S€NO VOlJS W/Ni jS^CWFT TO 

MINERVA PRESS 



BOOKSfUBLICATIONS 



MANUSCRIPTS WANTED Ml TYPES 



BUILDfNGS 



STEEL SUiLDlf^. FroTTi HERITAGE delivered to your 
jobsite fsady to bolt together 5000 mzm. buiJd rt yourseti 
and SAVE Can with your twrtding sixe. l-80C^643-5^- 
Herrtsge B/^mm Sy^ems, POB 470, N Llttte Rock, AR 



BUSINESS FINANCING 



THE CAPfTAL NETWORK miTDdLX^es investcys tt> serious 
emefging growth ocxTtpanie^. For nvsm tnlofrr^Jon 
CALL512-3C&Oe26. 

RECeVABlE aiNONG - FasJ Apqtov^ & Furiang d ^ 
Invoices lo OmSmxtr^ Business & Govi Customers 
BtpflSS Busfiess FundirTg. Inc 1-688-946-3863 Ext 806 

MONEVSUPERMARKei 
Loans-^Vy Reason A/iy Amount' Credrt Mo Problem' 72 
Nbur Pmcesaing' BroKeru hteededi BOO-399-7197 X31 1 

WORKING CAPITAL COMRANY Ccmmencisl accomts 
mmBtks finar>cing Fast Fuodiog/Low Rales BOO-aSS- 
3836, ww w vwyfeng-capilaf com 
CASH FOR JNVOfCES AccourJis Recetvabte Rnanor^g 10 
52:000.000 Direct tender with offices natowide ^oFund 
FVianoat A^gpros^ by qtore t-aoa747^f(4234| 

DSA FAOO^ Acds Rcvbd flfWCtng 773'24a^0D0.9e% 
ADVANCE on new invoices, TnEXT DAY 
RAY^^4E^fr,REPS Wanted Tefrrjont)es open. IL MS, IN. NO. 
hi^ jjmerrtogrs apt com/D SAFinance/dsa, html 

EXPORT FINANCING ALIH^NATIVESl Eqmpwit Loans. 
Cn^Sa0er Leasing, Prt^ject Ftnax» S Export C^ocJit 
fciauanoe. Laip Afnerica Paoftc Rtm. Mewco A dher 
emerge faniignfnffl*(ets Adfondack Leaang 
Oa0(>m?34aFa3i5lMgK)144. 

TURN YOUR INVOICES INTO IMMEDIATE Om 
IN24HDUfS0RLESS ^IL COWVERT YOUR 

INVOICES TO CASH MATIONWiDE OmCES 
CALL TOLL FREE JEFF FARKAS 1^241-CASH 

wm/jWANrmEFuwim cm 



BUSINESS OPPORTUNITIES 



RELOCATAei^ !' :!l ir$SES 
Acquire established, ongui ■ - you can olocate lo 

youf area W order, pui.. ■ ■tiOior. light manuf., 

otfw movable tnjsine^es lor saJe, ro* a free sample repoft, 
wrrte ihe Beiocaiabte Busirtess newsteHer, PO Box 220214. 
Great Neck. NY nQ22^g14 or call 1-BQQ-44&€567 

MAIME BASED AVEATION BUSINESS. 52 year history. fuH 
135/141 FBO mami Facffitty, 3 hangars. 46,000 gal- fuel 
farm, lum-itey operation Calf m Perry 207-622- 1331 

TRUCKirsiG BUSINESS FOf? SALE EstatsJished m 1960 - 
Dunp Tfuctt OperaHon Road Building and Prpiects. 
Located near Tampa. Ft Call B!3>986-24Q4 afcef 6pra 

LET THE GOVERNMENT START YOUR BUSINESS 
Bonus Ffse business Jncoi poratian. F,nee check software. 
202-298-0626 hffipj/v^ftww capiiaipublicaiion^ OQni 

CONSULTANTS Conduct popdar pfaSassionai seminaf^ Nail 
OualifiKKlon Imm^ Free nio Carison Uarrungff^ofrrax 
Rekj Mgr. Irs Randall t-a[XW5^140 NYC, 

S100.000 SaUNG BOOKS BY ftMiL 
FREE CATALOG 
WE DROP SHIP 1-800-550-9979 Oft 714-638-4658 
CASHf 

HOLDir-jG A MORTGAGE OH PROPO^TY YOU SOLD? 
SELL FOR CASH! NATIONWIDE 1 -€00-862 2744 

LET THE GOVERNM&JT FINWCE your sms^l bgs^ness 
Gr^Btens 10 $800.000 00. Free recorded ntessaga: 
7O7^§-8800. tHS2} 

OWN YOUR OWN BUSINESS"* 
ALL TYPES. SIZES AND PRICES. SOME WITH TERMS 
ABC 719-540-2200 OR WWWeiZSALECOf^ 

FREE copy d recant l^fl=0 Ffandilee New^tetter, Latest 
Ffanchise Amual DtTectory descnbes thousands of busi- 
nesses For INFO 1-886-606-2665 

AFTER RESEAHCHJNG HUNDREDS OF OPPORTUNmES, 
famous finanoiei advteor fldfaert AfJen shares FREE achtee 
on starting T^ Ideal Home Business 1-600^99^1 7§ 

ULTRATRIM Guaranlees WeigN tois Lose up to 4$ lbs In 
lust 6 weeks Free one weei^ ^pply availatjte Wnte 
Ultramax. 1306 Krameha St . Ste 162 Denver CO 60220 

BUY FOREaOSED AND DISTRESSED PROPERTy 
Use OUR Ivtoney Sp<if Pifoftis Conpiete Training 
Free into. 1-800^331^555, Ext 5036 

MAKEMOtCYWTTHAFAX 
Starting income f4.5O0)frno. sending tap<es to phys»cian^ 
fficxn your home or office @00-777'2566 Ext NB9 
hflp /Awwwjned^aw com 

CAPITAUZE ON CRtME! Earn mazirq pioRls on M line ol 
crime protfenoon pfoducn inat seN i*.e cta/yi Free wtv^lasale 
eatatog 900^735-1797. POB tOI 54. iNB. mima. W mm 

EARN Substantial weeldy tnoxna passing out oomp^ty^ 
wmWsr^g nfo All irwrtones. orders, customer service. 
payment & delivery hitfTcted by our staff 1-888^606^175 



IndependenI Distributors WanteiJ 
{ARN BIG PROFITS FROM HOME 

•By Pftone and fax 
'HIgfi impact product 
* Prove n opticfial lead generaljon 
'NotMLM 

Free mtQfmation-l-eOO-432^]018 X5257 



FREEDOM ASSOCIATES 



BUSINESS OPPORTUNITIES 



24 Hft RECORDING 8ea^234-7&75 
INDEPENDENT ASSOCIATE 

IMTIPNATIONAL PARTNERS: I earn S400.000+ yr (dOC.) 
ruining my inil bys. from my ocean view horns & need 3 
workpng partr^ FT/FT U.S. + 36 nations. (714) 72^Sm 
24hf, msg. 

f MADE OVER Si. 000.000 U^ST YEAR 
in a^em siiBSs. relaxed. lOed IJfEJStyle. home-based business 
Now I want to t^h 2 people m seled markais my s<mp4a 
HMn4m' system Can my g4-hf HQTUhE [800) 965-1552- 

CARESl BURNOUP HOh^E BP^D HEALTH aJS^NESS 
EARN SERIOUS RESIDUAL INCOME ON A F%RT-T]ME 
BASIS t^iO RISK. NO REJECTION. FREE RECORDED 
INFORMATION t-8Q0-9^2494. 

MONEY MAKING MACHINE! Curbmate nmchw)^ nstalia 
beautiful concrete sawn edging Cystome^s iove tws new 
produd. Amazing piCFfits from this simpte <^ Mnsss. 
aDt>2e2-7509 

MEDICAL BILLING Exciting program^ Proe^ f\ealth 
insurance clams eSectronicatly We provide superior train- 
ing & superior software Pnvestmini $4996 - $6995 NCS 
B00/^7 37t1e)rt. 370. 

O^RWEOKP UNDER FlNAfvCED-^ 
Businessman with e»cellent track record in networkirrg 1^ 
Mp for you. Umfled in\^esiment, with hign potential return. 
References available. Free mfo on this breathtaking plan 
Calf Dave or at 1-800-826^23 1 or Fax 602-864 8285 



MEDICU BlUING 



■ Wofh trsm Hctitio cjt QlFn^O 

■ Join irw lTMlu«li> Ima^at wm 

Exrensjve Sales and Sa^re Trariu^ and SuppW 
Irrvessmenr S4,995 'SI ,495 Fnweing AwilS&i*. 
ISLAND AUTOMATED MEDICAL SERVICES, IN€. 

800-322-1139 



BUSINESS SERVICES 



NATIONAL TELEVISION MARKETING. Increri 

seias S awamne^ HirDugh r^, TV mktg 

turnkey. Joint v^ture 4 potential export opporturiitMj^ av^l. 

800-215-9987 



INCORrORATE YOUR BUSINESS 



[TKorpOtMt by Phone or tht Internet! 
1^ CiiarifitnGi iowot pitott / All 50 \mei arid df-ihotr 



fof fUtl iBfoniMtion. uii Sustn^H filings. Int. roll tret U 



BUY IT WHOLESALE 



Bl/v '^w- PRODir.Tfr DIRECT tfom FACTORtES in'Tialw«n. 

B<» /:ia-r^Bl^, ^>r^iimar M 32579437^ USA 

YOUR GOMRftNY LOGO ff^ BRASS 
Jmpfe8sw& wfll top06 df brass, cfirorTJe, or pttier cost effeC' 
\tvB fleshes Free estimates METAL LOGOS. INC aOQS4& 

I OGOfse-iei FAX .in.-^ m23) i 



BUSINESS SQUARE 



' BINFSS with Ihfi Microec Busr 

■ f a RREEcat.-i -j 



a lion's Bli^i 



BUSINESS SOFTWARE 



75 



PHONE ORDERS 



OtiicT mif>', itcdii uinl |tma;iAiri|>, fhi^tiiig^ A/H, A/F. tsnlsKt 

iTMiUfifiirKni, rcpttrfinfj^ \Ui nMiU|mcn[ and ii»dai|— iM.D.M, 

ihc Workl Wiilt m one iim|!itc cusn -tii tiK jihI jITiifdiblr 
Ulndooi'i pri}{(mi]. Ilic * I vlijjip wiftMin: totuiiofi for JiirLt 

CiU tadtf Tot vmit (tor bmchurt or » adcf oof camplne deiw kk 



CARPET 



1 'aQ0-54&.5e 15. TC INDUSTRIES. SNsp no moffi. itie dosal 
you wBni, weVe got Ail name txand carpets - vinyl - hard- 
wood Free samples on the holies! Dopont Stanmestof 
fNykx^s. ao% savings. 

CARPET Save up 10 90% & mm on mas^ brwds. vv&also 
manutactufe our cwi beautrM For infamiatilon & 
samples, cail 1-aoi>8^7747, Ext 46. Oallon, Georgia 

CAflPET. VINYL WOOO. FOR 25 YEAm THE TOP 
BRANDS THE LOWEST PRICES CHURCH HOME OR 
OFFICE WEST CARPET INDUSTRIES DALTON, GA 800^ 
247-37C7 

9ECKLERS CARPET *$ir»ce 1949" l-flOO-SECKLER 
Carpet Vinyl. Harclviwd. Ana Rugs. Samples upon 
request Wbolesete Prtces W^ranted Cas^vChargeCard. 
Dancn.GA 



CONSULTING SERVICES 



WA^4T A SITE IN SAN DlEGO COUNTY' 
Your Ujcatidn ts impofiant - choose ibe right one 
JNL SITE SELECTION ?6O-743^e00 



CREDIT CARD PRDCESSING 



LOSING SALES'' NEED BETTER FINA^JCIAL CONTROL"? 
ACCEPT CREDIT CARDS' Aa BUSINESS! Computsr 
F^O.S Etedronic Casti Registers. Software, Ternnwnate. 
Pmi m. New & Used aQQ-755f4ECS 

SUPERCHARGE YOUR SAL^ - ACCEPT CREDIT CAROS^ 
Lowest rales, No momhly minimum. Unbesisbde service 
Cash in on those hdrtdsy shoppers by callino 800^1-2028 
for FRE€ appiicaticin wofksheei 



EDUCATION 



GET A DEGREE THAT COUNTS Distarce lBaiirA\| BS, BBA 
MSA. MHA. MBA degrees Pragfams In business, oxm- 
^ justice, sports 4 haaHh adcrinistraliiri Free catolOQ. i 
jOO-eSa-7g38of S04^g0T-0tn BIENVILLE UNfVERSfrY 

PARAlEG^ taWJEDCWHCXLUM AppK^ 

artarda^ i corripreherM 100 yr^ of IsobI tr3i>»rg 

CWA1.0G iwase-geER BtACKSfONE scHOOt 

LAW> PO Btot 701449. Dept N9. Dates. TX TSSTQ, 
EARN YOUR BACHELORS. WASTERS ANDOT DOC- 
"TORAL ctegfee by disiarice learning. No restdency 
fequlred Southwest Umversily 2200 Veterarts Blvd.. 
j^ ^ner U 70062 jBOD) A^Sm Pan 50*468^13 

CHAOWCK UNIVERSITY 
Accredttod B S . M S & MBA via CNsiarioe Eduoaiion. 
Business, Heaiifi Cafe Adrmn, Criminal Justice, 
^Vachology. Errvirorwerrjai Science and AaM^tifiQ pn> 
fljjjns Appfowd by rriajof cofnpames Ftee Caobg 1- 
g g»-729^CHAD wwwchad edu 

^*IEFIICAN IMSTITUn FOR COMPUTER SCIENCES 
BS & MS in Computer Science tvough mm 
ObiedB Of tented B S. pusgram Hew cams iri 
HilwQrturig, HTML, MtS FoBow ACM/»££E 

^•8, Acdwcfcted Free CalaloguB 1-800- 767 AlCS Of 

^oicsedM 



EQUIPMENT FinANCING 



EQUiPMErsTT LEASES up to $75,000, Appfjcal*Dn Only, 
24hf appfovate First Dedn Corp Call Brian at 1-800-326^ 
4188. BtX 3. FAX: 9DM79-3891 We Weteorro ^ 
Business- 

ADVANCE CAPITAL LEASING Iflte are a dired tundng 
source for your eqmpmefrt leasing needs S2 $75K For 
gr^l service call M at 1-601-532-7371 
w^,acle8Sing.oorT\ 

HAflDiN EQUIP LEASING LOW 9% & UP RATES 100% 
FiNANClhOOVVNERSHIP ^ LEASE END. APRS BY 
GET GROWING!!! CALL 1-800-443 9604 MST 

PHONE-A*L£AS£; ^4150.000 'Ho Ftrsanciais Required* 
(Bigger Leases. No Rrobteml') 4 Hour Approvafs 
Cofnpyiets * Phone Systems ' Usee Mail " Trucks * Cars * 
Recycfyrng Ept " Constructfon Equipmeni " Adirondack 
LeasiFTg eO0-67&.7342 Pax 518-463-0144 



EXECUTIVE GIFTS 



IMAGEWEAR I 
I RLL LOGO & EMBROIDERY 



Denim Shirts as Low As...$ | g-W , 

CAU FOR FREE CATALOG 800-670-3050 




www.aipennver.cam 



FRANCHISE OPPORTUNITIES/SERVICES 





:>ii'.r fni R BUSINESS 


Wi!l ■•" 


2 ' . ; \'m in the courttry. 


Mc:jHi-..Vv 


-■..ij-:.uiirju (800) 358^11. 



GINGESSFOFIMALWEAa 
With cp*/ef 240 lc>&aiborfi. m are the Leader in oyr mckistry 
Low mrtial lees, oonplete mnniQ & a dean store enviroiv 
mem Cal i'aOD«21-7l25 k» ir^to 



FrancKI:. _ 

Your businesst 

Call th« fr«ncbts« ipeciftll»l» lor tnformalion on 
frarvchlming your btiftlfms or wm\rmt% 
mcfMduied throughqut th* courvlTy. 

^ranCOfP' 140C-ffl4HCHISi 



FURNITURE 



BUY QtftECT irom North Caroline. lurrMiure capwiil of ihe 
vnoilcf. Shi^ and save, to rtcme delivery Over 400 manu^- 
mf% 10 choose from HOMEWAY FURNfTURE COMPANY 
POSfW 1&40 Mt Aaiy NC 27030 (800)334«m 



IMTERMET 



FFIEEONI \U\ 'K'^ ^'N^ l MAHKf 
ym. hOKlJfK; f Hi i . \. IJii ■ jy. 
rto CALL f^W l-8Q0.690^>iaO 



TING GOUFISE FREE 3 
ur soaoe FREE vwebsfle 



INTERNET STOflE DCmOPERS Online shopprng, 
secure credrr cafd transactions, speertal product piomiy 
tioris&i^rx)si;ingsvc& Sold Rock Solh^ t<eO& 
667-6^. wwwflondamall.OQm 



INVEHnONS 



iNVt NT-3RS . FREE INFORMATION RWCKAt^ 
For custonnNzed assistance on your product or idea. caM 
DBhtor 1-^00677^^. 



INVENTIONS 



A BETTER MOUSETTUP' 
MIT^Educated lechnotagisis wHI irwent il tor yoi (781 ) 862- 
0200 ttiww,weinvenLoom 



LEGAL SERVICES 



TRADEMARK SEARCHES S150 Application Preparation 
$350 Located 30 minutes Irom US Patent & TradeniarK 
mm Aflomey Jay Hoit)wi<tz:[800} 3M-82B6. 

REGISTERED RftTENT ATTORNEYS m Jackaon Hole. WY 
provide quality paiem & tTadamarh sefvtoes for indMcfuate 
& corrpani^ nationwicte via maif at aflofdatsle lixed leea 
Fiar«gan& Flanagan 307 739^ 11 28,ff^ax 307- 73^-1 130 for 
tree into, eboui sen/iees 

TRADEMARK SERVICES 
*Search flagistraiion $500- 
"TM GrttTled or Money Bach Guarantee 
'Ptepefed & Handled by Aupmeys Tradernark ejcpar- 
tise adjacent to the US Paient S Trademarti; Otfioe 
*Pro?ect your Cofrjp&Ty. add an asset 
www TMnetmarl* com or call B88-296"5973 for free info 



TRADEMARKS 



/ Protect yoyr business Identity 
/ Tf^demark searches and registrations 



1deflti^ ReKArch Cotperatiofl 



WRKETING 



^'l/"ST^C CARDS . membefshrp. dis- 

tourns - all typ* pnces ThicWThin. 

embossed. Mag strip, bar i:uoe. Laser pnntabte. smart 
cams CatUFax lor sarTipies ano ideas CARLVFOf^ SER^ 
VICES 800424- 1821 - Faj< S3a^1<B7S 



OFFICE FURNITUHI 



CLONE OFFtCE CUBICLES, Maximize yoor space Buy 
direct Bi save Free color brochure l-flOO-608-4768 
www e«eculiveintenofs com 



PRINTING 



Ihl r (.ANALOG dt Busings Printing, Labete. tSyecM, 
constat forms, etc 100% Guaranteed ProgresBft^ 
Pmiing Co Oept Box 700029 San Antonio TX 78270. 



TELEPHONE EQUIPMENT 



TIMESHARES 



' I ' ■ 'AY MAGAZINE For owners, tsuyrs. 
rnrnrjative adictes. inwestigaltve 



'I rat rigs dook 
.lfi3-742T 



tads Sidlor 12 issues ^ FREE 
tmeSharing-today^oom 



WATCHES 




Timely 
Reminder 



%p9dM Smpk$f Offer-Jutt ItS.OO 
^ our Mm logo watch ^^r-faOe guiranie^^ 
wwrnttf Specify man s or woman s ii?e 
Send your color logo en statiormry or business card 
and $15.00 per wtl^ [j>lu& tu( m CA only) 
Umtt 5 n litis stinplftr pnoe. Ortm now 

IMMBiM fat 4MMI tm 



N atiu n's Business 8e] item \ w^r 1 ^i^i^ 



Making n 



Qixnmig businesses sliaw their experiencea 

in creating and marketiTig mw pnxiuds and services. 



A Son Spot For Wliimsy 



BijAlEbben 



s 



ay you're browsing in a furniture 
store and run into ''Dan the Recliner 
Manf relaxing in a floor*g*ampIe re- 
clining chair, wearing a Brooks 
Brothers shirt and tie. hoiding a cup of cof- 
fee and a copy of The Xeiv York Thitrs. It 
can be startling. 

E>an is one of about 90 life-size Softie fig- 
ures — his contemporaries 
include ''Sam the 
0%^ernight Guest" and 
"Sal the Motion Gal"— 
made and sold by a Ibxas 
firm for use b>' businesses 
as maiiieting pmps. 

These soft. Dacron 
sculptures, with their 
outsi2e, outlandish faces, 
range from butlers and 
businessmen to femme*^ 
fatalea.They can be seen 
in furniture stores and 
restaurants, at private 
parties, and in hit movies 
such as '^Ferris Bueller's 
Day Off.** They are in de- 
mand not only in the 
United States but also in 
Europe, the Far Eaat, 
and the Middle East. 

About 275 Softies are 
sold each year, and rev- 
enues have been about 
1200,000 annuaEy for the 
past four years— not 
counting special orders, 
which can push revenues 
to about $260,000. 
Not bad for a cottage 

industry; 

It s operated by two 
women, Ann Carlson, 60, of Dallas, and 
Bonita Somers, 38, of nearby Mesquite, 
who are partners in a growing company, 
Softies by Ann & Bo. The firm has no as- 
sembly plant, corporate headquarters, or 

Ai Ebbem k a jhe-lauce tmiier in Amti% 
Texa& 



warehouse. The Softies' hands, arms, legs, 
torsos, and heads are made in the homes 
of 11 contract workers, and the parts are 
assembled by Carlson and Somers in their 
homes. Softies are shipped directly to re- 
tailers or individual buyers. 

Orders from large retailers can mean 
sales of hundreds of Softies. Carlson says 



at the University of Texas, Carlson cre- 
ated the first Softie, "Grandma,** at home 
in 1979. She made the figure to attract at- 
tention at the showroom she was manag- 
ing at the Dallas World Trade Center for 
Hillside House of Originals, a California- 
based fiimiture-iodustrj' supplier. 

Her first sale — to the trade center— was 
a teenage-girl Softie in satin pants and 
shirt. "They had scaffolding all over the 
trade center and had these huge monkey 
figures crawling all over it, so they bought 
the teenager and placed her in the arms of 
'King K<mg,' ^ says Carlson. 




IMung on a witfe range tffmmme, tiw mft HCHlfjimvft awiedamf pkred together bff Rtmita Sonfei^ kft nmf 
Ann (juimn cuh ^how up in the mmt uitexfrnied }Mcen—:ftvm fiintitiiiv sfotvit to iwddhig ivveithm- 



she and Somers have shipped three block- 
buster orders of 200 to 300 Softies each to 
ftimituTB chains in England. Another order 
of approximately 200 Softies went to MJ 
Designs, a nationwide craft-store chain 
based in Ccjppell, Tbxas. near Dallas. 

Using needlework skills learned as a 
youngster and as a home^economics m^or 



Hillside House also liked the Softies and 
started displaying them in its other show- 
rooms. Orders stalled timing in. 

In 1982, Carlson became national sales 
manager at an imports company, where 
she worked mth Somers, a buyer for the 
firm. Softies were selling at about 10 a 
month in 1988 when Carlson decided to go 
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fiill time with them* and Somers Joined her 
in 1993. **We were very good business and 
pei'sonal friends," says Carlson. Somers 
saw it as a way to be in business end be a 
stay-at-home mom for her daiightan 

Wholesale prices for the seated Softies 
range fixim $259 (clothing not included) to 
$459 (dressed in a tuxedoj. The standing 



modeb and the L-firajne models — ^made to 
sit without back support on a bar stool, for 
example— run from $559 to $759. 

Although Carlson and Somers sell 
mainly to the furniture industr\', they say 
they are ready to take the Softie.^ directly to 
the public through catalogs targeted at 
high-income households. Retail prices are 



$599 for a seated Softie and $L399 for a 
standing or Lrfranie model, all in ooetmnes. 
I A number of Soft ies are ending up in 
I homes, where they are used for parties or 
I to sit at a grand piano, for instance, or as 
butlers to greet guests. Says CartBon: "A lot 
of people come Imck and say the Softies get 
more party in\itations than they do."* ■ 



Creole-Flavored Software 



By Micliael Barrier 

As Greg MefTert says, "Starting a 
software company in Louisiana is a 
very unusual thing to do/ And 
being the largest software com- 
pany in the state, he suggests, is like 
being the best ice-hockey player in 
Ecuador — ^you don't have a lot of competi- 
tion for the title, 

Meffert, who founded Information Tfech- 
nology Systems UTS) in New Orleans in 
1992 » gives away a Louisiana hot sauce at 
trade shows to promote* his company's *^oC 
pmduct^. He estimates that he has handed 
out more than 10,0()0 bottles, 

ITS has adopted the name Zydeco, from 
a form of indigenous Louisiana dance 
music, for what it ceJIs its "premier suite of 
products." 

''We slopped a^pohgrnng for it,*" Meffert 
says of the Louisiana connection, "and 
started almost bragging about it."* 

In fact, ge^^raphy is becoming less and 
less important in getting attention- ITS's 
products brought in $2.5 million in revenue 
last yean and Mefft^rt expects to finish this 
year with $4 miilicm Ui $5 million in sales— 
"^altlaough it aiuld Ije $9 million/' he adds. 

Once revenues rise abtjve $6 million or 
80, "all the lids come off the pots." Meffert 
^ays. *'You now have a business model. 
Somebody may inject money and accelf.^r- 
ate against you"— as has already happen 

ITS, which has withsUmd a spendiri. 
j^rrage by a much lariger competitor— "I hj 5 
it worits the other way too.*' 

By that he means that a software com- 
pany that reaches the $6 million range is 
b«?tter able to mm money for rapid expan- 
sion of itH product line and distribution, A 
finn at that level may lie a more tempting 
target f(jr the competition, he says, but it 
^n Tight back more effect ively as well, 
^)mething is going to happen," Meffert 
^^ys, "and what that is depends on how 
^1 we're able to do this year.* 

At the heart of ITS Zydeco software is 
^he idea that w hen ym scan documents 
into a ctimputer, you shtmld he able to gain 
access to the relevant documents immedi- 
ately when vou*re working in a related ap- 
plication. 



Let's say you use Intuit's Quicken pro- 
gram to manage your personal finances 
and you have the entry for a particular 
check on your screen* With Zydeco, you 
can instantly summon the image of the 
check itself » as you have scanned it in, 
without lea\ing Quicken. 

Zydeco is an infinitely adaptable link be- 
tween applications and scanned docu- 
ments. There are 11 pnxiucts in the Zy- 
deco line, all basically the same but each 



tract to another company. He switched to 
the aeajnd company — but as an indepen- 
dent contractor and for much more money 
than he had been making. He used the 
extra money to get his owti dream off the 
ground. 

For 15 months ''I lived like a monk " he 
says, sleeping just a few hours a night 
while dividing his days between his con- 
tract work and getting ITS started. After 
that, "it got harder,'' he says, "It did not 
get easier" 

In 1995, he says, "I was able to go out 
and get my first round of financing," for 
$L5 million. He raised $4 million in a sec- 
ond round, but he still owns 51 percent of 
the firm. His continuing majority owner- 




The software developed (rny Meffert'^ finn enableH uHet*H togfiin amm to o pmmouMi/ 
m'ummi'ift tltK-umetU tviwn ivofidttg in m appiicalimt mdi m Intuits Qukken. 



tailored to a different application, **It took 
us a long time and a lot of work to come 
up with the idea^ Meffert says, but once it 
was in place it could be mocUfied endlessly 

Zydect) had more than 40,000 users by 
last spring, up from 1,600 a year before, 
he says, thanks to new products such as | 
Zydeco for Quicken. ! 

MelTerl was only 26 when he started 
ITS. He was working as a computer engi- 
neer when his employer lost a large con- i 



ship is, as he says, *a veiy, very rare thing." 

Winning in the software business, he 
suggests, takes more than bright people 
and good products, *It's too wild out 
there," he says. ''There are too many 
smart people — really smart"— m the in- 
dustry for intelligence alone to canr you 
very far. What makes the di fie re nee, he 
lx»lievefi, an* the qualities that have served 
him well so far: "tenacity and, honestly, 
the passion for it" ■ 
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Hie View From Below 



By Caria Goodman 

Jim Mayfleld and brothers Patrick 
and Michael Stafford have more in- 
terest than most Americans in the 
Titanic. They're not big history 
buffs, but they Ve very serious students of 
how ocean vessels should be built. 

The trio nwm Sub Sea Systems, Inc., in 
Sacramento, Calif., one of the nation's few 
manufacturers of semi-submersible plea- 
sure craft— boats that submerge partially 
and allow passengers to view the under- 
water wtirld 

Their made- to-order boats are 
purchased by tour operators in 
places such as the Cayman Islands, 
Mexico, Indonesia, and Guam. 
Landing a ^sale for their latest de- 
sign—a $L5 million, 1004on, 80- 
foot boat for a South Korean n^sfJii 
operator — was a real coup sincL- 
South Korea is one of the worlds 
lai^^ shipbuilding countries. 

Sub Sea Sjystems has its origin in 
Pymetics, a Sacramento industrial- 
equipment firm owTied by the May- 
field fjimily In the 1980s, Patrick 
Stafford managed and had a finan- 
cial interest in a joint venture of 
Dymetics in South Africa. When the 
South African partner bought out 
the venture in 1985, Stafford and 
Mayfield looked for ways to invest 
their share of the proceeds. 

Returning from South Africa, 
Stafford stopped in Rio de Janeiro, 
Brazil, where a friend told him the 
petroleum industry needed un- 
manned submarines to help with 

offshore drilling. 

Stafford was intrigued. He and 
Mayfield attended a San Francisco marine- 
industry trade show, saw a model of a sub- 
niarine, and decided to build their own, 
Stafford's twin brother, Michael, a former 
restaurant owner in Lake Tahoe, Calif., 
joined the pnyect. They launched Sub Sea 
Systems in 1985. But after they poured 
$500,000 into research and development, 
the prqject came to a halt. ''We couldn't 



raise the money to finish it," says Mayfield* 
40, \ice president of Sub Sea Systems. 

In 1989* the three dedded that building 
semi-submersible vessels for the tourism 
industry' was a better bet, ^'Disney had built 
semi-submersible subs years ago and cre- 
ated the illusion of an underwater ride," 
says Patrick Stafford, 50, Sub Sea Systems' 
chairman and CEO. "We could do it better. 
We'd design a vessel that wouldn't run on a 
track, but in the real ocean. We'd then hire 
marine architects to do the en^eering.'* 



Island Co., a California resort operator 
that has two Sub Sea vessels. He says that 
Sub Sea staff members hstened carefially 
to "^design and build the vessels to our spe- 
cific needs." 

The work takes place in an old mainte^ 
nance building at the former Mather Air 
Force Base. The firm's 20 employees work 
nine months to transform an aluminum 
shell into a high -tech boat with air condi- 
tioning, television monitors, entertainment 
systems, underw^ater lighting systems, ^- 
terior speakers, and bathrooms. 

Although the boats submei^ only 6 feet, 
passengers get the impression that they're 
much deeper because the windows are an- 
gled downward. "ITiis way we create the il- 
lusion of a submarine ride," Mayfield says. 



Making 
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Launching the new idea was anything 
but smfKjth sailing. The owners designed 
their first semi*submersible boat on specu* 
lation and mortgaged their homes to pay 
the e?q)enses. 

They also fiaced the fbrmidable task of 
securing U.S. Coast Guard approval of the 
boaVs design specifications, ""The Coast 
Guard had rules for boats above water 
and for submarines but nothing in 
between," explains Mayfield. "Ours 
was the first semi -submersible ap- 
proved by the Coast Guard. The 
process \mk 18 months." 

Before the first boat was cf>mpteted 
in 1991, Sub Sea Systems had signed 
contracts to design and build two 
more. 

^'Sub Sea is very uaa^friendlyr aa^ 
Jo@eph Caliva, vice president of ^^t^ 
seeing operations for Santa CataUna 



Cannng a niche for Sub Sea Systems, 
which last year grossed $2 million, has re- 
quired its owners to attjust to the tourism 
industry's changing demands. The trend 
now la toward bigger boats with multiple 
features. Sub Sea Systems* latest vessel 
seats 138 passengers, three times more 
than its first design. It also converts into a 
sit-down restaurant for 60 people. 

Capitalizing on their expertise in the 
underwater worid, Sub Sea Systems own- 
ers also own and operate Snuba Interna- 
tional, a company that offers an underwa^ 
ter sport combining scuba diving and 
snorkeling (divers are linked by hoses to 
air tanks, which fioat on a raft i. 

'*We like to say we*re ^ing under every 
day and loving it,"* says Mayfield. li 
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Generate Business Success Through 
Advanced Planning and Management 
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plus S« s/li 
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The difference between a money- 
making idea and making money* 

Smart Business Start-Up 

SuicesshiJ business is the end result ot d 
great idea followed through with 
painstaking research^ careful thought, 
detailed planning and !iucce5isful 
implementation. Smart Business Start- 
up simplifies this prtKess by guiding 
you through the four most important 
steps of husiness start-up: researching 
marl^ets, writing a business plan, 
incoqwrating a business, and locating 
capital \X pro\ides tools for you to present 
your findings to business associates and 
Lnveston plus tips on how to locate funding. 

Extensive llbrar> of legal forms 
and business letters. 

Smart Attorney 

Improve your tiottom line tjy reducing 
costly legal fees. With Smart Attorney, 
you can perform your own l>asic legal 
tasks. With more than 34(X) forms and 
letters, Smart Attorney contains the 
most extensive collection of legal 
documents ever assembled. This 
software is specifically designed to cut 
overhead by perform hig basic legal tasks — you 
can start saving money today! 




$99,(X) 

plus $6 s/b 




Com put iT disk 
r:i- |/2 Windamj 

$39JM) 



The BEST business plan program- 

Smart Business Plan 

The foundation of even' successful 
l>iisiness is a rmk-solid business plan— 
and we've made it fast, easy, and fcKjl- 
pr(K>t. Just f{>lk)w the simple stejn lo 
build a plan thai will impress even the 
most critical banker or investor. 
(Complete with professional-looking 
charts and graphs l>ased on standards 
recognized throughout the industry. 
11 lis software includes its own word processor, 
sjjreadslieet, grapli generator, and sample 
plans. 



Work smarter, not harder! 

Smart Business Forms | 

Sniiirt I'brins 97 is the most complete 
library of professionally prcfjared 
business forms ever asst*mbied. With 
more than 2,50() (xiwerful form.s for 
almost every business nt*ed. Smart 
Forms 97 is the quickest and easiest way 
to minimize liability and reduce legal 
costs. Ideal for small businesses wishing 
t<j projtH. I a corpirate image. Plus, 
registered usei^ can update their software for 
one year FREE via the Smart Online Web site. 




Com pu Iff disk 
(3-1/2 Wifidcn«$, 
MAC) 

$39,00 



Over 100 essential tools you need 
to grow your business. 

BusinessBasics 

Provides over liM) of the mtist essential 
business documents, agreements, 
spreadsheets, checklists, forms, and 
templates to run any business. Includes 
lips, "how*tos/' and guidance from 
expert sources, including leg^!, 
accounting, and marketing 
professionals. BusinessBasics will help 
you accomplish imp<]rtant day-to^ay pro|ects 
and tasks and is priced to be affordable for any 
business. 




t :cimpui(T di*«L 
(Windtm s i.l/2. MAC) 
and 4tK>-pagi? mfijrvncr 

SH9.(K) 
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Publish your own manual 
and protect your company, 

EMPLOYEE MAMJAL 
MAKER 

Stop problems before they occur by 
creating a cornpany-speclflc manual 
that details your |X)iicies, procedures, 
and i)t*nefitv With over 14t) ready -to- 
customize dcKaunents lu chtK>st* from, 
you'll noi oniy satisfy legal recjuirements 
when you give eacli employee a manual, 
youll iiave tx^iter informetl (and happier) 
employees and nianagm...and thai 
meansa smoottr-running business. 
This is a must for anyone with five or 
more employees. 



L 1-800-638-6582 OR USE THE COIiPj 
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tWinUowi 95, ms NT, 3,1) 

S99.95 
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Create a business plan 
in seven eas) steps! 

BUSINESS PL4N PRO 3.0 

1998 'Win 100" winner from 
Windows Magazine! An ea%y-tt»-use 
business plan package featuring audio 
help on finandaK, 2() sample plans, 
complete database of vf nture 
capitalist V, cusloniizable business 
charts and professional-UK>king hjll 
color printouts. 

Rated the # I business planning 
software by Whuimv^ Muxn^jm, Home 
Offla' Computh% /v Mtt'^u/im' 
more. 




1 ,^y^9 ihifiti, 
i-hn)( binder 

ptiu %H %/h 



Workplace safety 
regulations and index 

1910 OSHA GUIDE 

This comprehensive reference 
guide contains the full text of 29 
CI R l^art 1910, Subparts A 
thmughZ. plus Part 1901 
lnsjx?ctionsand Part 1904 
Rc%"ordkeef)ing. It's printed in 20 
(X'rcent larger type than the C'FR, 
and it's lab-divided and indexed 
for quick reference, 
Tfiis guide works hand-in-hand 
with the OSHA Clompliante 
Manual. 




^'OinpuiLT disk (Windows 
Windows 95), 

S99.9S 

plus $7,S(1 s/h 



Create a complete marketing 
plan in six easy steps! 

MARKETING PLUS 

Built-in text, spreadsheets, charts, 
graphs, and examples help you 
develop, manage and track Vour 
plan. Use spreadsheets lt> budget 
ext^>eiisc^ and fort»cast sales. ITien 
track your expenses, compare 
forecasts against actuals, and 
measure your efforts. Includes 
Miftware, user guide, marketing 
manual, and a sample plan. 




292 pa>;e«, 
lodsc^lcaf, 

hinder 

$139.00 

pii» SH s/h 



Essentia] checklists for OSHA, 
EPA & other key agencies — 

COMPLIANCE AUDITS 

Saves time and money by 
providing a "snapsfiot" of facility 
compliance through an easy-to- 
use audit program! It provides 
guidance on how to d<> a walk- 
around audit of your facility; takes 
you through the recordkeeping 
rt*quirements; and provides 
information on OSHA and Ill'A, 
including how they do inspections 
and schedule penalties. 



Prime/ ^/i' 
Cuuic to 
Persmtal Success 



If you're over 40 years old, 
here's the reference source 
xm've been waiting for! 

PRIMELIFE GUIDE TO 
PERSONAL SUCCESS 



I his |K)werful tool is your fjersonal 
guide for evaluating the seven kc>^ areas 
nf your life; health/ finances, career, 
relationships, learning, recreation, and 
spirit uaiitv. Give this spc^cial resource 
^**|pag*; t>cK>k. malerial |iist a few minuter a day. and you1l bc^ 
^ 1 2.95 able to develof) the objectives, priorities, and pi 
ptu.s $3,so s/h that will impact and improve your life! 

' fUlS ' Afm rt'tme-^n m voKt — mfbrmatiott on 
uurrU VIMJR rvmtrktthk' PrinwUft' fkwfit'^ piukaxe: 

iltlW Jisamits am/ ikals ttuit tan saw vvu 

QltDoii hitnitn\is iu tfumsiimh of Mian. 
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Create a safe and healtli) 
workplace... Quickly and 
easily comply with OSHA, 
and a\oid lawsuits! 

SAFEHPLAN 
BUILDER 

Here's everything you need to 
create a ccimplete safety and 
health management plan. Select 
your industry, state, and work 
(iraciices and SafetyPlan Builder 



(Windows :\ \ a, MAt:> will custom assemble your safety plan 
nod l26-pag€ n'lt^rente manual for you in minutes, 
guide. 

$89.00 

plus S7.9S $/h 
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Clstomer Service and MwAtJEMEXi Skills 



Paul R. Timm Pti.D. 
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Video. VHS only. 
Utinnin}^ rime 4S mlnules. 
tn eludes comparvion 

and workbook. 

$99.95 

pltts S6 %/h 




Video. VHS only. 

Rt inning time 42 minutes, 

IncltMSes companion 

MltciCftSirttf^ and Sup^rvhor'i 

Hamfbook. 

$99.95 

plm S6 5/h 



Help your employees 
uiiderstand the secret to 
getting repeat business, 

TOE POWER 
OF CLSTOMER 
SERVICE 

Clustomers often buy because 
of the quality of the service, 
rather than the qtiaiit>* of the 
product. Show employees 
how to deliver the service 
that aeateu satisfied 
customers and tums around 
^ disgruntled customers. Help 
them deal with customers courteously 
even when they're under pressure. 
t>emonstrate how to commtinicate 
concern and competence. Put your 
company on the inside track to consumer 
confidence- 



Proven techniques 
forgetting results 
through others. 

HOW TO 
SUPERVISE 
PEOPLE 

Lx^adership is the ultimate 
challenge for any 
syperviM)r...and often the 
key to an effective 
organization. Leadership 
requires skiii, toughness, 
and sensitivity. . .and this 
acclaimed video shows you how to 
attain alt three. Youll see how to use 
team buildings delegation^ and 
conflict resolution to become an 
outstanding supervisor. 




Video running time 
3S mlnuiei. 
Iiit!utl« companion 
audi oca sstntz and 
wijrkboi>k. 

S99.95 



Companies with great 
customer sen ice 
sunive and thrive. 

THE BASICS OF 
PROFITABLE 
CLSTOMER SERVICE 

Learn how to develop a caring 
attitude toward customers that 
brings them back to buy your product or 
service again and again. This is must viewing 
for tneryvne in your organization because 
business succefis — ^short- and lf>ng-term— will 
\w customer service-driven. t>on't miss these 
valuable tips and techniques that help yt>u 
achieve greater profits. The video is divided 
into segments and dc*signed to be used 
individually or with groups. 



A powerful customer 
retention tool! 

50mYSTO 
KEEP YOUR 
CUSTOMERS 



Fifty super techniques that 
keep your customers i ' 
employees — happy, \ uu 
turn ever>' cust timer inlt^ a 
lifelong client with this 
l^esl-selling video workshop. 
Must viewing for owners, 
managers, salespt^ople, 
telemarketers, office staff — 
every one w^ho deals with customers 
in person or by phone. Segmented 
into easy viewing sections. 




I 



TO 
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Video. VHS only. Running 
timo4S ruinutev. Includes 
mm [lanion midicHam'tlc 
and workbo<>k. 

$99.95 




Video running time 
48 minutrv. Includes 
companton audiii- 
Ciissette and workbcK^k. 

$99.9S 

plm %6 s/h 







Tlii'NlAV 

SKILLS ^ ' 


mi: si:ii 



V jilrn riifiDinK timi.' 
4H niifiuk's. inciudfv 
compjinion audio- 
otssetti' and worktxjok. 

$99.95 



Create a ccmpemtive, highly produc 
tive team environment. 

Effective Teamwork 

Teamwork is what makes businesses 
successful. Ideas and decisions arc 
generated within teams and not from the 
top down as in tile past. The f^ffettivc 
Teamwork video training program will 
show you: 

■ What teams are all about and why they 
are im|K>rtant to your organization 

■ How^ to write a team constilution 
a How to develop Ideas and make 

decisions 
m How to run a team mcTting 
Your entire work force will know how to 
maintain a cooperative, creative and 
highly prtxluttive team environment. 

Become a first-rate 
supervisor. 

IlIE NEW 
SUPERVISOR: 
SKILLS FOR 

SUCCESS 

\\fiv\ t-very thing you 
tK'L'd lo Improve ytmr 
leadership ability, , .make 
timely, effective decisions... manage change 
a nd t j me p r< kI ucti vel y . . . com m u n ica te 
effc*ciively so you can praise, criiicizep and 
deal with conflict... build an effective work 
team... I rain people who work for and with 
you... and enjoy your jab! This is a career- 
bulldlng program. 
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Finance, Eamgement, and Advertising 



1 




ComputtTdlsk (DOS 5-1/4, 
3-1/^ WINDOWS :M/2) ajid 
reference biKjk, 

$i;i9X)0 

plus S6 s/b 



Increase your profits and 
cash How. 

I P YOUR CASH 
ROW 

Enlrepreneur version 

How much cash will you need 
next week, next month* or next 
year? If you've never had the 
tinie or the toots to nmjett cash 
flow, here's the prouucl for you. 
Just answer the questions on 
your screen about sales and 
expenses and out ix>ps a 
complete financial plan in 
spreadsheet format. . .withtnit 
wasting time to set it up! You 
can spot trends, run "what if" 
scenarios, and always know 
your cash needs tn advance. 



Employee 
Appraisei" 



C:ompult;r ttiik m'lNlH)WS 
^^^m with aver40U wrltlnj^ 



$99.95 

plus S6 x/li 



Better employee evaluations. , , 
delivered in lialf the time. 

ElVlPLOYEE APPRAISER 

Avoid common [>erformance 
appraisal mistakes that can get you 
into ie^^al difficulty... and ruffle 
employee feathers, i:)eveio|x^d by 
lal>or iaw experts, this computer 
based program checl^ your 
documents for inappropriate 
language and not only offers advice 
on how to airrect it, but gives you 
access to hundreds of professionally 
written phrases and paragraphs that 
can be personalized for your needs. 
You and your supervisors will cut 
re%iew writing time in half! 



R R O J_E C T 



Plan big and small projects In 
30 minutes! 



KlCKStart Project KlckStart(tm) 




The fastest, easiest way to plan 
almost any project. Whether you're 
launching a new product, starting a 
business, organizing an event, 
designing a Web site, or producing a 
company nev^'sletter, Project 
KickStart will help you devise a 
strategy to get the results you want. 
This easy-to-use f>rogram lielps e\'en 
the novice u^«?r develop a clear 
overview of the project and the steps 
needed to complete it successfully. 




CD-ROM 

$39.95 

plus %4.§Q %/h 



Lead your stafl to peak 
pertbrmance- 

Managing People 

Master the art of managing 
people and develop leadenihip 
'skills. I^am how to increase 
nuiti%^ationr resolve coriflicis, 
coach effectively and manage 
difficult f>et)ple. Includes two 
hours of video and conmientary 
with lots of interactive exercises. 
ThK program provides all the 
tixih vou need to manage people 
skiilfuiiy. 



l»*[5ll Create marketing strategies 
;mtl advertising that gete 
resulte. 

DO-IT-YOIRSELF 
ADVERTISING 

Be your own ad agentTl This 
[>rogr3m makes it easy for you to 
create yturr own advertising. With 
1 )D-It4oursclf Advertising, you'll 
walk througii step by step 
exercises lo develop marketing 
]>lans, create effective strategies, 
and prtKluce ads that will get 
results. 




^O.ROM 



( D ROM 
plus S4.m s/h 




Includes 600 reody-to-select 
interview' questions, 

HIRING TOP 
PERFORMERS 

1 .1 1 L'c i J ve h i ri ng req u i rc^ more 
than relying on a "gut ft*ehng." 
To consistently hire top |x^)f)le< 
you need to usc^ effcH.1:ive, proven 
tcH.hniquc^, U^arii the teihniques 
vou can use to ensure that yoy 
iiire the right jKHjpJe without 
wasting any time, lliis program 
covers the classified ads to the 
interviews, the fact-checking lo 
the salary nc^ottaticins and can 
Improve your skills in any area of 
the overall hiring prtKess. 
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EKcepHional 
Customer 
Service 




Four videos. VtiS only. 
Running time 212 
minutes, tndtidt.'s 
A^y-pag/e workbook. 

S299.95 

plus %S s/h 




Video running time 
i hours S3 minutes. 
Includes four videos 
and companion work- 
book, 

SI 99.95 

plus S6 s/fa 



Quick sen ice doesn't 
ha^ e to mean poor 
service- 

HOW TO GIVE 
EXCEPTIONAL 
CUSTOMER 
SERVICE 

See for yourself how easy it is 
to serv*e aistomers quickly 
but ^till leave them feeling 
pampered. Watch how easy it 
is to enforce company 
polic>' without turning off 
customers. This video series 
will help you make every customer 
contact more pleasurable and profitable; 
you'll build a base of customer devotion, 
loyalty, and repeat business. 



Build customer loyalty. 

DEVELOPING 
A CUSTOMER 
RETENTION 
PROGRAM 

To keep customers coming 
back for life, you need to 
create customer loyalty... 
which doesn't come from 
merely satisfying them. It 
comes from building emotional 
partnerships. Learn how to ferret out 
customer likes and dislikes and how to use 
that information to shape your 
sm4ce...and learn how to handle repairs, 
refunds, and complaints to build business. 



Get off on the right foot! 

HOW TO WTUTE 
V WINNING 
PROPOSAL 



Videtj runninjt time 
1 hour 31 minuter. 
Includes two videos and 
companion worktKH>k. 

SI 49,95 

pins S6 s/h 



Whether you've written 
proposals or not, each one 
p resen ts a new , d I f f i cult 
challenge. With this program, 
vou'M learn bow to take any 
idea, shape it on pap^r, and give 
~ it the visual impact that gets 
attention. You'll learn how to organize 
your material In a logical, reader-friendly 
way. And you'll learn how to avoid the ' 
turn-offs thai can doom your prcjposal 
from the start. This videt^ will help you 
deliver powerful, well-written proposals! 




Four-volumt' video nvi. VHS 
only. Run 111 II ji^ lime i iitnirs, 
niinutuv, liu iude> {la^^e 
workbook, 

$199.95 



See things from the 
customer's point of view 
and increase sales. 

HOW Blf\^ RS LIKE 
TO BE SOLD 

A remarkable video course that 
helps you get inside your 
customers' heads! Learn exactly 
what they're thinking and how 
you can create sales techniques 
and strategies they won't be able 
to resist. Discover what gets a 
buyer's attention, what turns him 
off, what makes her say YliS! These 
powerful tapes will bot)st your 
sales. 



If you need to learn about accounting, finance, 
and budgeting. . .here are the answers! 

FINANCE FOR NONFINANCIAL 
PROFESSIONALS 




Make more confident and 
well-in formcKi decisions 
in money matters. Deliver 
analyses and reports that 
demonstrate your control 
of your business. This 
exceptional video series 
helps you learn every 
basic nuance of finance, 
including accrual vs, cash 
reporting; direct and fixed 
costs; tests for liquidity, 
leverage, and solvency; 
revenue projections^ and 
more. 

Three videos. VHS only. Running time 
231 minute:^. Includes 4 H-p^ifie workbook. 

$249.9.S 

plus S6 s/h 

EventJiingyou need to 
build budgeting kn«)w-bow! 

PRACTICAL 
Bl DGETING SKILLS 
FOR iHANAGERS 

The budget prtKess dtK-sn't 
have to lie txjck- breaking work. 
I. earn bow to build valid 
.assumptions u[i*m which to 
iKise your financial decisions- 
video ninniug time Ciain'a thorough understanding 
3 houn SK minuter, of the cash-flow process. Build flexibility 
inciudeii fiiur vidt^>^ and into vour btidget SO vou can reat1 quicklv 
companion workbmik. ^li^f^^m^ financial forces. A well* ' 
S24 )S prerared budget is a vital management 




CAM. TOI I -FRtK 1" 800 "63 8 "6582 or LM: the C:OtPON ON THK LAST PAGE 
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ORDliR NOW! CALL TOLL-FREE 1-800-638-6582 



308 expert letters 
that generate sales 
and praflts. 

SALES LET- 
TERWORKS 

No matter what your 
business is or whom 
you're trying to 
convince, you'll find 
the perfect letter for 
virtually ever)' selling situation. Call up 
custom i7^ble letters ill at cover every aspect 
t>J Helling: creating rejx*at bu*^ine!i!*» 
openitig dotjrs, dealing with customers, 
responding to objections, collecting 
money. 

Ciimmtter dhk flKIS 5-1/4, 3-1/2, Windows 3- 
1/2, Um:) and 372-pag\: bot>k {Mm Imk^ni 

$79,95 




BUSINESS 
LrttepWorts* 



400 professionally 
written letters for 
all areas of your 
business. 

BUSINESS 
LETTER- 
WORKS* 

If you've ever had to 
ajK>Iog1ze kn an 
employee's nidene^s. make an inquiry to a 
venture capital iimx collect an unjiaid debt, 
or any number of everv'day situations, then 
this soitware will simplify your life. Call up 
letters covering advertising, suppliers, 
i n tenia I com mun icati tjns. . .every possible 
business sttuahon. 

Compulvr Uitk (DOS §1/4, 3-1/2, Windows 
3-1/2, MAC* iind 470-page book (400 lcl1t*rf) 

$79.95 

pirn S$ s/h *Ftmrmh' l^^Wtni^ 



PHtSOniAL 

LMBPlAkirks' 




400 customizable 
letters lor your 
business and per- 
sonal life. 

PERSONAL 
LETTER- 
WORKS 

Be prepared for every 
imaginable situatlanf 
ranging from touchy, feelingsKirientecJ 
Issues to hard-nosed "ihis-is-the-way-itV 
golng'tobe'* challenges. Never struggle 
again with a symjMtliy note to a colleague 
or friend, or a hard-to*rc^ilve dispute with 
an uncaring banker or vendor, or how to 
say 'Thank you/ or *'l appreciate you," 

i Qmpiitcrdijvk (Dt>S 5 1/4, 3 1/2, Window* 
3-1/2, MAC) and book (40() leltcrf ) 

$79.95 

ptus Sh %/h 



Nation'sBusineSS order Form 

^nd to: Marki^Ung L>qil., ItlS H St., NM\, Wa&liin^on. lU:. 2lJU62-2(X»0 

Your Order Is 100% Satisfaction Guaranteed 
or Your Money Back Witldn 30 Days 





\ \\n 1)1 I'uniM t 1 


1 Ml 

TKir 1 


MM 

I mi 


lalAi 


BUSINESS PLAI^NINCi h MANACihMKNT 








S61K) 






Sfiian Business Plan 




16.00 






Smart Auomev 




$6.00 






Smurt Hinmi.'s% hirrm 


$39,0G 


56XH* 
















play eo M;iii u;tiMaker 


SB9.00 


$7.95 






Busilnc*^ Piiin Pro I if 




$7,50 






SUjki'Wug Plus 


S99.9S 


$7.50 










$3.50 








JyiO OSiiAuyide 


>IHM.(M) 


$flm) 






Com pliant' I' Audits 










SafHyl'Lin BuHdcf 




57.95 




c:USTt>MhR SKItVK i: H MANAliLMl S 




1 lit' I'OWVr (it < IISIOIIH J Si. 




$*j no 








$99 95 


S6i>tl 






Hcjw tc i Supt'f%1?ii' l\'tipk* 


199.95 


S6.(KI 






1 tltitlvtr Teamwork 


S99.9S 


S6,0f> 






Thf Hkisks of I'rofHiibtc Cu^ionier Servltt- 


S99 95 


S6,ix:i 






TIU' Ww Simi'rvivor SkflK fnf Su^lA'^^ 




SblKI , 




_ HNANCiK, MANAtil.MI N i . H VIH 1 R ri*»ING 




Up > i jsh 1 litw <| iiUt'pK'ni Lif w i'tioiu 

I KIV VI 4 ' t l : ; IVIittl-nri l l : 


% I \9M 


%6m 






PHi\{xt KkkSiart (WlruloH'^r 


S99 9S 


$7.00 






r)ij-ll-Y(njr?4(?lf AdvtrUsing tc:!>-HC>M» 


%m 95 


$4 50 






tmployw Appmlirt 


S99 95 








Mitnajdng Ptople (a>*aOM) 


s:p* *^5 ' 








MirifjK Top iVffurnRT^ H :D R0M) 


139.95 


S4.50 





ORDER TOLL FREE 1-800-638-6582 
OR FAX 1-202-463-5641 



Ship U: 

Name _ 



Addre4S 



{No P.O. Bouts} 



City _ 
State. 



Telephone # _ 



tUnpiitrJ for i Irrtlit i .tifd and f^iit f Minn i 



Miltiod of Payment 

J C heck or money order enclosed payable la Nation's Business 
J Bill my crCHlit card: VISA y Masterc:ard □ AE 

CilTd i ...^ t*5p t)Jty 

^Ifimlure , 







1 Ml 1 > M 




C AlsrOMl R\i RVU f k I INANC F. 




lltiu If) ^iivo lAcepTioTUit i uvrcviner StTVUr 


SJW 9S 


$fvtKI 






How Buym Uk^ Lo Ik Sold 


$199,95 


$6.00 






OfVt'kjpinti A Cuviomer Rctt*nilon Program 


$199 95 


$b.OC» 






Kiridnte hir Nonhnrtncial Profe%slortal!* 


$249.95 


$6JK) 






How Jo Wrltt A Winnlnii Pft>pf*vit 


5I49 9S 


$6,0(1 






Practtcal Budget i n g S k i t K r n r M .in agr rv 


$249 95 


$6.00 




lilfMNLSS K PKRStlNAI. ?>IJ( t iLSS 




S»iks 1 1 fit r Work*. 

I«tn 1 4 h 11, '2 u Vfrleukfvn, hMM 


$79 9S 


$6.<K» 






.mIowv H/2 cm At 


179.95 


$6.00 






J . , . ^1. . ^ • . , . .1 


179,95 


$6110 





Ihi t ' S A .ind 

i im 
. , , iiidlln^ 



I^BTOIAI 

C^, IX: GA. KS. KY, MD. MN, Ml SB. St TX. iAliS I AX 

101AI 
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Nation-s Buwinei^s September 



Direct Line 



Ansivers to our waden questions about 
starting and running their businesses. 



ON 



GEHING STARTED 



Itie Right Prescription 
For Medical Suppliers 

I am ihmkuig ui =^tart- 
ing a company that 
would rent and sell 
niedical eqmpment Where can I get infor- 
matian on suppliers? 
M.G., Jeffemrtf Cifij, Ma 

The National Association for Medical 
Equipment Services in Alexandria, Va., 
represents a varied membership of more 
than 1,200 home-medical-equipment 
providers and suppliers of rehabilitation 
technology: 

The association provides a wide range 
of membership services and can be 
reached at ( 703) 836-6263. The group'.^ 
World Wide Web site, at immiHameHjrty. 
lists information about the industry and 
its members as well as related Internet 
sites. The association's membership fees 
vary according to a company's size and 
its annual sales volume. 

A related oi^anization is the Health In- 
dustry Distributors Association, also in 
Alexandria. It represents companies that 
sell and rent medical equipment and 
home-care products. 

The distributors group can be reached 
at f703» 5494432 or throu^ an electronic- 
mail link at wnmihidiLorg. 

Companies that manufacture medical 
equipment are represented by the Health 
Industry Manufacturers Association in 
Washington, DX. This group can be 
reached at (202* 783-8700 or through e- 
mail links at urn'mMnmnettmrL 

Medical-equipment rental or sales 
firms are generally known within the 
health sector as "home medical equip- 
ment" or "durable medical equipment** 
service providers. 

Such companies rent equipment ranging 
from the simple — crutches, canes, walkers, 
wheelchairs, electric hospital beds— to the 
hi^-tech, such as intravenous pumps, res- 
piratory-therapy equipment, chemother- 
apy*infimion machine, and various iyp&s 
of monitors. 

Purchases of health-care-technobgy 
products in the United States total 
about $55 billion, according to the 
Health Industry Manufacturers Associ- 
ation. 



As the National Association for Medical 
Equipment Services notes in its printed 
materials, as home medical equipment 
becomes more sophisticated and the 
number of people depending on it in- 
creases, medical-equipment companies 




must be available "24 hours per day, 
seven days each week, to provide neces* 
sary support services." 

In addition to selling, renting, and de- 
livering medical equipment, these compa- 
nies set it up, educate patients and care 
givers about how to use it, work inten- 
sively with doctors, nurses, and thera- 
pists, and repair broken or damaged ma- 
chines when necessary 

Federal or state agencies require profes- 
sional training and certification of certain 
staff, depending on the specialty or type of 
equipment involved. 

Most or all of the costs for in-home med- 
\ca\ equipment for the elderly are paid by 
Medicare, the federal insurance program 
for the elderly and the disabled. 

Because of instances of fraud by some 
practitioners in the '*durabie medical 
equipment" industry, however, govern- 
ment agencies are tightening their moni- 
toring and reimbursement procedures, so 
you should be prepamj for a lot of paper- 
work. 



Storing Up Knowledge 
For A New Business 

Fm intends ted in j^tarting a self-storage- 
unit business. How would I find out what 
regulations apply to this type of busi- 
ness— especially tha'^e related to storage of 
hazardous materials? 
J,P, WhiiioiK NJ. 

Contact the Self Storage Association, 
based in Cincinnati. It can be reached at 
(513) 984*6468 or through an electronic* 
mail link at ummM^elfntomgejirg on the 
World Wide Web, Membership fees start 
at $375 a year and rise according to how 
many storage facilities a member has. 

Self-storage is the term ftir facilities that 
offer do-it-yourself, month-to- month i^ntal 
of storage space. Though sometimes re- 
ferred to as "mini -storage" facilities or 
"'mini-warehouses " they are unlike ware- 
houses because they involve a land- 
lord/tenant reiationship. New Jersey is 
one of 45 states that have laws defming 
this relationship, so you should contact 
state authorities to learn of applicable reg- 
ulations, 

A Restaurant Worker*s 
Food For Tliought 

I work in a restaurant and would like to 
publish a small magazine or newspaper 
reviewing local restaurants. How can I go 
about this? 

LS., Anbun Pa, 

One place to go for advice is the Association 
of Free Community PaperSp based in 



HOW TO ASK 



Have a business-related question? Mail 
or tax your typewritten query to Direct 
Li n e , AV// to trs H tm tu s. 161 5 H St ree i . 
N.W., Washington, D.C. 20062-2000; 
(202 J 463-3102. Or transmit your 
question via electronic mail to 

Be uim^ to include 
your address and telephfine number. 

Because of the high volume of letters, 
we can answer only those that aix^ chost^n 
for publication. Questions may \x} 
Condenst»d, and writers will be identified 
only by initiaLs and citv. 



Chicago. Deirdre Flynn, 
associate director of the 
association, aays, There 
has been very little doc- 
umented ahmi .starting 
a free-circulation com- 
munity paper.'' But the first step, she sug- 
gests, Is to determine if there's an advertis- 
ing base to support the pubiication.'* 

You must have an existing publication 
in order to join the association. Member- 
ship dues range from $100 to $2,000 a 
year, depending on circulation. The 
group's members include free newspapers 
called shoppei^, which contain only adver- 
tising, and free papers that contain editor- 
ial content along with ads. For more infor- 
mation, call f312 1 644-6610, 

Starting a magazine from scratch is 
likely to be difficult because a special-pur- 
pose publication, such ae one based on 
restaurant reviews, probably will have a 
limited pool of advertisers. And don't be 
surprised if advertisers get indigestion if 
you criticize their cooking in print. 

Hooking Up Some Help 
On Electronic Documents 

i m ijUcrL'slud in starting a business in 
the field of management of electronic 



documents. What organizations conld I 
contact for help? 

You may want to try Xplor Interna- 
tional — The Electronic Document Systems 
Association, The group is based in Tbr- 
rance, Calif.p and can be meached at l-@0(h 




669-7567 or through staff members' elec- 
tronic-mail links at unvmjtphr.my on the 
World Wide Web. 

Electronic-document technolo^^ takes 
various shapes, from the simple electronic 
transfer of computer text and data files to 



the more complex electronic exchange of 
newsletters, reports, newspapers, or other 
press-ready copy. U also encompasses 
other formats, including fax-on-demand 
services and Internet publications. 

The global industry encx>m passing elec- 
tronic-document systems generates about 
$110 bilhon a year in revenues, says Xplor 
International. 

Among the association's raem- 
bership benefits is a telephone 
hot line staffed by systems ex- 
perts who can help with techni- 
cal problems. 

The association also has nu- 
merous regional and local chap- 
ter ofTtces to assist with profes- 
sional development and personal 
networking. 

The group sponsi>rs an annual 
international conference for the 
electronic-document^systems in- 
dustry. This year s conference will 
be held Nov. 8-13 in Nashville, 
Tenn. 

To join Xplor International, an individ- 
ual or a company must be a user or a ven- 
dor of electronic-document systems or 
products. Annual membership fees range 
from $130 for an individual to $2,095 for 
lai^ companies. m 



Focus On Your Management Skills 



MAIl ORDER FORM TO: 
Nation s Business 

Vtrk'Wtiai^wiMJroe eo|i»rfTheilitl>ii!un Uitt^ 

f^m % mfk plus f6.(W iliippini^tHidUaf 

*S«Ji*Tm| 

i: SA and CiaMk »ckl 12^ (rr ftntdua lor iMfftaji^uadlimi 
Mmr- Lj Vta □ MC . Aimn, 




Only {69.95 

Includes all four 
videotapes, 
wurkbiBok & quiz 



f*repiiii* ff>r the nexl ccnuirv uitir yt*ur copv of The 21st fxntun Manner. 
It piiLs die empliasis on llie person and the rok\ nol just tlii^ries of 
iiiiiniigeniciit. The t;ipc^ tmiT four diflfeR'ni mnnai»ement sldlk 



LEADER • Understand people and 
develop skills to guide and inspire. 

MANAGER • Become a systems 
exiiert and respond lu changing 
needs ;ind opportunities. 



CONNECTOR • Leani ways to connect 
\titli pc^)ple and sy^items u^ nmimi2ie 
pnxlucii^ity. 

PERSUADER • Hud out how to sell 
ideas plans. 



Order Toil-Free! 1 -800-638-6582 • Fax Your Order 1 ■202-463-5641 
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Helping Business To Get Out Tlie Vote 



The upcoming off-year elections will make demo- 
graphic history as the number of Americans of vot- 
ing age exceeds 200 million. 
But if estabti^hed pattems persist, on Nov. 3 more 
than half of those Americans v^ill fail to exercise the 
fundamental right — and responsibility — of citizens of a 
free society 

For the past two decades, nonvoters have outnum- 
bered voters by substan- 
tial margins in national 
elections in which mem- 
bers of Congress but not 
a president are chosen. 
About 55 percent did not 
cast ballots in 1994, the 
most recent such elec- 
tion, cSee chart j 

And there are addi- 
tional, disturbing trends 
within that figure. 

Of the 159 million vot- 
ing-age Americans under 
65, the vast majority are 
working and presumably 
concerned about govern- 
ment policies that affect 
the economv and their 
livelihoods/Yet 92.4 mil- 
lion-^ percent — failed 
to vote in 1994. 

Those most delinquent 
in failing to exercise the 
right to vote were in the 
18'to-24 ag^ bracket, the 
source of tomorrow's 
leaders in business, the 
professions, and govern- 
ment. An astounding 80 

percent of those young people failed to vote in 1994. 

The distressin^y low participation of American dti- 
zens in elections is a subject of deep concern tfj bu^siness. 
The U.S. Chamber of Commerce, the largest broad- 
based business organization, says: "Congress needs addi- 
tional pro-business members who understand and sup- 
port the concerns of the business community and 
understand that a strnngen niore competitive economy 
leads to better jobs and higher wages."* 

Indi\idual businesses can assume a key role in acquir- 



NOVEMBER Q 

No-Shows In Tho Last 
Off-Year Elections. 1994 

(Employment/age percemages refer to the totals 
within the specific groups.) 
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ing that strength. The tools for doing so are readily 
available thmugh the Chamber s 1998 Voter Registra- 
tion and Get-Out-The-Vote Campaign, which is designed 
to encourage registration and voting by employees, 

Moi'e than l.CKK) businesses, trade and professional 
associations, and chambei's of commerce tmm all 50 
states have joined the national Chamber as partners in 
the campaign. They support the U.S. Chamber position 

that it is the responsibil- 
ity of every business, 
chamber of commerce, and 
trade and prafessional as- 
sociation to facilitate the 
registration of their em- 
ployees and members, ed- 
ucate them concerning the 
impact of political deci- 
sions on their paychecks 
and benefits, and encour- 
age them to vote." 

Businesses and business 
organizati(}n.s wishing to 
l)ea>me partners in the 
1998 campaign can obtain 
information and materi- 
als, including a manual on 
running registration and 
voting drives, by v^Titing 
to The 1998 Voter Regis- 
tration and Get-Out-The- 
Vot^ Campaign, U.S. 
Chamber of Commerce, 
1615 H Street, 
Washington, D.C., 
20062-2000. Extensive in- 

formation on the drive is 

alftfj available thmugh the 
Chamber*s home page on 
the Internet at Mwiii mctmnlMmrty/gotr. 

MembeiB of Congress elected this November will be 
dealing mth issues that will have a profound impact on 
business. 

The 1998 registration, education, and voting cam- 
paign offers business a way not only to increase the 
turnout in this election but also to help voters arrive at 
informed deci.sions on which candidates offer the most 
for the economic well-being of the countr>' and of indi- 
vidual businesses and their employees. m 



Votlff 9-A0e PopulaflM 


190 mitlion 


Did Not vote 


104 milliOfi (55%) 


NonvotBi^ Within EmplQinnint Groups 


Private Sector 


60 million (58%) 


Government (All Levels) 


6.6 million (36%) 


Nonvoters Under Aie 65 


92 milljon (58%) 


Nonvoters Wittiln Aae Groups 




18-24 


20 million (80%) 


25-44 


50 mtllion (61%) 


45-64 


22 million (43%) 


65+ 


12 million (39%) 


TIIECIIAV ^ 



OlOIOI 

onoiooio 

OIOIOOIOOl 

oiooioio 
nofoi. 




r oiioiooio 1 



oiomorooi 

OIOOIOIOI 



III 




OIOlOllI 
OIIOIOOIO 
OIOIOOIOOI 
lOIOOIOIOI 
OIIOIOI. 





Calf uA wken (/oitVe reaJtf to talk digital. 




These days, the bm around just al^out every office is **digitar And the one everyone's talking about: 
Royal Copystar That's because we not only produce the highest t|uatity digital copiers, we also find the 
one thals right for yaur business. To got you ^connected** as soon 
as possible. So if you're talking digital give us a call. You'll find 



we speak your language. 1 BBB STAR %i 

Circle No 24 on Raider! 



ROYAL 



Igorvst/krI 



DIGITAL 



Where copying is going. 



Ford F-Series Medium-Duty. 




Where pulling 




YOUR OWN WEIGHT 




IS THE EASIEST 



PART OF THE JOB 



OB. 

ft 



I 
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That's Ford Country, 




t. 




F-SOO WITH <;VWRS 
OF 26,000 AND 
33,0<M) LBS. 

ThcI-8(HHs available 
with two pcipular CVWRs and 
two c-quipmeni oackancs. 
XLandXLT 



wiDF ranc;r of 

STANDARD FC^UIPMENT 

Standard (eaturcs range tin in 
a 3*pa*iscngcr bench scat and 
low step ncighi kiel tank to 
widc-opi*ning doors tor 
easy exii and entry, 



EASY TO MAINTAIN 

An easy -to- remove instrLimeni 
panel and a 75" irhrng Iront end 
pHJvidc easy maintenance access. 



The Most Powerful, Most Complete fc^iilf 
Line of Trucks Ever Built Ford Tough. E^^^, 

Visit cuir Wchsiif at www Inrdvchitlc com/worktmcks or call 1 -800 25SK >UI ) ^£J*'9'' 



